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Alfred Manes, Head 
Of Insurance School, 
On Nazi ‘“‘Vacation”’ 


Fanous International Insurance 
Educator Under Ban of 
Hitler Regime 


is AUTHOR OF MANY BOOKS 








Insurance Professor Bernstein of 
Goettingen University Also 
Obliged to Leave 
Dr. Alfred Manes, internationally 
known insurance educator and director 
fan insurance school in Berlin which 
has been attended by a number of 
Americans, and Professor Bernstein of 
Goettingen University, are the latest 
educators to fall under the ban of the 
Nazis in Germany and “have been given 
leaves of absence.” Professor Bernstein 

jis a teacher of insurance. 

Dr. Alfred Manes has written enough 
volumes on the subject of insurance to 
cover a Shelf. For years he has been 
author of articles which have been 
printed in insurance, financial and eco- 
nomic newspapers in many parts of the 
world. His first visit to the United 
States was made in 1903, and the second 
time in 1927. While here he visited many 
insurance men; gathered almost a 
freight-car full of insurance documents. 
He has been an insurance adviser of the 
League of Nations and adviser of many 
other organizations in Europe. 


German Society of Insurance Science 


Dr. Manes is head of the German So- 
ciety for Insurance Science which in 
1929 erected a beautiful building in‘ the 
Wilmersdorf section of Berlin. This 
building, which has model classrooms, 
was also erected to house the Society’s 
growing library and expanding needs. It 
cost 215,000 K.M. There were 153 cor- 
porate subscribers to the fund including 
msurance and reinsurance companies, 
governmental insurance funds and asso- 
ciations of insurance employes and of- 
Scials and twenty-eight individual sub- 
scribers. 

The German Society for Insurance 
Science Wi is founded in 1899, and has a 
membership scattered through about 
forty countries including those in South 
America, China, Japan, Mexico and the 
United States. It publishes quarterly a 
journal now in its thirty-third year. More 
than fifty special public itions ranging 
throughout the entire insurance scheme 
lave appeared over the Society’s imprint. 


Has 25,000 Books 


By maintains: a library of more than 
volumes and has on file 200 insur- 
ance newspapers in many languages. Ab- 
‘tracts from these journals appear in 
Professor Manes’ international reviews 
the insurance business in the quar- 
terly Zeitschrift. 
“ ate is organized in four sec- 
© law and ceconomics .section 
With subsections for private and social 


(Continued on Page 28) 
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PHOENIX 


Assurance Company, Ltd. 


of London 


150 William Street, New York 


1782 


Time-tested 


FIOENIX 


indemnity Company 
55 Fifth Avenue, New York 


Metropolitan Department, 150 William Street 


- 1933 


Depression-proof 
































Minted Money 


The ability to mint money from the dead future to 
sustain those who remain in the living present, dis- 
tinguishes the life insurance investment from all other 


investments,- 


whose slow accumulation of a sufficing 


estate may be stopped by death, or by accident of for- 
tune, long before their work is done, and frequently 
after it has barely begun. 


Since, therefore, 
hour thereof” 


“thou canst not tell the day nor the 
is the law of life. Since its ruthless oper- 


ation is so costly to human happiness and wellbeing. 
And since life insurance is the only always reliable 
financial instrumentality in the circumstance of death, 
should not our salesmanship focus the prospect’s mind 
on this supreme service, that his motive shall not be 
divided between family protection and later personal 
profit through the withdrawal of accumulations ? 


Life insurance thus has field enough for its service. 
Do not the times instruct us to keep within it? 


THE PENN MUTUAL LIFE INSURANCE CO. 


Independence Square 


WM. A. LAW, President 


PHILADELPHIA 





























Life Officers Meet 
With Morgenthau On 
Mortgage Situation 


Not Keen For Writing Down Of 
Contracts Or U. S. Bank 
Bond Exchanges 


WILL JUDGE ON MERITS 


Loomis, Smith, Cleary, H. S. and 
G. S. Nollen and W. Howard 
Cox Among Those Present 


At the invitation of Henry Morgen- 





thau, Jr., chairman of the Federal Farm 
Board, representatives of a large number 
of insurance companies, large and small, 
went to Washington on Monday and dis- 

cussed with the chairman their views rel- : 
ative to the writing down of mortgages 
and exchange of Federal land bank bonds 
for their farm mortgages. Company men 
oppose wholesale reduction of contract ob- 
ligations or general exchange of these 
mortgages for land bank bonds. They 
want to judge each case on its merits. 

Among the insurance presidents at the 
conference were James Lee Loomis, Con- 
necticut Mutual; Michael J. Cleary, 
NorthweSte:n Mutual; George W. Smith, 
New England Mutual; Henry S. Nollen, 
Equitable of lowa; Gerard S. Nollen, 
Bankers of Iowa, and W. Howard Cox, 
Union Central. Among other executives 
were Alfred L. Aiken, vice-president, 
New York Life; Glenn E. Rogers, Met- 
ropolitan Life; S. F. Westbrook, Aetna; 
Arthur M. Collens, Phoenix Mutual; 
Franklin B. Mead, Lincoln National; 
William H. Kingsley, Penn Mutual, and 
Rk. R. Rogers, Prudential 

Morgenthau Statement 

\ large part of the time was devoted 
to an a eee of the Federal land 
bank by W. I. Meyers, assistant to Chair- 
man Morg ben Following the confer- 
ence the following statement was author- 
ized by the Federal Farm Board: 

“Representatives of insurance compan- 
ies explained that the extent to which 
they would wish to exchange farm mort- 
gages for bonds under the provisions of 
the act would be governed by the wel- 
fare of their policyholders as interpreted 
by their finance committees and boards 
of directors. 

“Several expressed the view, however, 
that there would be no wholesale offer- 
ing of insurance company mortgages for 
bonds, since they believed most of their 
mortgages to have been written on a con- 
servative basis and that they would 
eventually pay out. There were un- 
doubtedly individual instances, they said, 
where an exchange might be desirable 

“W. 1. Myers, assistant to the chair- 
man of the Federal Farm Board, who 
had a part in the drafting of the new 
mortgage act, and Paul Bestor, Farm 

(Continued on Page 6) 
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Insurance Exhibit At World’s Fair In Chicago 


Will Feature and Illustrate Through Models Contribution Made to Economic Well 
Being and Development of Communities by Investment of Life Insurance Reserves 


The Life Insurance exhibit at the Cen- 
tury of Progress Exposition at Chicago 
in the Hall of Science will dramatize the 
important role played by life insurance 
in the economic side of the nation. 

It will feature especially the contribu- 
tion made to the economic well being 
and development of the community by 
the investment of life insurance reserves. 
It will be shown that those reserves give 
policyholders a financial stake in their 
community's resources; that these funds 
are actually working to provide policy- 
holders with the things they need—help- 
ing to keep the wheels of industry turn- 
ing in their communities—financing 
homes, places of business, public im- 
provements—providing employment. 

The exhibit proper will occupy a space 
15 by 60 feet. Adjoining this will be a 
space 15 by 15 feet which will be used 
as a reception booth with an attendant 
to pass out copies of a brochure on life 
insurance to visitors. 


The Committee 


The life insurance committee which 
has arranged for the exhibit consists of 
Leroy A. Lincoln, Metropolitan Life, 
chairman; E. E. Rhodes, Mutual Benefit ; 
Major Andrew E. Tuck, Equitable Life 


Assurance Society; Herman Behrens, 
Continental Assurance, and Joseph B. 
Reynolds, Kansas City Life. The serv- 


ices of Tony Sarg, famous New York 
artist and marionette manufacturer, were 
engaged to carry out the committee’s 
ideas in the construction of a model com- 
munity—diaramic or three-dimensional in 
character. Actual miniature houses, fac- 
tories, office buildings and stores will be 
laid out along streets as in a typical com- 
munity. On the outskirts of the com- 
munity appear farms. In the distance 
other communities can be seen. 

At the back of the exhibit the three- 
dimensional part of the display impercep- 
tibly merges into two-dimensional char- 
acter on a mural on which the horizon 
line appears in distant perspective, with 
sky and clouds above. 

Dominating the entire scene in the 
background would be a herculean build- 
ing, monumental in character, stately and 
dignified, symbolic of stability and char- 
acter. This represents the institution of 
life insurance. The building towers 
above the model community which is 
spread out about its base. 


A Living Community 

The model community is a living com- 
munity—full of people posed in their reg- 
ular daily activities. Action in the ex- 
hibit will take the form of a series of six 
episodes, each depicting some important 
Phase of the accumulation and _invest- 
ment of life insurance reserves. The cen- 
tral themes of these episodes will be as 
follows: 

1. How life insurance reserves tie the 
policyholder’s interest into the economic 
well-being of his community. 

2. Investments in public utilities. 

3. Investments in city and farm mort- 
gages. 


Ps Investments in government securi- 
les, 


e. Investments in transportation facil- 
ities, 


6. The return to policyholders from 
these investments. 

The significance of these episodes 
a be explained as action develops 
rough the use of a synchronized elec- 





Tony Sarg 





Tony Sarg at his desk 


Tony Sarg, ingenious illustrator, cartoonist and creator of marionettes, who has 
been engaged by the committee of life insurance men in designing and building 
models for the life insurance exhibit at the Century of Progress Exposition, Chicago, 


is one of the most interesting artists in New York City. 
His workshop for making his scenery, props and dolls is 


is in West Ninth Street. 
in East Ninth Street. 


His studio in New York 


A true cosmopolitan, Mr. Sarg was born in Guatemala, educated in Germany, 
lived for many years in England (where he married an American wife) and finally 


came to the United States, which is now his permanent home. 


His marionette per- 


formances have often been seen on stages of Europe and Broadway, and many have 


fallen under the spell of these delightful puppet plays. 


trical sound transcription. This will per- 

mit spectators to concentrate on the ac- 

tion while having it explained to them. 
Episodes 

Episode I: 

This opens with the following illumi- 
nated message flashed across the sky 
above the towering building in the back- 
ground: 

65,000,000 Policyholders Have an Interest 
in the Institution of Life Insurance 

The building then lights up. 

Next, crowds of people, representing 
policyholders, are seen entering and leav- 
ing the building. As this motion pro- 
ceeds the bottom section of a tank-like 
structure on top of the building is illum- 
inated. Slowly the top of the illuminated 
section moves up, giving the impression 
of a tank filling with water. Dollars are 
seen floating around in the illuminated 
section. When the tank becomes “filled” 
or completely illuminated, these words 
flash across the face of it: 

$19,000,000,000 Life Insurance Reserve 
Episode IT: o 

This episode features the part played 
by life insurance investments in public 
utilities. The theme heading now 
changes to: 

Life Insurance Investments Help Make 
Your Community a Better 
Place to Live 

The flow of funds from the tank rep- 
resenting life insurance reserves into the 
model community is now shown by mov- 
ing lights which give the impression of 
moving gold coins. This stream of funds 





is first directed to an electric light plant 
which then lights up by means of special 
illumination both inside and out. Fig- 
ures representing workers in action would 
be seen through the large glass windows. 

The significance of this action is prop- 
erly explained to the audience. 

Another cycle in Episode II would de- 
pict the flow of insurance funds into a 
water power development. Such appli- 
cation of electricity as the operation of 
factories, lighting of streets, use in homes 
and shops, would then be shown, with 
suitable mechanical animation in each 
case, 

Two additional cycles would feature the 
place of insurance funds in providing gas 
and telephone service, also with mechan- 
ical animation. 

Episode III: 

This will feature the investment of life 
insurance reserves in city and farm 
mortgages. The moving stream of dol- 
lars would be shown flowing (1) into a 
home in process of construction; (2) into 
a completed home; (3) into an office 
building; (4) into an apartment house; 
(5) into a farm home. Suitable explana- 
tion would be given simultaneously with 
the action. 

Investments 
Episode IV: 

This will feature the investment of life 
insurance assets in government securi- 
ties—national, state and local. The stream 
of gold coins would be directed in suc- 
cession to the following: (1) Arterial 
highway in process of being paved; (2) a 
street-paving operation; (3) a bridge in 





process of construction; (4) a school 
house; (5) a water works plant. 
Episode V: 

This will feature the investment of life 
insurance funds in the railroads. The 
stream of dollars will focus attention in 
succession on the following: (1) A rail- 
road station with passenger train in mo- 
tion; (2) freight trains being loaded with 
farm products and moving toward the 
city to bring in food and other necessi- 
ties; (3) freight trains at factories being 
loaded with goods moving away from the 
community to carry to market the prod- 
ucts of industries. 

Episode VI: 

This will feature the return to policy- 
holders from the investment of life in- 
surance reserves. The following caption 
flashes across the sky above the building 
representing the institution of life insur- 
ance: 

Your Community’s Resources Help 

Provide the Funds That Pay 
Your Policies 

From the various points of interest in 
the community which have been pointed 
out in various episodes the flow of dol- 
lars will converge on the building in the 
background. As these streams flow back, 
the tank-like structure at the top which 
has been largely emptied during the pre- 
vious action again fills up and the atten- 
tion of the audience is again directed to 
the caption: 

$19,000,000,000 Life Insurance Reserve. 





DOLE COSTS DOWN 


Slight Drop in English Estimates May 
Be Wiped Out Later by 
Transitional Benefits 
slight decline in the 
amount Great Britain expects to spend 
on social insurance during the coming 
financial year, the amount being esti- 
mated by the British Ministries of Health 
and Labor at £132,494,528, which is £26,- 
808,991 less than last year. However, 
this sum does not include transitional 
dole benefits beyond June 30, so it may 
be that this saving will be wiped out 

later. 

The Health Ministry reduced its esti- 
mates considerably by cutting down 
grants to the National Health Insurance 
Funds in England and Wales respec- 
tively. However, widows’, orphans’ and 
old age contributory funds require £12,- 
000,000, an increase of £1,000,000. 

Grants for unemployment schemes 
were increased by £500,000 to £4,000,000. 
All the increase was due to grants for 
loan charges, as grants for wages were 
reduced. 


There is a 





CARS KILL FEWER PEOPLE 


Drop of 17% Last Year Among Children, 
Metropolitan Life Finds; Safety 
Drives Making Headway 
There were 17% fewer children killed 
by automobiles in 1932 than in 1931, ac- 
cording to the statistical bulletin of the 
Metropolitan Life. Credit is given by 
the bulletin to the safety campaigns that 
have been under way for the past few 

years. 

During 1932 the drop in fatalities 
among people over fifteen years old was 
also considerable, although adults have 
not improved so much as the children 
under fifteen. 
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40 Years With Company 


John E. Watkin, Purchasing Agent of Provident Mutual, Gets 


Chair and Flowers on Anniversary 


JOHN FE 

John E. Watkin, purchasing agent for 
the Provident Mutual Life, celebrated 
his fortieth anniversary with the com- 


May 8 

an old-fashioned, 
by the boys of the 
ment handsome 


pany on He was presented with 


comfortable easy chair 


purchasing depart- 


and with a bouquet of 


cut flowers by the officers of the com- 


pany. 
In 1893, 


when Mr. Watkin came to the 


company from Bailey, Banks & Biddle, 
jewelers, the Provident Life & Trust 
Company was occupying what was then 
a comparatively new building at Fourth 


and Chestnut streets, Philadelphia, in the 


heart of the old financial district. The 
Bourse Building had not then been built 
and the Drexel Building at Fifth and 
Chestnut was one of the showplaces of 


the city. The Provident only employed 


sixty people then, as against approxi- 
mately five hundred employes in the new 
building in West Philadelphia. 

The current talk of 


come low prices brings some 


inflation to over- 
interesting 


who was 


reminiscences from Mr. Watkin, 


CANADIAN CONVENTION 
Insurance Comssincinnes of Dominion to 
Meet at Royal York, Toronto, 
September 5-7 


The sixteenth annual conference of the 
Association of Canadian Insurance Su- 
perintendents will be held at the Royal 


York 
pected 


Hotel 
that the 
the uniform life 


September 5-6-7. It is ex- 
proposed amendments to 
acts will be 


and that the 


insurance 
ready for final consideration 


special committee appointed to review 
insurance acts and all 
king to 
action on any desirable amend 


1935 or 1936, will 


the uniform fire 


proposed amendments, k unt- 
form 
ments in present its 


first report 


CHICAGO OPENING 

Frank D. Cumming 
Pacific Mutual 
Charles H. Davis, 
have invited 


manager of the 
Chicago, 


manager, 


Life in and 
assistant 
brokers and others 
to visit their new offices on the eigh- 
teenth floor of the Insurance Exchange 
Building, that city. The new offices were 
opened Monday 


agents 















WATKIN 


first employed as an office boy at $3 a 
week. “When we talk of low prices to- 
day we lose sight of how low prices 
really were in the nineties,” he said. “One 
dollar would buy the very finest table 
d’hote meal at the stately old Hotel Con- 
tinental, the Bingham House or the 
Bellevue Stratford, which had just been 
built. For a half dollar I used to see 
Henry Irving’s repertoire or Richard 
Mansfield’s ‘Richard IIT’ at the old Wal- 
nut Street Theater, now the oldest in the 


United States. Weber and Fields were 
headliners then, and for a quarter one 
could take in a cracker jack minstrel 
show at Carncross and Dixey’s 


“The Provident had only one telephone 


where today we have two hundred. The 
lone instrument stood in a booth on the 
first floor, and President Shipley hated 


wouldn't use it if he 
relayed his 


it cordially. He 


could help it, but messages 


from outside the booth via a clerk who 
stood inside doing the talking.” 

Mr. Watkin became purchasing agent 
for the company in 1927, having served 


for awhile in the mail room and later as 
assistant purchasing agent. He is a fa- 
vorite point of call for salesmen, as he 
is never too busy to dust off a chair and 
their sales talks with a friendly 
and receptive smile. 


listen to 


APPOINT I. H. ANGELL 


New General Agent For Home Life in 
Portland, Me.; Has Been 


in Boston 


I. H. Ang 


rell has been appointed gen- 
eral agent for the Home Life at Port- 
land, Me., with jurisdiction over the 
State of Maine. Mr. Angell has been 
an agent for the Home Life, operating 
through the Boston agency, and has 
made an excellent record in personal pro- 
duction, though only a short time in the 
field. He has been a hotel owner and 
operator for a number of years in Maine 
and for two terms has served as a state 
senator. 


80,000 MAY LOSE BENEFITS 
Henry Lesser of London, making his 
speech at the National Fed- 
Approved Societies 


presidential 
eration of 
there 
ment 
80,000 
rights 


1933. 


Employes 
recently, said that unless employ- 


was considerably increased some 


their 
end of 


would lose 


benefit at the 


insured persons 


to medical 


May 19, 1933 





Benner Optimistic In 


Baltimore Address 


GOOD OUTLOOK FOR RECOVERY 


Thinks 75% of Leseed Business of Last 
Three Years Will Be Rewritten 
When Country Rights Itself 
Claude L. Benner, 
Continental 


vice-president of the 
American, addressing the 


sales congress of the Baltimore associa- 


tion a few days ago, discussed the fun- 
damental causes for the business depres- 
and sounded a hopeful note for the 
future. He 
the value of life 
tide. He said in part: 


“Tt 1s 


sion, 
appreciati m of 


a high 


said public 


insurance was at 


a comforting thought to remem- 


ber that during the years immediately- 


following the war our labor increased in 


efficiency, our engineers made great 


progress in improving our industrial tech- 


nique and the discoveries of our labora- 


tories were manifold. ‘Whether working 


in the shop, each 


yearly able to 


on the farm or working 
laborer seemed 
an increasing output of goods with a 
smaller expenditure of time and effort. 
This is the kind of fundamental progress 
which makes for the growth of business 
prosperity and insures an advance in the 
standard of living. 

“The shibboleth of technocracy 
connection or technological 
ment, so-called, is nothing 
economist and nothing to get disturbed 
about. It is merely the old cry that has 
been raised over and over again during 
the last two hundred years whenever re- 
search and invention has made it possible 
for mankind to increase output with less 
physical exertion. When the farmers of 
the Middle West first 


turn out 


in this 
unemploy- 
new to the 


burned the grain 
reapers of McCormigk, because they said 
the reapers would put all the harvest 


workers out of business—that was tech- 
nocracy in practice. But ten years after 
the introduction of the grain reaper there 
were more men employed in the harvest 
fields than ever before. The only change 
which took place was that the laborers 
worked less number of hours per day 
and still produced more grain for hungry 
mouths to eat. What technocracy fears 
the economist welcomes because he re- 

labor-saving inventions form 


alizes that 
a basis for a rising standard of living 


“Just a word on the outlook for re- 
covery of prosperity for the life insur- 
ance underwriter. The next few years 
can be good years if he wills hard enough 
to make them so. Public appreciation of 
the value of life insurance is still at high 
tide—in fact, it never has been higher. 
During the past year of financial crises 


life insurance companies have stood se- 
cure making a record not equalled by 
any other financial institution in the 
country. It is no exaggeration to say 
that the people of this country today 


have more confidence in the institution 
of life insurance than they have ever had 
in the past. The wide awake life insur- 


ance underwriter will capitalize this fact 
during the coming year. 
Will Get on Books Again 

“True, thousands of people have been 
forced temporarily to drop part of their 
life insurance, but again we must remem- 
ber that they are only waiting to replace 
that life insurance just as soon as they 
have made the necessary personal ad- 
justments to the present situation so that 
they can once more get the premiums 
budgeted in their income. Probably 75% 
of the business which has been lapsed or 
surrendered during the past three years 
will be rewritten again just as soon as 
economic conditions markedly improve. 
The wide awake salesman will not lose 
sight of this fact. 

“No doubt the next two or three 
will be years of keen competition. This 
will be true for all lines of business as 
well as for life insurance. A_ business 
depression always weeds out the weak, 


years 


































DR. CLAUDE L. BENNER 
the indifferent and the _ inefficient—al} 
those who cannot adapt themselves to 


changing economic conditions. But, op 
the whee hand, those individuals who are 
energetic, resourceful and wide awake 
who forget to pine after what is gone 
but rather look courageously to the fy 
ture, will adjust their habits and method 
of working so that they will successfully 
surmount the increased difficulties caused 
by the business depression and continue 
to make substantial incomes for them- 
selves. This I have no doubt will be 
what the majority of the men attending 
this sales congress will be able to do in 
the years immediately lying ahead.” 


NEWARK LUNCHEON PROGRAM 


Sales Sencedietion | to Be Put on for 
Association Next Monday by 
Knowles and Keller 
The Life Underwriters Association of 
Northern New Jersey at its luncheon 
meeting in Newark next Monday will 
hear a sales demonstration put on by 
Ryland S. Knowles, Masterson agency, 
Equitable Society, and John J. Keller, 
unit manager in that agency. 
Changes in the constitution 
laws of the association will be 


and _by- 
submitted 


by a committee and the members will 
vote on the changes. New officers tor 
the association will be chosen later at 


the June meeting, which closes the asso- 
ciation year. 


APRIL NEW LIFE INSURANCE 


New life insurance production in April 
was 23.5% than in April last year, 
according to a statement forwarded to- 
day by the Association of Life Insurance 
Presidents to the United States Depart- 
ment of Commerce for official use. For 
\pril the total new business of all classes 
written by forty-three companies was 
$628,778,000 against $822,367,000 during 
April, 1932. New ordinary insurance 
amounted to $423,605,000 against $520,- 
586,000—a decrease of 186%. New in- 
dustrial insurance amounted to $183,402, 
000 against $236,898,000—a decrease ol 
22.6%. group insurance was $l, 


New 
711,000 against $64,883,000—a decrease 0! 
66.5% 


less 


UPHOLD ‘TAXABILITY 

The taxability of life insurance pro 
ceeds where the right to change benet- 
ciary had been reserved to the insured 
was affirmed by the Circuit Court of Ap- 
peals, Ninth Circuit, recently in the case 
a Liebes v. Commissioner of Interna 
Revenue, 63 F. (2nd) 870, the decision 
affirming an order of the United States 
Board of Tax Appeals. Of eight policies 
totaling $200,000 four had originally not 
reserved the right of change to the in- 
sured, but they were stamped that 4 
change of beneficiary had been made ant 
right of change was now vested in the 
a 
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flect Frank H. Wenner 
N. Y. State Ass’n Head 


CLANCY CONNELL VICE-PRES. 





John O. Wintsch Renamed Secretary- 
Treasurer at Albany Meeting; 
700 Attend 





Frank H. Wenner of Utica, Provident 
\Mutual, was elected president of the New 
York State Life Underwriters Associa- 
tion at the annual meeting in Albany last 


week. For the past two years Mr. Wen- 


ner has been vice-president, and for three 


FRANK H. WENNER 


terms before was secretary-treasurer of 
the association. At one time he wrote 
a history of the organization. 

Clancy D. Connell of the Provident 
Mutual in New York is the new vice- 
president. John O. Wintsch, Phoenix 
Mutual, Syracuse, continues as secretary- 
treasurer. The elections were held at 
the business meeting the day before the 
Sales Congress, and the new officers were 
introduced at the Congress by George A. 
Kederich, retiring president. 

Leo M. Doody, commissioner of pub- 
lic welfare of Albany, in welcoming the 
association to the city, said: “Nobody 
could be better qualified to write an in- 
surance sales talk than somebody in a 
position like mine, who sees suffering on 
every hand. Many families, during this 
period of economic depression, have 
found their insurance funds carry them 
through while their income has been 
wiped away.” 

_Sessions of the Congress were held at 
Chancellors Hall, and among the 700 in 
attendance were a number from Ver- 
mont. 

1 duesses of Julian S. Myrick, Frank 
3 Davis and G. Fay Davies are reported 
A this issue _ Others who spoke included 
* ike E. North, vice-president of the 
Metropolitan ; Robert B. Coolidge, as- 
— superintendent of agencies, Aetna 
= ¢, and James A. Giffin. assistant agen- 
P manager, Phoenix Mutual. Deputy 
anne Superintendent Thomas H. 
TS. spoke for the Department in place 
Superintendent Van Schaick. 


L. J. EVANS PROMOTED 


Assistant Secretary and Advertising 
Manager of Register Life Made Gen- 
eral Agent in Davenport, Ia. 
ak Evans, assistant secretary and ad- 
bee manager of the Register Life, 
pio cen made general agent in Daven- 
ford a ceeding S. W. Sanford. Mr. San- 
'@s gone with the Prudential. 


Myrick Tells of N. Y. 
State Ass’n’s Work 


IT AVOIDS RECOURSE TO LAW 





Proper Safeguarding of Insurance Insti- 
tution Lies With Agents, Who 
Are as Trustees 





How the life underwriters associations 
of the country work to keep agents act- 
ing with recognition of the fact that all 
connected with the insurance business 
are in fact trustees and must so conduct 
themselves was explained by Julian ‘S. 
Myrick, Mutual Life manager in New 
York, in his address to the New York 
State Sales Congress at Albany last 
week. 

Recourse to law is seldom found neces- 
sary in any matter by the state associa- 
tion, Mr. Myrick said. 

“We in this state association and in 
the local associations of this state, al- 
though we believe thoroughly in the laws 
that have been created for the protection 
of the insuring public, ourselves and our 
companies, should not have to fall back 
upon the law to see that our part 1s prop- 
erly done; and it is a great tribute that 
it is seldom necessary for your associa- 
tion to do anything to disturb the exist- 
ing laws. The great policy has been to 
leave the laws as they are and work un- 
der them, having as little change as pos- 
sible. 

“In this way you have a_ permanent 
structure which is well understood by 
everyone and it therefore becomes eas- 
ier, if you understand and believe in 
these laws, to properly adhere to them, 
so ‘Organized Representation’ starts with 
ourselves, and through your organizations 
we co-operate with all other men in the 
handling of the life insurance business, 
to see that it is properly safeguarded. 

First Underwriters Association 


“When all life underwriters realize the 
trust that is imposed upon them they will 
be more careful in their procedure; thev 
will realize that only by co-operating with 
their fellowmen and playing their part in 
the business fairly can they hope to suc- 
ceed and that they must give their work 
intelligent study and research to build up 
a background which will enable them to 
render more effective service in the com- 
munity in which they choose to locate. 

“Over fifty years ago the first life un- 
derwriters association was formed, T 
think, in Boston or New York. In other 
words, life insurance had been going its 
competitive way up to that time when men 
serving the same interests decided it was 
better to commence to co-operate than 
to pull against one another, and so from 
those early beginnings organization after 
organization has been formed which take 
care of the human elements in our busi- 
ness and which are for the protection of 
the companies that we represent, the pol- 
icyholders that we induced to insure and 
ourselves collectively and individually, the 
vast assets, the amount of insurance in 
force and our great trust, in which evervy- 
one concerned with the business is a 
trustee.” 

The Tests of Ninety Years 

Touching present difficulties Mr. My- 
rick said: 

“Level premium life insurance was first 
established in this country about ninety 
years ago and during that time we have 
seen and heard of many companies that 
have been organized and which through 
improper management have failed to 
stand the test. but through this most dif- 
ficult period have come the great com- 
panies that do approximately 85% of the 
total business written in this country to- 
day which, in turn, is 70% of the life 
insurance written in the world. 

“Through sound actuarial practice, in- 
vestment policy and able management 
these companies have withstood all of the 
vicissitudes of the times and have con- 
tributed largely to the protection of our 
citizens in all kinds of disturbed financial 
and economic conditions.” 
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here was a time when 
men hesitated to enter the 
life insurance business, 
fearing that when they sold 
a man one policy that was 
the end of business rela- 


tions with him. 


Today a well-trained Under- 
writer very properly looks 
on a successfully com- 
pleted sale of a policy as 
the beginning of a busi- 
ness relationship that may 


continue for many years. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 


ONE MADISON AVE., NEW YORK, N. Y. 





Page 6 












May 19, 19% 














How a Manufacturer 
Wrote Life Insurance 


EXPLAINED BY G. FAY DAVIES 
Experience of Swenter Maker Who En- 
tered Insurance and Succeeded by 
Keeping Same Methods 


Many of the excellent records made 





by new men in the life insurance busi- 


ness during the past few have 


been made because these men were much 
more “business men” than the average 
insurance salesman, and applied princi- 
ples from general business to insurance, 
G. Fay Davies. Life Insurance Sales 
Research Bureau, told the New York 
State Life Underwriters Sales Congress 
at Albany last Friday. 

Mr. Davies cited the case of a sweater 
manufacturer who entered insurance af- 
ter the woolens business had dropped 
badly. This man, following the same 
plans he had used in making and selling 
sweaters, sold a large amount of insur- 
ance in his first year. 

All along the route this man followed 
precepts from his former business, ex- 
plained Mr. Davies. He figured that to 
get the production he wanted he should 
interview 600 people that first year. 
From a population of 200,000 he there- 
fore selected the 600 who seemed to be 
the most likely prospects. A study of 
insurance buying showed that there were 
two decided sales trends, toward both 
high and low premium plans, and he 
used policy contracts which would fit in 
with this public demand. 


Fitting Public Demand 


In regard to considering the current 
demand Mr. Davies said, “Men told him 
that life insurance was basic in its struc- 
ture and all the fancy frills of product 
appeal did not apply. However, in his 
old business the same arguments could 
be applied. A golf sweater was still a 
sweater no matter what its color or style 
might be. However, just try to sell it 
if it were out of date. Therefore, since 
this business man was planning to do 
business with the same people to whom 
he sold previously he decided to stick to 
his tried and tested principles and to pay 
some attention to his product’s tested 
appeal.” 

The business man searched till he 
found a twenty-minute sales presenta- 
tion that he thought was the best. He 
figured out how many selling interviews 
would be needed, and how many sales 
to give hirn his total of $300,000. He 
planned his work ahead, and worked 
from 8 in the morning till 5 at night. 

Some of the older agents were skepti- 
cal. The new man found them strong 
individualists, unorganized and unsyste- 
matic in their work. He kept at his plan, 
and made something of a record. 


years 


SUIT BROUGHT BY CHILD 

James Russell Johnson, three years old, 
suing through his father, Russell W. 
Johnson, a life insurance agent of Rich- 
mond, Va., has brought action for $100,- 
000 damages in a Richmond court. He 
alleges that as a result of his mother 
being frightened unnecessarily he was 
born prematurely and is not yet able 
either to talk or walk. He charges that 
James R. Weber, his father’s superior, 
unjustly accused the latter of stealing 
$137 of company funds and this caused 
his mother to be greatly frightened, his 
mother being present when the accusa- 
tion was made. Weber and the company 
are named joint defendants in the suit. 





WITHDRAWS INCOME BOND 
_ The New York Life has withdrawn its 
income bond, as that form furnished 
practically the same benefits as the more 
popular annuity. 


Arch W. Peake, manager for the 
Phoenix Mutual at Baltimore, recently 
celebrated his fifteenth anniversary with 
that company. 








Good Prospecting Need 
Of Moment, Says Davis 


The best program for the underwriter 
to follow today is to search for pros- 
pay, put all other 
names away for the day when they will 
again be good prospects, Frank H. Da- 
vis, vice-president of the Penn Mutual 
Life, told the Sales Congress of the New 
York State Life Underwriters at Albany 
last Friday. 

“The thoughtful, prudent man would 
certainly eliminate the hit and miss 
method of spending time with men or 
with women whose ability to pay he did 
not know,” said Mr. Davis. “Yet he 
should not treat their names roughly. 
Better times are coming, afd they will 
then be good prospects for his contracts. 
Digging constantly for names of those 
who can pay will eliminate much waste 
of time and strength, will bring up the 
average number of interviews in_ his 
day’s work, and, of course, that cannot 
fail to result in producing the largest 
number of applications that the circum- 
stances and his ability can achieve. The 
quality of the underwriter's prospecting 
is the heart of the secret of his success 
at present.” 

There is no need for the agent to lack 
self-confidence, said Mr. Davis. He has 
made the sale a thousand times before, 
and no ability has been lost. 


pects who can and 





RICHMOND MEMBERSHIP UP 

Membership of the Richmond Associa- 
tion of Life Underwriters is 40% above 
that for last year, the total having be- 
come 142 with the addition of two new 
members. 





NOW MANAGING DIRECTOR 
Edward Olifiers, formerly consulting 
actuary in Rio de Janeiro, is actuary and 
managing director of the Previdencia do 
Sul in Porto Alegre, Brazil. 


Central West Tribute 
To Thos. I. Parkinson 


GETS MEDAL AT CHICAGO DINNER 





Record of 9,760 Applications in April 
From Managers in That Territory; 
Thousands of Agents Represented 





The sixth annual Central Managers’ 
Association “Par for Parkinson” cam- 
paign of the Equitable Society was held 
in April. Each representative scoring 
with five applications was presented with 
a bronze “Par for Parkinson” medal by 
the Central Managers’ Association as a 
token of his achievement. 

The agent and unit manager in each 
agency having the best all-round record 
on a number of factors was selected as 
honor presidential delegate to attend a 
dinner with President Parkinson at the 
Palmer House, Chicago, on Thursday 
evening, May 11. These honor presi- 
dential delegates were presented with a 
silver “Par for Parkinson” medal by the 
Central Managers Association. 

The agent and unit manager having the 
most outstanding record among the hon- 
or agents and unit managers was selected 
as “par excellence” agent and “par ex- 
cellence” unit manager and presented 
with a special silver “Par for Parkinson” 
honor medal by the association. 


Gold Medal 


A special gold “Par for Parkinson” 
medal was presented to President Par- 
kinson at the dinner by Agency Manager 
Philip B. Hobbs, president of the Central 
Managers’ Association, as a token of ap- 
preciation of his leadership. There were 
forwarded 9,760 applications during April 
with a volume of credit of $28,286,348 
(retirement annuity not on binder being 
disregarded), and 3,087 or 97.2% agents 
of the 3,179 representatives under con- 
tract on April 1 scored with at least one 
application. Of the entire field force 810 
agents or 25% scored “par” (five applica- 








THE GUARDIAN LIFE 





TO HELP YOU PRODUCE! 


* 


The Life Underwriter who is anxious to get 
business today and to build for tomorrow will 
find in this agency the individual service and 


attention that he requires. 


%& Let us show you how! 
PEnnsylvania 6-6870 at any time. 


The LEO D. LANDAU 


INSURANCE 


ul ise + 1080 Broadway al 40: St. nv. 


Telephone 
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tions or more). Out of 143 unit manage. 
129 scored “par” (par being 100% = 
ticipation in the unit). Seventeen _ 
cies out of a total of twenty-seven score; 
“nar.’ 

President Parkinson was honor gues 
at a luncheon Thursday noon given , 
the Chicago managers to all Chicago rey, 
resentatives who forwarded at least ri 
applications during the campaign, Th 
visiting managers and honor presidents 
delegates also were guests. ‘ 

President Parkinson in a talk Outline 
the ever-increasing stability of life jp, 
surance and the Equitable, and the def 
nite place life insurance has in the a 
tional welfare. r 





Mortgage Conference 


(Continued from Page 1) 
Loan Commissioner, explained the basi 
on which these exchanges might be made 
for the 4% bonds of the Land Banks 
authorized up to $2,000,000,000 by the 
act.” a 
New York Times Story 


A story in the New York Times op 
Tuesday morning was regarded as som. 
rately reflecting the conference. It said 
in part: 

“While asserting that they wished 1 
co-operate in administration of the 
emergency farm mortgage law, execy- 
tives representing twenty-nine of the 
leading life insurance companies holding 
farm mortgages told Henry Morgenthay 
Jr., farm board chairman, today that they 
were opposed to any general writing 
down of mortgages or their wholesale 
exchange for Federal Land Bank bonds 
under the terms of the new legislation, 

“For refinancing the outstanding farm 
mortgages the Land Banks, under the 
direction of the new Farm Credit Ad- 
ministration, are authorized to issue uw 
to $2,000,000,000 of bonds which may } 
sold or exchanged for mortgages, — 

“Loans on or exchanges of bonds for 
these securities may not exceed 50% of 
the ‘appraised normal value’ of land 
mortgaged plus 20% of the insured im- 
provement. Mr. Morgenthau last week 
said that ‘in order to effect an exchange 
of first mortgages for bonds it is antici- 
pated that in many cases the amount of 
such mortgages will have to be curtailed 
to come within. the sum which can be 
loaned.’ 

_ “The conference of the Credit Admin- 
istration officials with the insurance com- 
pany executives was called by Mr. Mor- 
genthau, who will be in charge of the 
refinancing provisions of the legislation, 
‘to explain the act and to obtain their 
views.’ The companies represented hold 
about 23% of the $8,500,000,000 of mort- 
gages on American farms. 

Sacrifice of Assets Opposed 


“Tt was the consensus of the executives 
that in justice to their policyholders they 
should not make additional _ sacrifices. 
The opinion prevailed that the companies 
should continue to carry their farm mort- 
gage holdings pending an increase i 
land values with the general prosperity 
which they felt was not far off. Mean- 
while the companies would continue 
avoiding foreclosures wherever possible 
and decide individual cases on their own 
merits. 

“With Mr. Myers, Mr. Bestor empha- 
sized that in any case where a mortgage 
holder accepted a_ scaled-down price 
equaling the difference in the Land Bank 
bonds and the mortgage taken in & 
change he would not be permitted ‘0 
take a second mortgage for any part ol 
the difference. The purpose of the act 
authorizing the emergency refinancing, tt 
was explained, was that the farmer-bor- 
rower should get the benefit of any tt 
duction in principal which resulted from 
the exchange process.” 


NEW PATERSON LIFE DEPT 

Harry R. Wiener has been made mat 
ager of the life department of the A. 
Haldane general insurance agency at 
Paterson, N. J. The Haldane agency 
represents the Lincoln National Life. 
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Southern Advertising Conference 


———— 


Advertising’s Place in Present Problems 


\ timely program which considered the 
sroblems of the day was the agenda of 
ye Southern Round Table of the Insur- 
pe Advertising Conference, which met 
al P 

t Signal Mountain Hotel, Chattanooga, 
on Monday and Tuesday of this week 
with a get-together dinner on Sunday 
night. . ; 
Seneca M. Gamble, Volunteer State 
Life, is chairman of the Southern Round 
Table, and together with John W. Mur- 


Advertising 
To Recruit Agents 


EXPLAINED BY J. W. MURPHY 


—— 


Use of 


Trade Papers, Daily Papers and Direct 
Mail Three Means of Building 
Up Agency Plant 


Use of trade journals, daily newspapers 
and direct mail in various phases of re- 
cruiting new agents was described to the 
insurance Advertising Conference by 
lohn W. Murphy, manager public rela- 
tions of the Pan-American Life. 

The approach depends on what type 
ff agent the company wants to reach, 
\r, Murphy said, whether managerial or 
productive. “Do we want to reach pros- 
nective general agents or managers? 
We'll usually find them at work and we'll 
fnd them to be readers of the insurance 
iournals. If they should be temporarily 
free, they are certainly scanning the col- 
umns of one or more of these papers for 
penings. Through insurance journal ad- 
vertising, then, is how we can best reach 
possible prospects. 

“Do we have direct contracts to offer? 
\gain the same situation. Trade journal 
advertising takes your message to the 
feld more quickly than anything else. 

‘No we need to build up the sales 
staffs of our already established agen- 
ties? Advertising in the insurance jour- 
nals will have helped the reputation of 
our company, if we have advertised con- 
‘istently, and will have influenced those 
who will advise the new man about join- 
ing our agencies. 

“Regardless of the type of new recruit 
we seek, therefore, and regardless of 
whether we expect to secure his services 
from within or without the life insurance 
business, advertising in the trade journals 
seems to be altogether indispensable to 
the company that is to progress as it 


should.” 
Getting Men From Outside 


But attempts to use trade paper ad- 
vertising to pick up producing agents 
irom other companies are not good, Mr. 
Murphy*explained. “Often as not, when 
aman changes a company it spells ill 
lor the one which gets him. The man 
who is making money and is progressing 
's slow to make a change.” So outside 
work is necessary. Aside from personal 
contact, daily paper want ads and direct 
mail are the means. 

In using the local daily papers to build 
up agencies the ads should be clear and 
hot fancily disguised, Mr. Murphy said. 
€ told about one of the company’s new 
agencies which started an extensive cam- 
Palgn to put on agents. A blind want ad 
Was run, promising $500 a month com- 
mission, not mentioning life insurance. 













Many replies were received, but no 
‘gents gotten, for those answering were 
‘xecutives out of jobs and former stock 
and bond salesmen, most of them too old 
to enter life insurance. 

Next a display advertisement was run, 
telling that a school would be held, tui- 
lion free, for men in certain age brack- 





Theme of Southern Round Table 


phy of the Pan-American Life, secretary 
of the group, arranged the program. The 
theme was the fitting of advertising de- 
partment work into solving the pressing 
problems of the business as a whole. 

In addition to the addresses reported 
in this issue talks were given by Stanley 
F. Withe, Aetna Casualty & Surety, on 
“What I. A. C. Means to Insurance,” and 
“Advertising to Educate—the Public— 
a Agent,” by T. J. Hammer, Protective 
Life. 


ets. The school was held with a fair 
attendance, one or two appointments 
were made but they shortly left. 

In the next attempt copy was again 
placed in the classified department, tell- 
ing the name of the company and the 
nature of the work. Excellent replies 
were had, and the nucleus for the agency 
obtained. 

Straight Ads the Best 

“This general agent’s experience in re- 
cruiting agents through newspaper ad- 
vertising tallies very closely with what 
many other of our general agents and 
managers have told me—that blind ad- 
vertising may frequently attract greater 
numbers, but a greater percentage of 
likely subjects will answer the open ad- 
vertisement which stands the proffered 
job on its own legs and out in the light 
where it can be seen,” said Mr. Murphy. 

Under direct mail, the general agent 
submits to the home office the names of 
prospective agents, and the company 
sends out material designed to sell the 
idea of life insurance as an occupation. 








NOW IS THE TIME TO MAKE SURE 


Of your opportunities for growth. Where is there a better chance than 
with a thirty-one year old company offering not only life insurance but 
noncancellable accident and health insurance? 


Almost every interview on accident and health insurance converts 
a suspect for life insurance into a prospect, because the information 
obtained in this manner brings out life insurance needs. The Monarch 
offers Complete Home Protection. 
a personal “Insurance Counselor.” 


Monarch Life Insurance Company 
Springfield, Massachusetts 
. LIFE—ACCIDENT AND HEALTH INSURANCE 


A Monarch Representative is truly 





Advertising Seen as 
Conservation Aid 


WITH TEXTS BY COMMISSIONERS 


Karl Ljung, Jefferson Standard, Urges 
Southern Advertising Round Table to 
Keep Conservation in Mind 


Running messages by insurance com- 
missioners in the form of advertising in 
newspapers was one method of fighting 
lapsation suggested by Karl Ljung, Jr., 
conservation manager of the Jefferson 
Standard Life, speaking before the 
Southern Round Table of the Insurance 
Advertising Conference. Mr. Ljung dis- 
cussed “Advertising to Conserve.” 

“IT have long been in favor of institu- 
tional advertising as a means to educate 
policyholders to think for themselves 
about their life insurance,” said Mr. 
Liung. “I have often wondered if the 
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easier to 











WHEN YOU SELL LIFE INSURANCE SELL 


PROTECTED CHILDHOOD 


In thousands of cases, Life Insurance makes all the 
difference between 
childhood of misery and fear. 
ence between a college education and a job at 
If all fathers understood—wouldn't it be 


SELL PROTECTED CHILDHOOD 


PROVIDENT MUTUAL 


Lire INSURANCE COMPANY OF PHILADELPHIA 


a happy childhood and a 
It makes the differ- 


Founded 1865 











Insurance Commissioners of the differ- 
ent states would look with favor on ad- 
vertising over their signatures. Outside 
authority is sometimes more effective 
than individual company advertising. For 
instance, suppose the Insurance Commis- 
sioner of your state issued through the 
newspaper—ad style—a warning against 
‘the twister.’ I think the value would 
be unlimited. 

“Perhaps the easiest way to acquaint 
the public with the evils of substitution, 
or ‘twisting,’ is through newspaper ad- 
vertising. To my mind, we could not 
put to better use some of the policy- 
holders’ money, which is paid in to the 
State Insurance Departments by us, than 
to spend it for the purpose of bringing 
this important conservation principle to 
their attention. The Insurance Depart- 
ments were established for protection, 
and here is a splendid opportunity for 
them to get into action. 

Putting Twister Out of Pictu-e 

“Sales talks, direct 
advertising by companies have 
gone a long way toward putting into 
the background the old idea of life in- 
surance. The idea of ‘living to win’ is 
being made very popular. Well directed 
messages to the effect that a_policy- 
owner’s present holdings, even un- 
changed, may be used for retirement 
will tend to combat the ‘twister,’ or the 
agent who seeks to replace so-called old- 
fashioned policies with a modern con- 
tract. 

“1 believe that the greatest good in in- 
stitutional advertising is in the effect it 
will have on the preservation of existing 


mail and national 
some 


business. Policyholders are too often 
very ignorant about their contracts 
They do not understand them. I have 


known policyholders to lapse their poli- 
cies because they did not know they 
could pay premiums other than annually 
Hundreds of lapsers have said they did 
not know what they owned. Advertis- 
ing the sale of life insurance has a splen- 
did effect on conservation. A good of- 
fensive is the best defense. 

“This great 
to be done 
newspaper, 


undertaking would have 
cooperatively through the 
the national magazines and 
the radio. I don’t think the day is very 
far off when we will have it. Education 
by advertising is an established fact. We 
are constantly being educated to buy and 
understand what we are buying, through 
the press and the radio.” 

Other forms of conservation discussed 
by Mr. Ljung were constant reminders 
to the agents and to agency staffs of the 
need for following up policyholders. “My 
experience with form letters on policies 
lapsed without value has not been fa- 
vorable,” he said 


AGENCY’S FIFTY YEARS 
The State Mutual Life of Worcester 
has had an agency in St. Paul, Minn., 
for fifty years, the anniversary falling 
recently. The present general agent is 
O. Geoffrey Holmer. The agency is 


ahead of last year in business written. 
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By Kenneth R. Miller 


ADS NOT WANTED 
Appeal Must Be To Average Americans, 
Both Prospects and Agents, 

To Properly Aid Sales 


The ability to be a “human being” and 


“HIGH HAT” 





not a creature from another world is 
more important to an advertising man 
than ability to write smoothly or produce 
beautiful the Southern 
Table of the Insurance Advertising Con- 


ference was told by Kenneth R. Miller 


layouts, Round 
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KENNETH R. MILLER 
of the Life Insurance Sales Research 
Bureau 
The advertising man should make a 
habit of going into the field, of assisting 
the salesman with the sale, becoming 


thoroughly familiar with what his adver- 
tising has to do to aid the sale, Mr. Mill- 
er believes. The advertising man should 
know how to sell. 

“There was a time when advertising in 
practically every line of business was 
conducted as a thing apart from selling,” 


“Dp 


said Mr. Miller. sut sales and adver- 
tising are not things apart and they must 
go hand in hand. Each piece of adver- 
tising is just as much a salesman as the 
agent in the presence of a prospect. The 
need for co-ordination has brought ad- 
vertising into close relation with sales, 
with the result in many cases that both 
advertising and selling are supervised by 
one executive.” 

Mr. Miller expressed a fear that some 
insurance advertising managers would feel 
out of place sitting down of an evening 
with an average American family. Yet 
it is to this $60 a week family that the 
advertising man is trying to appeal. The 
advertising man should like these people, 
and a good manager should be able to 


spend a pleasant evening with such a 
family of humans 
Salesman Human, Too 
The salesman, too, is a human. He is 


out in the field, alone, facing a world of 
resistance. The advertising man who is 
to help the agent must understand him 
and his problems. These problems in 
clude competition, doubt that insurance 
is the great plan he claims, a desire to 
procrastinate and work fewer hours a 
day. He must fight fear that he will 
not produce. The advertising must do 
three things: get more salesmen work- 
ing, help find prospects, make it easier 
for them to sell. Advertising, including 





sales promotion, often fails because it 
loses sight of the salesman. 

“Do our sales bulletins and house or- 
gans develop into ‘pep’ letters that would 
make a man gnash his teeth or are they 
filled with facts, inspiration, informa- 
tion?” asks Mr. Miller. “Do they indi- 
cate that the editor understands human 
nature and knows the problems of the 
salesman? Above all, the salesman wants 
to be treated as a human being and he 
reacts as one. 

“Only genuinely human advertising 
sells to most of humanity, and there isn’t 
a great deal of human advertising even 
yet, is there? It’s increasing, as our real 
skill increases. But isn’t there still a lot 
of stuff that must have been written 
blindfolded, a long, long distance away 
from that little $60 a week family which 
is all that really matters ? 


Should Spend More Effort Getting 
Material Used 

“We have the feeling in the Bureau 
that if only half as much money and time 
were spent on the production of adver- 
tising literature as is being spent now 
and the other half spent on getting that 
material used, the results would be be- 
yond our imagination. 

“The life insurance advertising mana- 
ger who is doing his job well today real- 
izes the fallacy of staying too close to a 
desk in the home office. He is spending 
a considerable amount of his time in the 
field visiting agencies. He is getting a 
practical insight into the problems of the 
field man and the prospect, so that his 
advertising can be more _ intelligently 
planned to make the selling job easier. 

“He speaks at agency meetings and he 
makes joint calls with individual sales- 
men to demonstrate the best methods of 
using literature, direct mail and the visual 
sales aids at his disposal. It is extremely 
important that the salesmen have a thor- 
ough understanding of what the company 





Saving Ad Expenses 
Outlined by Mathus 

AFFECTS PRINTING LITERATURE 

Twenty Places for Moderate Cuts Not 


Affecting Agency Service Told To 
Southern Round Table 





How the advertising manager can 
stretch his expense dollar without cut- 
ting down greatly on the service he is 
told Kenilworth H. 
Mathus, editor of publications of the 
Connecticut Mutual and chairman of the 
Life Group of the Insurance Advertising 
Conference, in a talk to the Southern 
Round Table of the Advertising Confer- 


giving was by 


ence. 
Mr. Mathus gave a list of twenty small 


is doing with its advertising and that the 
advertising manager have a sympathetic 
and thorough understanding of sales 
problems. 


Agency and Advertising Departments 
Should Co-operate 

“To us in the Research Bureau it seems 
that life insurance advertising should be 
a joint effort between the advertising 
manager and the agency officer. We be- 
lieve the best results can be obtained 
where these two individuals share re- 
sponsibility, work independently to an 
extent and yet take pains to co-ordinate 
their plans and share in the ultimate re- 
sponsibility. This can be accomplished 
two ways: 1. Having the advertising unit 
as a section of the agency department 
2. Having the advertising manager and 
the agency officer jointly responsible to 
a senior company officer.” 





We Nominate 


For the Hall of Fame 


“ae 


. . . The school teacher who continued her cheerful 
“Good morning, children,” even though she went for 


days without breakfast. . 


. . The graduate who confi- 


dently entered a business world under supreme handicaps. 
. . . . The family that calmly made the best of a reduced 


income. . 


. . The laborer who uncomplainingly took 


“part time pay” rather than see his comrades laid off. 
. . . The clerk who didn’t let successive salary cuts 


upset his pleasant temperament. . 


. . The banker who 


protected his depositors before all other interests. . 

The manufacturer and merchant who kept his plant 
running and doors open, in spite of financial loss. 
. . . . The policeman who shot it out with bandits at the 


risk of his life for a few paltry dollars. . 


. . The public 


oficial who didn’t count the votes he lost when he 
slashed government expenditures. 


....-.AND 


NOT LEAST AMONG THEM 


the 


thousands of insurance salesmen who did not lose faith 
in the soundness and necessity of their business, but 
maintained unfaltering service to their policyholders and 


their prospects. 


=== A meERICAN 


CENTRAL | Lire 





INSURANCE COMPANY 


INDIANAPOLIS, IND. 





a 
ways in which money can be saved with. 
out any great change in activities, These 
ways, chiefly in the literature line, are 

Publish fewer pieces of sales liter. 
ture. 

Order less reprints of old pamphles 

Utilize different colored inks and sto¢, 
for subsequent runs. 

Double up by reprinting house orgy: 
page as a pamphlet. 

Make the convention program bookle 
modest. 

Prevent waste of sales literature j 
agencies. 

Sta:t larger first 


with runs to mak 





KENILWORTH H. 


MATHUS 
frequent reprints unnecessary. 

Use offset 
printing for large runs or where many 


rather than __ letter-press 
plates would be required. 
Mimeograph rather than multigraph, 
Contract for drawings on a regula 
monthly basis. 
Standardize size and technique of at 
work to permit of double or subsequent 











use. 

Secure special engraving discount by 
arranging to give all your work to one 
firm. 

Obtain “guaranteed bids” from print 
evs to protect yourself against possibl 
overcharge for author’s changes. 

Omit special issues of the house orgat 

Mass small photos on a_ full page 
rather than reproduce each photo ind: 
vidually. 

Keep house organ exchange list dow 
to a minimum. 

Stagger the schedule for trade journa 
advertising. 





and services. 
Save on postage wherever possible. 
Charge salesmen cost price. where 
funds will not permit of free distributiot 


Place of Advertising 
Told by Mozingo 


The place of insurance advertising ™ 
relation to the institution as a whole wé 
outlined by a = Mozingo, agency vice: 
president, speaking before the [nsuramt 
\dvertising Conference. Mr. Mozing® 
who started in the business as an aget! 
in the horse and buggy days, explaine 
the duties of advertising men as follows: 

“What does life insurance expect ¢ 


advertising managers ? 












“We expect you to prepare messag® 





(Continued on Page 12) 
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MUTUAL LIFE 
INSURANCE 
COMPANY 1846 














Results for 1932 


$ 6,656,447 


All New Premiums - - - 


Total Premium Income - - - 32,784,003 
Investment Income - - - - 9 462,795 
Total Income - - - - - 44952271 
Admitted Assets - - - - 218,806,307 
Unassigned Funds - - - - 9 118,792 
New Insurance Paid For - - 102,173,481 
Insurance in Force - - - - 950,563,996 
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The Connecticut Mutual issued 
its first policy on December 15, 
1846. 
xk * x 

Opening an office in 1848 in St. 
Louis, The Connecticut Mutual 
became the first life insurance 
company to establish an agency 
west of the Mississippi River. 


* * * 


In 1861, the Company's organi- 
zation reached the Pacific coast, 
with the establishment of an 
agency in San Francisco. 


‘ = 2 


Now operates in 34 states. 


* * x 


On March 23, 1882, The Con- 
necticut Mutual adopted the 
3% reserve and for over fifty 
years has been building its pol- 
icy reserve liabilities upon this 
conservative basis. 


* * * 


Total benefits to policyholders 
and beneficiaries since organi- 
zation (including present assets) 
amount to more than $750,000,- 
000. This sum exceeds by over 
$130,000,000, total payments 
by policyholders. 





TOTAL ADMITTED ASSETS 


As of December 31, 1932 


$218,806,307.87 


Distributed as Follows 








EE tsetse concen spipucinaeeacsen 2.03% 
United States Government Bonds... wee | 
State, County and Municipal Bonds... 2% 
Dominion of Canada Bonds... 58%, 
Canadian Provincial and Municipal Bonds | 1.42%, 
Other Foreign Government Bonds. = Bly A 
iS sacs ansccceoiectspenininaonnacs 12.15% 
Public Utility Bonds. a 
Miscellaneous Bonds ccaiisuaiadadion 67%, 
Bank and Guaranteed Railroad Stocks. cceig: 
Public Utility and other Stocks en 1.01%, 
Farm Mortgages _. 16.64%, 
City and other Mortgages... 10.68°/, 
Policy Loans _ eman 20.37%, 
Real Estate saa linc. | Home ° Office). . 4.22%, 
Miscellaneous Assets . sc tateiebmciis dias 4.39%, 

10.00%, 


The CONNECTICUT MUTUAL Co. 
LIFE INSURANCE — 


HARTFORD 
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German Life Insuranc 


e Co.’s 


Report of United States Senator Lonergan of Connecticut; 
How Companies Have Survived Crisis 


That insurance companies throughout 
the world are proving an impenetrable 
defense to the depression and are doing 
much to restore confidence and stability, 
was the expression of Senator Loner- 
gan, (D. Conn.) after completing a study 
of government reports on the progress 
by leading life insurance companies in 
Germany during the past few years. 

The German reports furnished to the 
3ureau of Foreign and Domestic Com- 
merce here are particularly interesting, 
the Senator pointed out, because they 
reveal the factors which overcame the 
tremendous deflationary forces in that 
country for more than a decade. They 
indicate to American insurance compan- 
ies that if success was possible in the 
face of circumstances faced by the Ger- 
man companies, there should be no fear 
of collapse under the relatively stronger 
financial situation here. 

Survived Worst Years of Depression 

The fact that most of the German 
companies survived the worst years of 
depression was shown to be the least 
significant part of the report, Senator 
Lonergan said. The impressive fact was 
that one leading life insurance company 
wrote more policies and paid more divi- 
dends: to policyholders during 1932 than 
in previous years. There were 10,900 pol- 
icies written in 1932, with a total face 
value of 66 million marks, representing 
an increase of approximately one million 
marks over the 1931 total. Policies in 
force at the end of 1932 amounted to 
536 million marks, a net gain of 24 mil- 
lion marks for the year. Premium re- 
ceipts during the year were 28 million 
marks, while dividends to policyholders 
increased to 6,300,000 marks from 4,900,- 
000 marks in previous years. 

After the War 


Most of this increase was the result 
of a constantly growing confidence on 
the part of the German people in the 
stability of insurance policies as an in- 
vestment and also because the interest 
rate for mortgages, which is the princi- 
pal medium of investment for German 
life insurance companies, remained at a 
high level, always being around 8 per 
cent. 

Following the war, the reports show, 
Germany’s insurance business was in 
fairly good condition until the old Ger- 
man paper mark steadily decreased in 
value and practically forced all policies 
to a no-value basis. In November, 1923, 
the German government stabilized the 
paper mark at the rate of 4,200,000,000,000 
marks to the dollar. While this revalua- 
tion was going on in money, Germany, 
in 1925, passed a revaluation act where- 
by provisions were made for the re- 
demption of German government obliga- 
tions, mortgages, savings, accounts, in- 
surance contracts, etc. This revaloriza- 
tion movement continued for several 
years and served to sustain the value of 
insurance investments. 

The reports show that during this per- 
iod, and up until 1930 when the last re- 
port on types of investments held by 
the German companies was made, mort- 
gages continued to be the most popular 
security. The capital investments of 
of the more important German life in- 
surance companies increased in 1930 by 
548 million reichsmarks. Of this increase 
479 millions fell to private enterprises 
and 69 millions to public institutions. 
From 1924 to the end of 1930 private 
investments totalled 1894 million reichs- 
marks and public investments 244 million 
reichsmarks. The report shows that of 
the new investments written up to that 
time since 1925, 65% represented mort- 
gages and about 15% _ securities. 

Investments 

The principal investments of the ten 

largest life insurance companies in Ger- 


many are included in the reports. They 
include therein the capital stock, non- 
paid up capital representing guarantee 
funds, and other securities, as shown by 


the following table: 
Re- Mort- Secur- Real 
Capital & serves gages ities Estate 
(In million reichsmarks) 

Peer 355 432 237 66 21 
Ver. Berl, U 

PPCM. 600% 75 89 51 11 4 
Karlsruher . 64 81 67 9 8 
Victoria .... 206 242 115 22 21 
Garling Con- 
cerns together 212 244 168 6 7 
Iduna ...c0 103 108 58 13 9 
Leipziger ... 66 81 43 11 ll 
Gothaer .... 60 76 81 ll 6 
Nordstern .. 80 112 51 27 1 
Concordia .. 36 70 41 8 2 


A comparison of the reserves of the 
large German life insurance companies 
with the sums insured with each dis- 
closes only slight deviations; but con- 
siderable difference is noted in the pro- 
portional investment of reserves in mort- 
gages, securities and real estate. 

Statistical data compiled by the gov- 
ernment indicate that the sums insured 
with the larger German companies dur- 
ing the first six months of 1931 increased 
from 17,656 million reichsmarks to 18,- 
226 million reichsmarks, or by 570 million 
reichsmarks. Up to April 1931, inclusive, 
the increments were still satisfactory, but 
in May and June together net additions 
totalled only 90 million reichsmarks, due 
mainly to an increase in annulments of 
policies. Owing to the high degree of 
liquidity of the companies at the end of 
the previous year, new investments dur- 
ing the first six months of 1931 still ag- 
gregated 268 million reichsmarks as 
against 223 million reichsmarks the year 
before. Almost 60% thereof represented 
mortgages, but no less than 37 million 
reichsmarks, or about 14%, represented 
loans against policies. This item even 
increased to 20% of the total new invest- 
ments in May and June 1931. New invest- 
ments in mortgages, securities, etc., were 
decreasing also for the reason that larger 
amounts were required to repurchase 
surrendered policies. 

During the third quarter of 1931 the 
issuance of new policies decreased fur- 
ther, and the increase in repurchases of 
policies, as well as the granting of loans 
against policies, forced life insurance 
companies to practice extreme reserve in 
making investments. 


An Acute Problem 


In view of the financial events of the 
last few months of 1932 the yield and 
appraisement of capital investments 
made in 1930 became the most acute pro- 
blem of German life insurance. Fears 
were frequently expressed that a severe 
decline in proceeds of capital would oc- 
cur; however, no serious movement in 
that direction was manifested. Interest 
payments on mortgages were not coming 
in as regularly as in former years, but 
only relatively small losses were incurr- 
ed, and it is claimed that the loans ad- 
vanced in this manner with few excep- 
tions, were apparently not jeopardized, 
of forced sales or 


even in the event : 
receiverships. The same is said to be true 
also of city real estate (apartment 


houses) in connection with which capital 
yield, up to now, has decreased but 
slightly An important problem in the 
appraisement of capital investments aris- 
es from the enforcement of statutory 
appraisement re gulations to be observed 
in drawing up balance sheets. The ap- 
praisement of mortgages and real estate 
does not involve any alterations unless 
they were over- -valued. 

Profits or losses arising as a result of 
changes in stock exchange quotations 
occurring in the course of a business 
year in 1930, 1931 and 1932 were entered 
on the profit and loss account. These 
items during the latter years were re- 
latively small, as prices for fixed inter- 


est-bearing securities, the principal cate- 
gory purchased by life insurance com- 
panies, changed but slightly. 


Insured Participation 


Besides the type of investments used 
by the German companies to strengthen 
their position, many companies also de- 
veloped what was known as a “delcre- 
dere” system, the characteristic feature 
of which is that the insured participates 
in the loss by acquiring a financial in- 
terest in the company’s business to the 
extent of a given percentage of the pro- 
tected risk. In the event of loss being 
incurred by the insured during a “policy” 
year through loss of dividends, his inter- 
est in the company during the ensuing 
year would increase automatically by a 
fixed percentage of the indemnity paid 
to him during the preceeding year, and 
decreases again when a favorable “policy” 
year has elapsed. The system has the 
advantage that it minimizes the com- 
pany’s risk in times of protracted eco- 
nomic depression, and that the insured 
becomes interested in the company’s busi- 
ness. While this type of insurance is 
generally limited to the field of “credit 
insurance” it did spread to all types of 
companies and aided in stablizing them 
during the worst years. 

Reduced employment, a growing num- 
ber of suicides, policy cancellations and 
other factors have caused tremendous 
losses to the German companies during 
the past few years, the reports show, 
but despite these adverse factors, the 
feeling on the part of the people that 
the insurance companies survived after 
the war has given them increased con- 
fidence that investments in insurance 
policies are sound and at the same time 
offer them protection against prospective 
ill health, unemployment or death. Fear 
that they become victims of the depres- 
sion at a later time has also caused 
many people to increase their policies 
or take out new ones. With banks and 
other financial institutions closed or in 
desperate straits the German people re- 
called the past success of their insurance 
scumaains and retreated to them. 


Methods of Valuation 


The German reports fail to throw 
much light on the methods of valuation 
of securities in connection with main- 
tenance of legal reserves. They appear 
to show that the Revalorization Act of 
1925 has tended to “peg” the basic value 
of mortgages and _ substantial invest- 
ments. This has stabilized approximately 
65 per-cent of the investments, and the 
remainder are shown to have suffered 
a loss of from 10 to 15 per-cent on the 
exchanges. There are indications that the 
basis of valuation is similar to the con- 
vention value in America, although the 
average value is determined over a much 
longer period than in the United States 
where the average exchange value for 
the last five quarters serves as a basis. 

As to the revaluation of the securities 
held as reserves, the plan resembles that 
first introduced in New York in 1909. 
It was based on the theory that amply 
secured corporate bonds which in all 
probability could be held to maturity, 
would be paid at maturity. Such bonds 
were thus placed on the same basis as 
real estate mortgages. The method of 
amortization is based on the original 
price of bonds, valued by computing their 
present worth under the usual rate of 
interest realized if bonds are held to ma- 
turity. The adjustment brings the bond 
exactly to its par value at maturity 
whether bought at a premium or a dis- 
count, and whatever the contract rate of 
interest. While held, the bond is unaf- 
fected by the inflation or collapse of 
market prices and fulfills its purpose of 
producing a steady income until maturity 
and then applying with certainty its 
proportion of principal to- meet the obli- 
gations of the company for which its 
payment has been calculated. 


The Future 


“On the basis of these reports,” Sen- 
ator Lonergan said, “it is evident that 
American insurance companies can have 
the highest hope of continued success 


a 
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Can He Pay; 


The important question in prog. 
pecting today is, “Can he pay?” 
Fidelity agents learn this in ad. 
vance, through their lead servic 
in thousands of cases. This cop. 
serves time. It increases the num: 
ber of hours face to face with 
interested prospects. 





More Interviews—More Sales 


The 1932 experience shows that 
the ratio of calls to interviews to 
sales is greatly improved when 
agents go in behind the lead sery. 
ice. Present day selling demands 
the concentration on_ interested 
prospects, able to buy, developed 
by this Fidelity service. 


Send for booklet 


“The Company Back of the 


Contract” 
i 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT Presuent 











despite adversities. German companies 
have survived even though their currency) 
inflation required a revaluation of all pd. 
icies. We do not have that inflation in 
the United States and should therefore 
be on a stronger basis. Nevertheless 
there are many things in the report 
which furnish valuable suggestions 10 
American companies in this time 0 
stress, and renew their confidence in the 
ability to withstand almost any kind «i 

financial shock. This is important, be: 
cause the insurance companies of Amer: 
ca constitute our last line of defense an 
thelr security and integrity must bk 
maintained. Whatever differences ma 
exist between the states with regard t 
bases for valuation of legal reserves « 
types of investments and methods 
evaluating them, an intelligent cours 
should be adopted. At the same time tit 
national government remains ready ! 

lend any needed assistance, although * 

is apparent that the present position 0! 
the insurance companies of America § 

so invulnerable that they will be the las 
to call for direct aid.” 





H. F. GRAY ANNUAL OUTING 

Members of the Harry F. Gray agent) 
Connecticut Mutual, held their annv 
outing at the Westchester Country Cl! 
May 12th. More than fifty members @ 
the agency attended. 

The day’s program included in add 
tion to the golf tournament a_ lunches 
and dinner, when a variety of pri 
were awarded. _ 

Among executives from the Harttor ; 
home office attending were Henry 1. > 
Rice, vice-president; William P. Sarbet % 
Jr., assistant actuary; Dr. Charles £ : 
Holman, Jr., assistant medical directo 









OPENING NEWARK OFFICE 
David F. Lingerstein, New York Gi 
broker, and his brother August L. Lit 
gerstein, Philadelphia agent, will 09 
an independent life brokerage office # 
Newark June 1. 
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41 Years old 
and he had saved IWAN 
only $1000 ——e 


< 


— 


+++ yet the Equitable Case Method showed 
him how to provide for his family 


GEORGE THORNTON is 41 years old—has an income of $3000 
a year —savings $1000—$3000 life insurance—a son 12 years 
old and a daughter 9. Mrs. Thornton is not very strong. What in 
surance plan should Thornton follow? 


Taking the insurance already owned by Thornton and 
recommending an additional policy which he could casily pay for 


out of income, an Equitable agent worked out this plan: 


Mrs. Thornton, the beneficiary, to receive an adequate income 
for life (necessary because her ill health would make self-support 
a hardship). 

This income to be considerably greater during the first ten 
years after Thornton's death. (Even if death occured the first 
year after the plan went into effect, this would assure the support 
and schooliig of the children till ages 22 and 19 respectively). 

An income to be paid the children even in the event of the 
death of both their parents, said payments to be made for twenty 
years after the death of the father. 

Note how the plan fits the particular needs. Change any 
factor in the problem, such as the children’s ages, and a different 
plan might have been developed. 


Let an Equitable agent apply 


the Case Method to your You, too, have special requirements, and the life 


: surance ae 2 ght for a rma 

financial problem insurance program that is right for another man 
may not be right for you. You would find it in. 
teresting and helpful to talk this over with an Equitable repre- 
sentative, thoroughly trained in applying the Case Method. In 
studying your own case and recommending a plan to fit it, he 
will show you the most effective way to assure the economic 


security of your dependents and yourself. 


THE EQUITABLE 


FAIR — JUST 


LIFE ASSURANCE 


SECURITY — PEACE OF MIND 


SOCIETY 


MUTUAL — COOPERATIVE 


OF THE U.S. 


NATION-WIDE SERVICE 




















Advertising the 


EQUITABLE CASE 


<e« METHOD 


For several years the ““Case Method” has 
been used in the educational training courses 
of The Equitable. By means of it, Equitable 
Agents have been taught to analyze a man’s 
need for life insurance, and to fit the policies 


to his specific requirements. 


The EQUITABLE “CASE METHOD” of 
life insurance planning is now being brought 
before the public in a series of advertise- 
ments in national magazines and weeklies. 
It is hoped thereby to acquaint the public 
with the value of a careful study of the indi- 
vidual’s needs before a particular type of 
policy is recommended. The advertising is 
also designed to call attention to the fact that 
Equitable Agents are especially trained to 


render such a service. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


Thomas I. Parkinson, President 


393 Seventh Ave., New York, N. Y. 
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Live 
Flints 


for 
im 
cA cents 


In a recent talk before the 
bers of the J. Elliott Hall 
York, Frank H. Davis, vice-president, 
Penn Mutual, used as his theme, “take 
counsel of our hopes, rather than our 
fears,” and, further, that “we should trust 
leadership in our business today.” 

He stated that it is practically a uni- 
versal observation that some of the most 
successful underwriters of three or four 
years back are not measuring up to the 
conditions of today and that less ex- 
perienced agents who have come into 
the life insurance business during the 
depression are taking, in many instances, 
top rank in their respective agencies. The 
reasons for this, he believes, are two- 
fold. 

lst—That the experienced man has not 
readjusted his selling methods to meet 
the increased resistance from the pros- 
pect 
2nd—That the 








eighty mem- 
Agency, New 


less experienced man is 


Watch Younger Lapsed Men 


List the younger men who have lapsed their policies, 


of the Mutual, 


York. 


Connecticut 


R. B. Coolidge Presentation 


The use of a simple four page analysis 
can often be used to make a prospect 
see how far his insurance falls short of 
what he wants, Robert B. Coolidge, as- 
sistant superintendent of agencies of the 
Aetna, told the Life Underwriters Asso- 
ciation of New York at its recent dinner 
meeting. 

buy insurance today 
he must be shown definitely that his 
present insurance is less than he abso- 
lutely needs, said Mr. Coolidge. He sug- 
gested a first interview at which the 
agent gets the facts of a man’s insur- 
ance situation, saying “I want to take 
your measure for this.” 

For the second interview a brief 
page folder is made up as follows: 
First page: What the man has said he 
wants to provide by his investments and 
insurance. 

Second page: How close the present 
investments and insurance can be made 
to come to the goal on the first page. 
Third page: What additional life insur- 
ance will do to make the actual amount 
correspond with the desire expressed on 
the first page. 

Fourth page: How much additional pre- 
mium will be required to accomplish this 


Before a man will 


four 


result. No details about policy forms, 
etc. Just a statement of cost. 
Getting Aid in Selection 

Having a center of influence select 


names from a directory is the plan of 
Hugo K. Knoefel, Provident Mutual in 
St. Paul. Mr. Knoefel wanted to secure 
a leading dentist as a center of influ- 
ence, and asked him for his telephone 
directory. He then turned to the classi- 
fied section under the heading of dentists 
and asked the man to run through the 
list and give the agent the names of 
those who should be good prospects. In 
Provident Notes Mr. Knoefel says of the 
results: “Obtained names of sixteen 
other dentists and permission to use his 
name. From one of the sixteen got four- 
teen names only four of which were on 
the original list. This plan of using a 
classified directory is not limited to 


dentistry but may be used for medical 
men, lawyers, grocers, butchers, hard- 
ware and other merchants, manufactur- 


ers, etc.” 


told a sales congress of the 
There is the best group of prospects when times get 





Take Counsel of Hopes, Not 
Fears, Advises F. H. Davis 


accepting at face value the instructions 
and experience of his general agent and 
is applying present day methods to meet 
that resistance. 

Mr. Davis further pointed out that in his 
opinion “intelligent prospecting is the 
keystone of the entire problem of both 
the experienced and inexperienced under- 
writer.” 

He further stated that no individual, as 
such, can “do very much about present 
conditions generally, but that the intelli- 
gent underwriter can do a great deal 
about his own conditions and standing 
and production in this business.” 

He pointed out that confidence has re- 
turned in several lines of business and 
that the last few weeks have shown a 
definite and consistent improvement in 
some fields which we accept as barom- 
eters of conditions generally; namely, 
car loadings, the steel industry, commod- 
ity prices, etc. 


president 
agents in New 
better. 


James Lee Loomis, 
company’s 


Tips from General Harbord 


In the view of an important man outside 


the life insurance business, the agent 
who dwells on the need for insurance 
generally is wasting his opportunity 


when he should be telling what a par- 
ticular coverage will do for a particular 
man. Mz sjor-General James G. Har- 
bord, chairman of the board of the Radio 
Corp. of America, says in the Nylic Re- 
view of the New York Life: “The best 
way I know—for broadcaster or sales- 
man—to catch attention is to understand 
thoroughly the point he is trying to make 
and then get to it directly and quickly. I 
find myself pulling back when a broad- 
cast announcer launches into a lengthy 
oration on hearts and flowers in intro- 
ducing a musical selection. The best 
broadcast announcers don’t do it. I pull 
back also when an insurance salesman 
begins a wordy speech on the hazards 
of age, the fleetness of life and the in- 
security of investments. The best sales- 
men don’t do it. A frank, brief and 
forceful statement of the fact that you 
are presenting a certain insurance policy 
and a rapid outline of its advantages, not 
only inspires confidence in the honesty 
of your approach, but also puts the in- 
terest-catching points before the listener 
immediately. 
“The first great advantage the insurance 
salesman has over the _ broadcaster 
is that he is not trying to appeal simul- 
taneously to thousands or millions. His 
message is addressed to one individual. 
He should turn that to account. His 
talk must be centered on that individual’s 
interests and needs. The salesman who 
has advance information on the insur- 
ance his prospect carries and knows that 
he is under-protected in a certain respect 
may sell a policy and make a friend, 
when, if he flounders into arguments for 
a type of policy in which the prospect 
is amply protected, he will meet only a 
flat refusal.” 


Good Prospecting Fields 


prospecting fields that are 
definitely better than they were a year 
ago, as listed by the Lincoln National: 
Automobile production is at the highest 
level of the year and higher than a year 
Steel industry is also at the highest 
level of the year and better than last 
year. Freight car loadings are up. 


Here are 


ago, 




















$64,293,911 
NEW PAID FOR BUSINESS IN 1932 


Greatest Amount in Company's History 


THE COLONIAL LIFE INSURANCE CO, 
OF AMERICA 


HOME OFFICE — Jersey City — New Jersey 
AGENT— 
“MAKE GOOD WITH A COMPANY THAT IS MAKING GOOD” 


MR. 




















R. W. Conde Tells Value 
Of Strong Trade Press 


RELATIONS CLOSE AND FRIENDLY 


A Constructive Ally Which Should Be 
Supported as Strong Weapon 
Needed by the Business 


The insurance trade press is the mirror 
through which the business of insurance 
is reflected. It is the show window of 
the business of insurance. 

This statement was made by R. W. 
Conde, vice-president and general mana- 
ger of the Insurance Field, at the South- 
ern Round Table of the Insurance Ad- 
vertising Conference, meeting in Chatta- 
nooga this week. 

“Tt is your business that is being ex- 
ploited through the pages of the insur- 
ance press—not ours,” said Mr. Conde. 
“The insurance business being an intense- 
ly personal one needs the lubrication of 
acquaintanceship, friendship and human 
relationship beyond all measure. 


Bringing Personalities to the Fore 


“It is the co-ordination of the many 
different parts of insurance with a mini- 
mum of friction which the insurance 
press accomplishes first of all. Without 
the free exchange of information which 
is furnished by insurance publications the 
business would soon be frozen. Without 
the personality news, the stories of suc- 
cess, the little human sidelights on per- 
sonal characteristics of insurance people, 
there could never be the close and 
friendly relationships between insurance 
companies and insurance men that today 
exist to a greater extent than in any 
other business.” 

Mr. Conde said that reputable insur- 
ance companies should support reputable 
insurance papers. The word “support” 
should not be confounded with charity 
or hand-out. It means co-operation in 
furnishing news; it means bettering serv- 
ice of the paper to its subscribers. 


Language Which Readers Understand 


“When you advertise in an insurance 
paper you are talking to a select group 
who understand and speak your language. 
It is a field all its own. A strong trade 
press is the most important weapon of 
defense as well as the most effective 
system for building up confidence 
through public relations work that can 
possibly be devised 

“The national tendency toward econ- 
omy has dealt severely with the insur- 
ance press in a measure that appears 
‘penny wise and pound foolish.’ Cancel- 
ations and reductions of advertising ap- 
propriations under the blanket policy of 
retrenchment result in weakening the 
structure of a most potent force for the 
good of the business and it seems to me 
it should be to the interest of all adver- 
tising managers and departments to bring 
forcibly to the attention of the executive 
heads of their companies the inefficacy 
of this procedure. It is perhaps not so 
much short-sightedness as a misunder- 
standing or lack of conception that 
prompts the destruction or impairment 
of a valuable and constructive ally under 
the cloak of economy. 

“And so in closing let me say from the 
bottom of my heart that it wili be a hap- 
pier and more prosperous day for insur- 
ance when that great business comes to 
a full realization of the valuable asset it 
possesses in its trade publications when 
it learns to use them to the utmost of 
their possibilities.” 


rr 


HAIGHT, DAVIS & HAIGHT, Ine, 


Consulting Actuaries 
FRANK J. HAIGHT, Presiden: 
INDIANAPOLIS 


Kansas City 


Mozingo’s Talk 


(Continued from Page 8) 
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which will help our agents sell policies, 
We expect you to put so much force and 
human interest in your copy that the pol- 
icies sold will stay sold. We expect you 
to take a big part in recruiting agents 
and in training them. We want you to 
send out in your magazines and other 
printed pieces the kind of promotional 
material which will keep agents sold on 
the life insurance business. We expect 
you to get all the publicity you can in 
newspapers, magazines and trade jour- 
nals. 

“In connection with Financial In- 
dependence Week and other big occa- 
sions, you have the job of increasing pub- 
lic interest in life insurance and holding 
it at a high pitch so that the agents can 
go about their work with success greater 
th: in crowns the effort of salesmen in any 
other line of business. You certainly did 
a fine job this year. 


“We expect you during bank holidays 
and other occasions which alarm the 
public to pour oil on the troubled waters, 
calming the spirit of restlessness and 
fear, to avoid general panic and calami- 
tous lapsation. If there is anything which 
can be done through the written word or 
through the air to promote the cause of 
life insurance, we expect you to discover 
it and do it. 

“We expect the advertising men and 
women in the life insurance business to 
assist in rebuilding the insurance in force 
to the highest figure ever reached.” 





USING THREE RADIO PROGRAMS 


National Life & Accident’s Results with 
Own Station Good; C. S. Smith 
Tells Ad Conference 
How radio programs of the National 
Life & Accident over its own station, 
WS\M, are used to aid the agent in sell- 
ing was told by C. S. Smith, manager ol 
the publicity department of the company, 
to the Southern Round Table of the In- 
surance Advertising Conference. 
Station WSM, owned by the company, 
is a super-power station in the National 
Broadcasting Co. chain. It is located at 
Nashville, Tenn. After a number of 
years during which the only company 
advertising was the announcement of the 
company name and slogan, it was de 
cided to put on regular advertising pro 
grams. There are three a week now: 
One is a letter contest, offering cash 
prizes each week for the best letters on 
“What Life Insurance Means to Me.” 
A budget control program is anothe 
presentation, and every evening excep 
Saturday and Sunday there is “Ole Bil 
—the Shield Man,” who sings in a dee? 
voice and talks home- spun philosophy. 
None of these programs make at 
tempts to sell insurance, but the agent 
have literature to tie into the letter cot 
test and budget features. According 


Mr. Smith the company has found ' 
programs effective in preparing the w 
for the agent. 
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Airplane Passengers 
Discussed by Bassford 


NO CHARGE FOR FEW FLIGHTS 





Company Practices in Acceptance of 
Non-Pilot Aviation Employes Also 
Outlined to Actuaries 





The public is not fully informed as to 
the effect of flying activities on existing 
life insurance coverage, H. R. Bassford, 
assistant actuary of the Metropolitan 
Life, said in a paper given before the 
Actuarial Society of America which met 


at the Waldorf-Astoria last week. Mr. 
Bassford gave a discussion on under- 


writing of aviation passengers and non- 
pilot employes in the aviation industry 
which supplemented the paper on pilots 
by J. E. Hoskins, reported in The East- 
ern Underwriter last week. 

Reviewing the willingness of compa- 
nies to provide aviation protection Mr. 
Bassford said that practically all com- 





Actuaries Re-elect Officers; 
Four New Councillors 


Four new members were elected to 
the council of the Actuarial Society 
of America at the annual meeting last 
week, at which all the officers of the 
society were re-elected for another 
year. 

The new council members succeed- 
ing those whose terms expired this 


year are John R. Larus, associate 
actuary, Phoenix Mutual; J. D. 
Buchanan, actuary, London Life of 


Canada; Valentine Howell, associate 
actuary, the Prudential; H. H. Wol- 
fenden, of Toronto. 

The re-elected officers are: Presi- 
dent, John S. Thompson, vice-presi- 
dent and mathematician, Mutual 
Benefit; vice-president, John G. 
Parker, actuary, Imperial Life of To- 
ronto; vice-president, Ray D. Mur- 
phy, vice-president, Equitable So- 
ciety; Secretary, Joseph B. Maclean, 
associate actuary, Mutual Life; Treas- 
urer, Edward W. Marshall, vice-presi- 
dent and actuary, Provident Mutual; 
and Editor of the Transactions, John 
M. Laird, vice-president, Connecticut 
General. 











panies will now’ cover passengers who 
ride infrequently on scheduled air lines 
without an extra premium. Most com- 
panies writing substandard business and 
some companies not writing substandard 
insurance will and do consider other 
aviation risks at appropriate extra pre- 
miums, The paper was presented with 
the hope of supplementing the Reports 
of The Aviation Committee of the Ac- 
tuarial Society so as to bring about 
further standardization in the under- 
writing of air passengers and non-pilot 
employes of the aviation industry. 

To this end Mr. Bassford reviewed 
the sources of the underwriter’s infor- 
mation and in particular the information 
which should be brought out in the avia- 
tion questionnaire in order that a com- 
plete picture of the aviation hazard be 
obtained. 

Based on actual surveys of the flying 
done by non-pilot employes of the avia- 
tion industry, ratings were proposed for 
employes of transport, air service, air- 
Port and aircraft manufacturing compa- 
mes. Some suggestions as to rating 
Army and Navy personnel (other than 
pilots) were also offered. 

The paper discussed the circumstances 
regarding the flying of passengers not 
jonnected with the aviation industry, the 
}ying in the aviation industry and that 
m the Army and Navy. It is hoped by 
the actuaries that information of this 
character will be useful to better inform 
41€ insurance companies about the prog- 
Ss made in the various phases of avia- 
‘pn insofar as they affect life insurance. 

ohn M. Laird, vice-president of the 
ipnecticut General, gave a paper dis- 
ase the moratorium on cash with- 

V Ss, 


Nation’s Business 
Article On Insurance 


WRITTEN BY T. F. CUNEEN 





Business Life Coverage Explained by 
U. S. Chamber of Commerce 


Insurance Manager 





Nation’s Business for May carries a 
feature article on business life insurance, 
written by Terence F. Cuneen, manager 
insurance department of the United 
States Chamber of Commerce, in which 
he tells stories of how corporations have 
been saved from serious difficulty by poli- 
cies on the lives of executives or stock- 
holders. 

Mr. Cuneen quotes the president of a 
New Jersey business corporation as say- 
ing, “It is my view that there will be 
an increasing use of business insurance, 
particularly to retire the interest of de- 
ceasing stockholders in close corpora- 
tions.” 

Mr. Cuneen says, “Keen underwriters 
frequently find in corporations uses for 
life insurance that scarcely would occur 
to the company officers themselves. The 
representative of a Milwaukee company 
studied the affairs of a middle-western 
manufacturing concern. 

“Due to a peculiar balance among the 
executives in respect of sales and pro- 
duction talents, it was no trick to show 
the need for policies on several officers’ 
lives, totaling roughly $300,000. Going 
further into the corporation’s affairs, 
however, he found that an outstanding 
bond issue would mature somewhat more 
than twenty years hence. So the poli- 
cies were placed on a 20-year endowment 
basis, and made to serve the additional 
purpose of a sinking fund. 

“Many ingenious plans have been 
worked out,” he says. “Some compa- 
nies will even write policies which de- 
crease by a fixed amount annually, to 
correspond with the cutting down of the 
obligation which necessitated the insur- 
ance.” 

Mr. Cuneen gives a number of ex- 
amples of the working of such plans, one 
being about seven employes of a New 
York stock brokerage office, where the 
firm advanced money for the employes 
to buy Stock Exchange seats back in 
1929. With the value of the seats now 
less than what the employes -still owe 
on them, they have protected the future 
restoration of value by life insurance. 


TRUST CO. ADVERTISING 





Banker Tells Round Table How Insur- 
ance and Trust Publicity Can 
Be Co-operative 

How trust company advertising and 
life insurance advertising can supplement 
each other was described by E. Y. Chap- 
in, president of the American Trust & 
Banking Co., at the Southern Round Ta- 
ble of the Insurance Advertising Con- 
ference. Advertising of the American 
Trust has been along co-operative lines. 

Mr. Chapin explained: “Full and ade- 
quate service to a husband and father 
requires the effort of both the insurance 
underwriter and the trust officer; the one 
should not underrate, or seek to dispense 
with, the service of the other. The trust 
officer should emphasize, rather than 
conceal, the need for insurance upon the 
lives of efficient and productive men, no 
matter how young or how strong they 
may be. The underwriter should em- 
phasize, rather than conceal, the impor- 
tance of local and intimate management 
of the family capital so that the funds he 
pays over may be more effective and the 
interest of the family may be served 
more capably. 

“With a right conception of their prop- 
er relationship before them, underwriter 
and trust officer alike will approach ad- 
vertising from a more intelligent and a 
more effective standpoint. Neither will 
say through his advertising that he is 
prepared to supply all the aid: toward ac- 
cumulation and. conservation that the 
head of a family will need. Neither will 
fail to suggest, in his publicity, the help 
that the other can render.” 
















































































“LIVING INSURANCE” 


Perhaps life insurance ought to be called “living insurance.” 
It assures a man an independent living for his later years, 


or a living for his family if he dies. 


In recent years the financial benefits of insurance to the 
living policyholder have gained increasing recognition. More 
people are buying life insurance primarily as a sound invest- 
ment. They are attracted by the staunch security and sta- 
bility of the well-managed life insurance companies, partic- 


ularly under the acid tests of the past few years. 


In 1932 the New York Life paid over $182,000,000 to 
living policyholders and $72,500,000 to the beneficiaries of 
those who died. 


The New York Life agent has a wide choice of policies from 
which to make recommendations for “living insurance” to 
fit the particular needs of his clients, including its Annuity 


Endowment which continues to gain in popularity. 


New York Life 


Insurance Company 
51 Madison Avenue 
New York, N. Y. 












HOME OFFICE BUILDING 
































THE EASTERN 
UNDERWRITER 








London Celebrates Centenary 


Of William Morgan, Actuary 


An Apothecary’s Assistant Who Was a Pioneer in Actuarial 
Science; Famous Richard Price Was His Uncle 


British actuaries have recently ob- 
served the centenary of the death of 
William Morgan, F.R.S., who passed 
away May 2, 1833. Morgan was an origi- 
nator of actuarial science as known today 
and a pioneer of life insurance as a sci- 
ence instead of a haphazard gamble. 

In honor of the centenary W. Palin 
Elderton, president of the British Insti- 
tute of Actuaries, has contributed a par- 
ticularly interesting article on Morgan’s 
career to The Times, a summary of 
which is given hereunder. 


Born in 1750 


Born in 1750, Morgan started his 
career as an apothecary’s assistant in 
Limehouse Docks, having to sleep under 
the counter. His desire was to be a 
doctor but on trying to take over his 
father’s practice he failed, the patients 
thinking him too young and objecting to 
his club foot. 

Morgan returned to London and 
sought help from his uncle, Richard 
Price—today regarded as the mathema- 
tician and apostle of liberty, but in the 
18th century known as an _ atheistical 
revolutionary divine. Fortune now 
beamed on Morgan, whom she had never 
intended for the medical profession—he 
was to show the world the scientific way 
to conduct life insurance. 

Price had been consulted by a new so- 
ciety with the then new idea of pro- 
viding life insurance for the whole of 
life at a level premium which depended 
on the age of entry. Such life cover as 
existed had been for a year, or a few 
years at most, and had been in the na- 
ture of a gamble. The new venture was 
original. Price had influence and got his 
nephew appointed as a clerk. Morgan 
saw his opportunity and worked hard at 
mathematics, so that in 1774 he was made 
assistant actuary, and in 1775 the actuary 
to the society. Hitherto the term 
“actuary” had had another significance. 
It had been adopted to describe the sec- 
retary to the newly-formed society by 
Edward Rowe Mores, an eccentric an- 
tiquary, who had had a large share in 
arranging the deed of settlement. Mor- 
gan regarded the term as an “affected 
appellation,” but all his life’s work re- 
vealed that there was work for the pro- 
fession and that it was possible to build 
up what is now known as actuarial 
science. 

Few Facts to Work With 

Morgan’s achievement was equivalent 
to that of a young man of 25 set down 
to manage a life insurance company. 
Today no one lacking experience in the 
business would get the appointment; 
then there was no experience to be had, 
for the total amount of real life insur- 
ance was trifling and existed only in 
Britain and in the society which Morgan 
had to advise. Nor were there any actu- 
arial text-books or any but the most 
meagre theory to guide one. A few en- 
lightened people saw that funds were 
necessary to meet future liabilities, but 
they had little idea how to estimate 
those liabilities The few mortality 
tables which existed were based on the 
death registers of several large towns, 
and were generally unreliable. 

Morgan had by him little more than 
the table of premiums that had been 
calculated by Dodson (a schoolmaster at 
Christ’s Hospital) assuming rates of 
mortality something like those of a 
plague year, and some valuable notes 
containing suggestions made to the so- 
ciety by Price. 

Used Dodson’s Statistics 

One of Morgan’s first acts in his new 
position was to compare the number of 
the people assured who died each year 


with the number that “should have 
died” according to Dodson’s statistics 
from which the premiums were calcu- 
lated. These calculations in 1776 gave 
the first estimate of the mortality ex- 
perience of a life office, and on the 
strength of this and other evidence all 
the premiums were reduced. Annually 
Morgan compared the actual deaths with 
the number anticipated. He gradually 
acquired a knowledge of the mortality of 
lives insured and began periodically to 
publish notes of the results—the first 
actuarial literature. 
Price’s Table 

In 1781, after further investigation, 
Morgan recalculated the premiums on 
the basis of a mortality tabie worked out 
by Price from the deaths at All Saints, 
Northampton. In this rearrangement 
Morgan had to calculate numerous tables 
for his use. He had already published 
his “Doctrine of Annuities and Insur- 
ances,” in which he set out the methods 
of calculation and the underlying theory. 
This book dealt with the simpler prob- 
lems, but he followed it up by a series 
of memoirs to the Royal Society, in 
which he showed how the most compli- 
cated probabilities of life and insurances 
depending thereon could be calculated 
from actual statistics instead of on the 
basis of arbitrary rules which had little 
or no relationship to the facts. For this 
work, highly original in its day, Mor- 
gan was awarded the Copley medal of 
the Royal Society. Its real importance, 
however, lay not in the algebraic de- 
velopment but in the appreciation that 
premiums charged for any insurance, 
however complicated, must be based on 
statistical experience. It was this atti- 
tude, this determination to base every- 
thing on facts, that enabled Morgan to 
put life assurance on its legs and lay 
the foundations for all actuarial work. 

While Morgan was working at actua- 
rial theory the society he was managing 
gathered strength; the amount of busi- 
ness increased and the funds grew, so 
that the actuary had to decide whether 
they were sufficient to meet future lia- 
bilities and what to do with any sur- 
plus that might appear. He had made 
his first valuation of the liabilities of 
an insurance office in 1776, and similar 
valuations at intervals thereafter. In 
1800, however, he did a piece of work 
which ranks, perhaps, as his most bril- 
liant achievement. He evolved a fair 
method of distributing bonuses to pol- 
icyholders, bearing in mind the premiums 
they were paying, and he discovered that 
the system would work properly if dis- 
tributions were made at regular intervals 
and a definite portion only of the sur- 
plus divided. Such problems are still 
discussed and still provide knotty prob- 
lems—this may explain why De Morgan, 
Babbage and others failed to appreciate 
the problem and criticized Morgan’s so- 
lution. 

Investments 

The increase in the funds for which 
Morgan was responsible necessitated 
careful investment, especially as he had 
to steer his ship through the financial 
crises of the Napoleonic wars. All in- 
vestments were in Government stocks or 
mortgages, and by choosing the latter 
when interest rates were low, and the 
former when they were high, good re- 
sults were secured. Morgan, of course, 
made some mistakes, but they are puny 
compared with his successes. 

\part from business, this gifted mathe- 
matician had other absorbing interests. 
His political ideas were regarded as rev- 
olutionary and his London house was a 
meeting place for such advanced reform- 

(Continued on Page 16) 





THE FORMULA 
~of SUCCESS 


IFE INSURANCE can be explained in plain, everyday 


language. The facts can be simply stated. Pevuple need to 
be told about life insurance by one who knows life insurance 
and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YoRK, with its long history of 
increasing success, offers opportunity. It writes Annuities and 
all standard forms of life insurance. Double Indemnity Benefits. 
It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 
to apply to 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON Vice-President 
President and 
Manager of Agencies 











May 19, 1933 











STATE AGENCY 
WANTED FOR N. J. 


An experienced, well seasoned insurance 
man, highly regarded in New Jersey, is con- 
fident that he can build up a profitable life 
insurance agency in that state. Would 
make headquarters in Newark. 


He is anxious to represent a company 
not heretofore licensed in New Jersey but 
which may now be planning to enter the 
state. Preferably a company writing both 
ordinary and group insurance. 


If interested in making a tieup with this 
man 


Address Box 1223 


THE EASTERN UNDERWRITER 
94 Fulton Street New York City 




























———e 




















The 
Indian 
insurar 
acid c¢ 
tion, g 
gress fi 
corresf 
Hartfo 
Walcot 
tive 
follows 


Sena’ 
“prepos 
the sug 
Congre 
think 
surance 

The 
Robins: 
tongue 
ance c¢ 
Senate 
ance 
money 
salaries 
levels” 
lead pc 
be a ci 
ing tha 
to regu 
insuran 
and all 
tion th 

Senat 
ance is 
and the 
essentiz 
miscon 
the eai 
that th 
in the | 
self.” 
thoroug 
Federal 
no autl 
“so l p 
correct 
clared. 

Sa 

“The 
ment,” 
“is tha 
few exc 
of the 
vailing 
ness in 
stability 
been or 
our cot 
down. 
aloft all 
policyhe 
dollars 

“T as: 
bility « 
conditio 
and the 
scribabl 
cause o 
in the f 
confron 
ous rec 
panies, 
greatly 
rise in 
amendn 

“I 
compan 
resultan 
holders, 
could b 
very th 
constitu 
much if 
of com 


BRU 

Willia 
Pointed 

wholesa 






























May 19, 1933 












Page 15 











Robinson Gets Rise Out 
Of Connecticut Solons 


HARTFORD COURANT’S STORY 





Senator Walcott Thinks Some of Indi- 
ana Senator’s Ideas and Comments 
Are Ridiculous; Congressman 
Kopplemann’s Views 





The proposal of Senator Robinson of 
Indiana to create a Federal control of 
insurance companies, together with his 
acid comments on insurance administra- 
tion, got a rise from members of Con- 
eress for Connecticut. Arthur C. Wimer, 
correspondent in Washington of the 
Hartford Courant, interviewed Senators 
Walcott and Lonergan and Representa- 
tive Kopplemann. His story in part 
follows : 

Senator Walcott branded the idea as 
“preposterous.” Mr. Lonergan declared 
the suggestion was “beyond justification.” 
Congressman Kopplemann said he could 
think of no better way “to ruin the in- 
surance industry and the policyholders.” 

The amendment advanced by Senator 
Robinson culminated several weeks of 
tongue lashings directed against insur- 
ance companies by the Senator. In the 
Senate last week he charged that insur- 
ance companies had “squandered” 
money held in trust and had increased 
salaries of executives to “unheard of 
levels” through affiliates in order to mis- 
lead policyholders. His solution would 
be a constitutional amendment specify- 
ing that “the Congress shall have power 
to regulate the business or commerce of 
insurance throughout the United States 
and all territory subject to the jurisdic- 
tion thereof.” 

Senator Robinson argued that “insur- 
ance is of such great value to the people 
and the ends so commendable that it is 
essential the evils of the business or 
misconduct, if they exist, be exposed at 
the earliest possible moment in order 
that the people may not lose confidence 
in the excellent purpose of insurance it- 
self.” He contended there should be a 
thorough Federal investigation. The 
Federal Government now, however, has 
no authority over insurance companies, 
“so I propose to offer an amendment to 
correct this situation,” the Senator de- 
clared. 

Says Insurance Saved Nation 

“The best argument against the amend- 
ment,” said Congressman Kopplemann, 
“is that insurance companies with but 
lew exceptions have stood up in the face 
of the chaotic business conditions pre- 
vailing in this country as no other busi- 
ness in the world has. To my mind, the 
stability of the insurance industry has 
been one of the main factors in keeping 
our country from completely breaking 
down. The flag of insurance has been 
aloft all through these terrible years, and 
policyholders fave received millions of 
dollars without interruption. 

“T assert that were it not for the sta- 
bility of our insurance companies the 
condition of the people of the country 
and the world would have become inde- 
scribable. The morale of the people, be- 
cause of insurance, has been maintained 
In the face of all other adverse conditions 
confronting them. Because of this glori- 
ous record made by the insurance com- 
pames, I am not only surprised but 
greatly chagrined that any man would 
tise in the Senate and ask for such an 
amendment. 

“If I wanted to ruin the insurance 
companies and thereby bring about a 
resultant disastrous effect upon policy- 
holders, I know of no better way this 
could be accomplished than through the 
very thing that has been proposed as a 
Constitutional amendment. I doubt very 
much if this proposal will even get out 
Of committee.” 


BRUNINGA GROUP MANAGER 

William J. Bruninga has been ap- 
Pointed agency supervisor for group and 
Wholesale lines of the Peoria Life. 


ENGLISH INTEREST PROBLEM 
Michael Falcon, Chairman of Norwich 
Union Life, Discusses Future Out- 
look in That Country 

The problem of what interest return 
may be safely assumed is an important 
one of the day in England as it is here. 
At the annual meeting of the Norwich 
Union Life there Michael Falcon, chair- 
man, said that if interest earnings are to 
be regarded as stationary on the basis 
of what can be secured from British 
Government securities the whole ques- 
tion of rates of premium for new busi- 
ness will need careful consideration. 

Life offices in the past have taken 
34% as a safe net interest basis for 
premium calculations. But with the in- 
come tax at its present high level there 
they do not know how much longer they 
can be satisfied with that return. 

The Norwich Union Life last year re- 
invested £2,800,000 which was spread over 
nearly every classification in the assets. 
It is calculated to bring 4%, whereas if 
all had been put in government bonds 
the interest would have been only 
2 2/3%. 








Frank S. Forbes, auditor of agency ac- 
counts at the Connecticut Mutual home 


HAS 30 FULL TIME MEN 





New T. M. Searles Agency of State 
Mutual Led Company in Its First 
Month; Star Salesmen Campaign 

The T. M. Searles general agency of 
the State Mutual in its first month led 
the company’s agencies throughout the 
country. During Financial Independence 

Week it obtained sixty-two applications. 

The agency has thirty full time men. 

On May 23 William Munson and his 

organization joined the Searles agency. 

Mr. Searles has inaugurated a “Star 
Salesmen Campaign” which will close on 
June 10. 





TALKS IN TORONTO 


General Agent John W. de Forest of 
Buffalo Addresses Life Underwriters 
Association of Toronto on Selling 


John W. de Forest, general agent 
Aetna Life, Buffalo, addressed the Life 
Underwriters Association of Toronto 
yesterday. A Canadian, Mr. de Forest 
was educated at Cornell University, 
served with the British forces during the 
war, and after being with the Travelers 


later being made Buffalo general agent 
His talk was on this subject: “Getting 
Back to Fundamentals, or Selling In- 
surance Under Present Day Conditions.” 





CLINIC X-RAY GIFT 
The X-ray department given by the 
Western & Southern Life to the Health 
Center clinic of Cincinnati, its home of- 
fice city, has been used to examine 584 
chest cases since last September. 





GREAT-WEST PROMOTIONS 

Two new assistant treasurers and an 
assistant actuary have been named by the 
Great-West Life. F. J. Freer and P. S. 
Bower are the new assistant treasurers 
Mr. Freer before joining the Great-West 
was superintendent of land settlement for 
the Canadian National Railways and su- 
perintendent of the Soldiers’ Settlement 
Board. Mr. Bower upon graduation from 
college joined the actuarial staff of the 
Great-West but later headed the statis- 
tical section of the investment depart- 
ment. Frank G. Whitbread, assistant 
actuary, was born in Yorkshire, England, 
but was educated in Canada. He came 
to the Great-West direct from college. 





Every time you see a policyholder tell 















office, has been forty years with the resigned in 1930 to become assistant su- him something which will increase his 
company. a perintendent of agencies for the Aetna, appreciation of his policy—Conmutopics. 
——— ————— —— sees 
HAROLD SMYTH LK SUPERVISOR 
The Luther-Kefer Agency is and engaged immediately in 
expanding and developing sales work. He is intimate- 
its full-time sales organiza- ly in touch with L-K sales- | 
tion. Perhaps the sound- men, constantly engaged 
ness of this policy is in the discussion of | 
reflected in the fact that their problems. He gives | 
the current Leaders Club his full time to full-timers 
Bulletin, published by the . . . He does not regret 
Home Office, includes 36 having stopped the study of 
Manhattan /Etna-izers . . . Active law to start the study of life insur- | 
in promoting our full-time policy is ance. Believing that there is always | 
Supervisor Herold Smyth, a young something to learn, he goes in avidly | 
man who entered our Home Office for special courses at Columbia and | 
in 1924. Alter several years in the N.Y. U. So he’s a scholar, a gen- 
New Business Department, he came tleman, and a good judge of the | 
to 100 William Street in 1927 value of full-timeliness. .*. | 
Character in a business organization is a composite 
of the characters associated with it. Therefore, this 
| series of brief biographies in easy installments — 
| will reflect the spirit and personality of 
| THE LUTHER-KEFFER AGENCY | 
A TNA LIFE INSURANCE COMPANY 
| KENDRICK A. LUTHER - ROSCOE H. KEFFER, General Agents 
| 100 William St. « © © 110 E. 42nd St. & * » New York City 
| DOWNTOWN BEEKMAN 3.900 TELEPHONES UPTOWN ASHLAND 4.2500 
NO CHARGE FOR SERVICE x FULL COMMISSION TO yOu 
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Missouri State Life 
Withdraws From N. J. 


PART OF ‘ECONOMY PLAN OF CO. 


Manager E. D. Finch, Jr., Joins Guardian 
Life, Opening a New Newark 
ce 
The Missouri State Life has withdrawn 
from New Jersey as part of the economy 
plan laid out by the company at the be- 
ginning of this year. After a number of 
years during which it did business in that 


state the company ceased writing new 
business there as of May 1 
As has been the case with many other 


companies the paid-for production in 
New Jersey has been steadily decreasing 
during the past three years. In 1932 
the paid-for production for the entire 
state was $1,008,153. In 1931 it was $1,- 
276,943, and in 1930 it had been $1,359,172. 

Up to last June the office was under 
the managership of Ernest D. Finch, Sr 
who was transferred to the Cleveland 
office of the company about July 1. Mr. 
Finch was in charge of the Newark of- 
fice for a period of ten years. 


He was succeeded by his son, Ernest 
D. Finch, Jr., who had been assistant 
manager. Mr. Finch, Jr., made a cred- 


itable showing in paid-for production, but 
the company decided on a plan of econ- 
omy. 

There will be 
collection office 
supervision of 
been cashier of the 
take care of collections 
ters which may come up for the 
pany’s attention. 

E. D. Finch, Jr., Joins Guardian 

Ernest D. Finch, Jr., has been made 
manager of a new office which the Guard- 
ian Life will open in the Military Park 
building in Newark. This is along the 


maintained in Newark a 
which will be under the 
Harry Braum, who has 
office and who will 
and other mat- 
com- 


line of expansion of the Guardian in 
opening additional offices in the various 
large cities throughout the country. 

It is expected that the entire agency 


plant that represented the Missouri State 
will continue with the Guardian. 

This office will be the second large 
agency of the Guardian in Newark, the 
other agency being under the supervision 
of M. E. Bay as manager. 


Tenth International 
Actuarial Congress 


AGENDA OF ROME CONVENTION 


Danes Want Methods of Educating 
Actuaries Discussed at Meeting 
May 1-5, 1934 


The Tenth interaational Actuarial 


Congress will take place at Rome on 
May 1 to 5, 1934. The Permanent Com- 
mittee has proposed that papers on the 


following subjects shall be discussed at 
the meeting: (i) Unemployment insur- 
ance, (11) Disablement insurance in con- 
nection with life assurance, (iti) Group 
insurance, (iv) the importance in life as- 
surance and double indemnity insurances 


of the various causes of death, (v) Se- 
lection mortality tables, (vi) Develop- 
ment of industrial life assurance since 
the London Congress in 1927, (vii) Fi- 
nancial problems in life assurance from 
the point of view of actuaries, (viii) 


Financial transactions and sickness and 
disablement insurance, (ix) the fixing of 
premiums and underwriting reserves in 
accident and third-party insurance. 
“Papers may be sent in covering the 
following subjects which will, however, 
not be discussed at the meeting: (i) So- 
cial insurance, other than unemployment 
insurance, (ii) Life assurance without 


medical examination, (iii) The influence 
ot suicides on life assurance, (iv) Health 
service, (v) The air traffic risks from 


and dis- 
says The 


the point of view of mortality 
ability of passengers and staff,” 
Review of London. 

“The committee may consider pro- 
posals for other topics for discussion 
Danish actuaries have proposed that the 
Cong should discuss ‘Which is the 
best method of educating actuaries and 
what methods are actually used in the 
various countries.’ Papers should be 
submitted not later than October 31, 1933, 
as extracts have to be prepared in three 
languages.” 


xress 


ATLANTIC LIFE ANNIVERSARY 

The Atlantic Life of Richmond, Va., is 
celebrating its thirty-third anniversary 
this month, and is holding a special sales 
drive. 


New Men Make Fine Showing In 
Moskowitz & Ainbinder Campaign 


A special production campaign for new 
business by new men was carried out by 
the Moskowitz & Ainbinder Agency of 
the Continental American, Newark, 
in 28% larger business 
with 98% of 


business which 


which resulted 


than any previous month 


the new men submitting 


resulted in their paying for 76% of the 


volume. The agency is composed of 


twenty-two full time men. 

This 
cellent results was conducted by Robert 
Kruh, supervisor of the Moskowitz- 
Ainbinder Agency Mr. Kruh has had 
a great deal of experience in production 
work. His 
through the 


unusual campaign with its ex- 


into 


New 


and training entrance 


life insurance was 


York University training course afte: 
which he became an agent for the Equi- 
table Society in the Samuel Karsch 
Agency. His record was so good from 
the start that at 24 he was assistant 
agency manager. He later went to the 
\. V. Ott Agency of the Equitable wher« 
he built up a unit from scratch which 
produced at the rate of $2,500,000. 

Mr. Kruh has made a fine record in 
number of cases written as well as in 


amount of personal production which 





appre 


ROBERT 


KRUH 


aches a million a year. For some 
time he led the entire Equitable field 
force in paid cases. In 1931 his policy- 
holder clients gave him a dinner in ap- 
preciation for his service to them. 











| ROTECTION--- 


when and where it 
is needed ---~- 


THE EMANcIPATOR [OLAN--- 


the low-cost modified life 
contract copyrighted hy --~ 





The Lincoln National Life Insurance 


Company. Fort Wayne, Indiana. 





Morgan Centenary 


(Continued from Page 14) 
Tooke, 


ers as Horne Jurdett, and Paine. 


Revolutionary songs were sung at his 
house, but his political publications at 
any rate were not extreme. They con- 
sisted of six pamphlets on public finance 
which severely criticized Pitt’s admin- 
istration; but the author displayed no 
revolutionary tendencies, and the most 
substantial criticism was that the Sink- 


best ad- 
important 


ing Fund was not used to the 
vantage. Morgan’s one other 


publication was a life of his uncle. 
His writing shows him to have pos- 
sessed the gift of lucidity, that he held 


his views forcibly, expressed them cour- 
geously and was disinclined to listen to 
criticism. His caustic wit is often evi- 
dent. AM nel also, is observable. 
Morgan’s gift of friendship and his 
willingness to lend a helping hand in the 
formation of other life offices. even 


though they were eventually to be his 
competitors, won him the thanks of 
young venturers into the field. He him- 
self started when the total life cover- 


only a few thousand pounds 
understood the subject, and 
he lived to see a large established busi- 
ness conducted by many companies in- 
volving millions, with his personal ex- 
ample as a guide. He combined the gift 
of business acumen with that of theo- 
retical investigation—an ideal combina- 
tion for an actuary. 


ages were 
and no one 


29,000 MORE APPLICATIONS 

The Ordinary division of the Metro- 
politan Life for the first three months 
of 1933 received 29,000 more ey ater 
in Ordinary than for the same period of 
1932. For the first two months more 
applications in Ordinary were received 
than in any two months in the history 
of the company. : 





SHEPPARD’S THIRTY-NINE YEARS 
Frank Sheppard of Sheppard & Shen- 
nard, general agents for the Provident 
Mutual at Wilmington, Del., recently 
celebrated his thirty-ninth anniversary 
with the company. Two sons are the 
other members of the agency firm. 


NWNL VETERANS 
A. W. Crary, general agent of the 
Northwestern National in North Dakota, 
recently began his twenty-seventh year 
with the company, and S. N. Miller, gen- 
eral agent at Portland, Ore., has a record 
only three months shorter. 


ATLANTA COURSE HELD 
A life insurance training course was 
held in Atlanta, Ga., recently under the 
auspices of the Atlanta Constitution, fa- 
mous newspaper of that city. Vernon 
T. Grizzard conducted the course, which 
ran five days. 





| Stratford L. Morton Has 


| Twenty-fifth Anniversary 





STRATFORD) 


LEE MORTON 


Stratford Lee Morton, general agent 
for the Connecticut Mutual Life at St. 
Louis, yesterday passed his twenty-fifth 
anniversary with the company. He has 
been general agent since 1912, having 
been appointed four years after he 
joined the company. 

Mr. Morton has often been the lead- 
ing personal producer of the company, 
even while general agent, and he was 
the first Connecticut Mutual man to 
write over a million a year, having done 
so in 1923. He has long been promi- 
nent in life underwriters’ association 
work, and has held many offices. 

The agency itself was founded eighty- 
five years ago, being established in 1848 
two years after the Connecticut Mutual 
was founded, and is said to be the first 
life agency established west of the 
a 


A COLLEGE YEAR BOOK 


The probability is that the annual year 
hook of the Musketeer, published in the 
interest of Xavier University, Cincinnati, 
will be quite a document. Charles M. 
3iscay of the Western & Southern Life, 
who among other activities is one of the 
best publicity men in the business, '§ 
instructing the staff in the methods of 
soliciting advertising at weekly meetings 
on Wednesday evenings. 

The place of the life insurance man is 
at the other man’s desk—Conmutopics. 
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Baltimore Ass’ n 1 Holds 
. Big Sales Conference 


ECONOMIC RECOVERY THEME 








Hart, Klingman, Wells, Preston, Ruben- 
stein, Huebner, Benner and Kutcher 
Talk at Congress 


With a program including both home 
office executives and prominent Balti- 
more agents, the Baltimore Association 
of Life Underwriters held a Sales Con- 
ference last Friday, meeting in the Audi- 
Theater there. The theme was 


torlum ter me 
“Let's Get Going Again.” 

Hugh D. Hart, head of the Blind In- 
surance Association of America, opened 


the program by answering the question 
“Have the Life Insurance Companies 
Kept the Faith?” His answer was af- 
firmative and is summarized in the next 
column. 

W. W. Klingman, vice-president of the 
Equitable Society, discussed the sales op- 
portunities of the present year, and Dr. 
S. S. Huebner, dean of the American 
College of Life Underwriters, explained 
why he believes that life insurance is 
still the solution of personal economics. 

Remarks of Dr. Claude L. Benner, 
vice-president of the Continental Amer- 
ican, in which he gave an optimistic pic- 
ture of the future in America, are re- 
ported elsewhere in this paper. 

George J. Kutcher of Recht & Kutcher, 
general agents for the Northwestern Mu- 
tual in New York City, explained, “How 
do we start to get going again?” 

Three Baltimoreans Speak 

Three Baltimore men answered the 
question “How can the life insurance 
salesman lead the way?” the answers 
being given by Friend L. Wells, general 


agent, Aetna Life; James A. Preston, 
general agent, State Mutual Life of 
Worcester; and Dr. Charles A. Ruben- 


stein, agent of the Northwestern Mutual. 
The life insurance agent need not be 
greatly concerned with the purchasing 
power of the dollar, Dr. Rubenstein said. 
“We can trust our government to make 
a dollar reflect its actual worth with jus- 
tice to the individual citizen and the 
world at large. But the essential factor 
of the argument should be that on a 
$10,000 life insurance policy $10,000 will 
be paid, not one cent less. Such has 
been the tradition of life insurance in 
\merica, hallowed by time, amid wars, 
financial crises and almost overwhelm- 
Ing economic disasters.” 
Dr. Rubenstein, who is a leading pro- 
ducer of the Russell Law agency of the 
Northwestern Mutual in Baltimore, told 
the congress that the personal equation 
in selling involved on the part of the 


agent a high grade of intelligence, a 
great deal of knowledge, a sense of 
honor, the demands of fair play and 


Justice, 

Warren V. Woody was general chair- 
man of the committees for the confer- 
ence, with Russell L. Law associate chair- 
man and George S. Robertson secretary- 
treasurer. William P. Stedman headed 
the speakers’ committee. 


YQUNG WITH UNION CENTRAL 
The new Indianz ipolis manager for the 
Union Central Life is Pierce H. Young, 
formerly superintendent of agencies for 
the Central Life Assurance Society, Des 
Moines, and before that with the Life 
Insurance Sales Research Bureau. 





SUIT OVER M. I. B. 
Dr. Channing B. E wing, Jefferson City, 
Mo., has brought suit for $100,000 dam- 
ages against thirty-four life companies 
owe of statements made about him 
a Medical Information Bureau report 
t which he objects. 


BUSINESS. INSURANCE REPORT 
The Hooper-Holmes Bureau is now 
issuing a special report for business in- 
‘trance cases, where the company for 
which the applicant works or with which 
€ is connected is named beneficiary. 


Life Insurance Has Kept 
Faith, Says H. D. Hart 


HIS TALK IN BALTIMORE, MD. 
Best Way to Regain Economic Security; 
Solves Individual Financial 
Problems 


In addressing the Baltimore Life Un- 
derwriters Association Hugh [D. Hart 
took as his theme that life insurance 
has kept the public’s faith. He said in 
part: 

“I know you are seeking to find at 
this conference an answer to the: ques- 
tion: ‘What is to be the future of life 
insurance?’ That is the easiest of all 
questions arising out of this depression 
to answer. Let me answer it in terms 
of a philosophy as old as human civiliza- 
tion. Do you not know that every in- 
strumentality of progress finds favor and 
prospers, so long as it keeps the faith, 
so long as it is not supplanted by some 
other instrumentality, that renders bet- 
ter service? Thus far no other device 
of man approaches the solution of the 
individual’s financial problem as _ effec- 
tively as life insurance does. And there 
is little likelihood that it ever will. 

“I can remember that following the 
influenza epidemic of 1918, life insurance 
became easier to sell than it had ever 
been before, due to the realization that 
dawned on millions of people that death 
might come at any hour to any man, 
regardless of his state of health—and 
life insurance alone could be provided to 
meet the emergency which death cre- 
ated. A sense of insecurity was created 
out of the tragedy of those days of epi- 
demic—and life insurance sales increased 
as men sought to end this insecurity. 

Confidence of Public 

“Today another kind of tragedy has 
brought home to Americans of every 
type that selfsame feeling of insecurity. 
A hundred million people are anxiously 
asking themselves the question every 
hour of every day: ‘How can I regain 
economic security for myself and my 
family ?’ And since life insurance during 
the depression has kept the faith so 
much more completely than any other 
institution of man, a hundred million 
people are looking to life insurance as 
the surest way to answer this question.” 


OFFICE MANAGEMENT EXAMS 


Held in Offices of 50 Insurance Compa- 
nies: Subject “Principles of 
Life Insurance” 

The 1933 Spring examinations of the 
Life Office Management Association In- 
stitute for the four parts of Course I, 
“Principles of Life Insurance,” were held 
last week in the offices of fifty member 
companies. Eighteen hundred examina- 
tions were given to approximately nine 
hundred employes. Those taking the ex- 
aminations ranged from senior clerks to 
executive officers. A considerable num- 
ber of branch office employes were in- 
cluded in the enrollment. 

Examination papers will be graded < 
the Institute headquarters in Cincinnz ti 
by a staff of trained men selected for 
this purpose. It is expected that credits 
will be announced during the early part 
of June. Those successfully passing the 
four examinations of Course I will be 
awarded a Life Office Management As- 
sociation Institute Certificate. 


CHICAGO SALES CONGRESS 
A regional one-day sales congress was 
held in Chicago Thursday for Connecti- 
cut Mutual Life representatives from 
Illinois, Michigan and Wisconsin. Vin- 
cent B. Coffin, superintendent of agen- 
cies, and H. M. Holderness, vice-presi- 
dent in charge of agencies,. presided. 
A sales demonstration was conducted 
by William H. Pryor. 


GEORGE H. SMITH DIES 
George H. Smith, member of the legal 
staff of the Metropolitan Life, died on 
Saturday of last week. 











| HEARD On The WAY AY | 


A conference between some prominent 
Eastern and Western figures in the busi- 
ness was held in New York this week, 
and those who attended advise me that 
it was an exchange of low down. A 
check up on what has happened: in the 
past few months; an opportunity, also, 
to discuss the future. No stenotyper 
present; no handout to newspaper people. 

From the American Life Convention 
came President Daniel Boone and Man- 
ager Byron K. Elliott; Herbert M. 
Woollen, American Central; O. J. Ar- 
nold, Northwestern National; Gerard S. 
Nollen, Bankers of Iowa; and C. B. Rob- 
bins, Cedar Rapids Life. From the As- 
sociation of Life Presidents came George 
W. Smith, New England Mutual; James 
Lee Loomis, Connecticut Mutualt Alfred 
Hurrell, Prudential; E. E. Rhodes, Mu- 
tual Benefit; Vincent L. Whitsitt of the 
association. 


More than 6,500 bills under considera- 
tion by 47 state legislatures this year 
have had effect on the purely life insur- 
ance operations of life companies; or 
would if enacted. In addition there have 
been 2,000 bills affecting mortgage in- 
vestments. 


The talk made by Edward D. Duffield 
(president of the Prudential), in his ca- 
pacity as president of Princeton Univer- 
sity, at the dinner where the Pulitzer 
prizes were awarded, was one of the 
loftiest and most impressive of all the 
addresses he has made. 

Uncle Francis 





KEANE VS. EUBANK 


Celebrated Links Feud Renewed at 
Raritan Valley Country Club, 
Somerville, N. J. 

The Eastern Underwriter went to 
press for this week there was being re- 
newed the now famous feud between 
Donald C. Keane of the Keane-Patterson 
Agencies of the Massachusetts Mutual 
Life and Gerald A. Eubank, manager of 
the life department of Johnson & Hig- 
gins, on the Raritan Valley Country 
Club golf course at Somerville, N. J. 

“Don” and “Jerry” have locked horns 
before and there was fire in their eyes 
and devastation in their mailed fists as 
they met yesterday, each predicting. dire 
destruction of the other’s prowess at the 
ancient and honorable game. The cas- 
ualties will be reported next week 


c. &. KNIGHT RECOVERING 
It is believed that before long C. B. 
Knight, general agent Union Central, 
New York, will leave the hospital where 
he has been since suddenly becoming ill 
upon his return from the Pacific Coast. 
His condition is much improved. 











AT THE McKEE DI DINNER 


At the dinner given to Joseph V. Mc- 
Kee at the Astor last week George S. 


Van Schaick, Superintendent of Insur- 
ance, and Samuel Feller, first deputy su- 
perintendent, sat on the dais. Among 


men giving table parties were 
Fraser, general agent of the 
Mutual; and Richard A. 


Corroon & Reynolds. 


insurance 
John M. 
Connecticut 
Corroon of 
OMISSION IMMATERIAL 

Where an insured woman was not in 
sound health on the date of the policy, 
even though the agent had neglected to 
ask all the questions in the application 
the policy did not go into effect, the New 
Hampshire Supreme Court has held in 
Karp v. Metropolitan Life, 164 Atl. 219. 
After the woman insured had died it was 
shown that she had had valvular disease 
of the heart on the date of the policy. 
The agent had neglected to ask specific- 
ally every question on the application 
blank but the court held that this, while 
negligent, was immaterial because the 
insured was proved to have no knowl- 
edge of her true condition. 


A. L. C. Gives Emergency 

Legislation to Date 
DISCUSSES POWER OF STATES 
First Bill in Crisis ‘Wie Introduced in 


Indiana March 1; New York Act 
Approved March 7 





Insurance Legislation in 
is the title of a time- 
ly volume issued by the American Life 
Convention which discusses the laws en- 
acted during the exciting months of 
March and April, 1933, having to do with 
what payments insurance companieés can 
make. The first of these emergency 
bills was introduced in Indiana on March 
1. The New York act was approved 
March 7. By the end of March twenty- 
one states had completed the enactment 
of laws of character similar to New 
York’s. The purpose of these laws, large- 
ly to prevent hoarding and _ hysterical 
liquidation, is well stated in the Califor- 
nia law, which says: “It is essential to 
the preservation of public peace, health 
and safety that life insurance companies 
be afforded a reasonable opportunity for 
the orderly payment of monies due their 
policyholders.” 


“Emergency 
the Several States” 


Reciprocal Features 

The American Life Convention 
in part in its discussion of the reciprocal 
features: 

“If reasonable regulation is interpreted 
as contemplating a reciprocal order for 
the policyholder, then such order should 
apply only to the same field as the re- 
strictions. As a matter of act, all the 
regulations in force serve such interpre- 
tation by an exception which permits the 
full use of cash values and money on de- 
posit to pay premiums or other obliga- 
tions to the company. The California 
act itself requires such a provision. 

“No outright suspension of premium 
payments or extension of the grace pe- 
riod can be obtained in the name of 
reciprocity. Regulation limited to the 
secondary policy agreements is not on 
the same plane as regulation of premium 
payments. Where death payments and 
policy maturities are not restricted, and 
where many policies have no cash value 
remaining, the inverse of loan and sur- 
render payment restrictions is in no 
sense the suspension of all premium pay- 
ments, even on the Texas theory. There 
is no correspondence between them.” 

The booklet was written by Judge B 
K. Elliott. 


says 


ILLINOIS LIQUIDATION 


A Number of Companies Winding Up 
Their Affairs; Attorney General Acted 
On Request of Insurance Department 
The Attorney General of Illinois has 

been asked to proceed under the pro- 

visions of the state’s liquidation act in 
winding up the affairs of a number of 
companies. They include the Illinois Mu- 
tual Union and American Mutual Bene- 
fit Association, which were notified that 
their authority to do business was can- 


celed. Also, the Old Equity Insurance 
Co. of Chicago and Teachers National 
Life & Annuity of Springfield which 


have been notified to cease doing busi- 
ness. Another mutual benefit association 
which will be liquidated is the Corn Belt 
Life Association of Champaign The 
Eagle Burial Society of Chicago is also 
in liquidation. 


COLONIAL LIFE OUTING 


The Colonial Life is running a five 


week campaign among its New Jersey 
agents, to be capped by an outing on 
June 8. 


FRATERNALS TO MEET 
The Canadian Fraternal Association 
will meet in Quebec May 22-23. Albert 
Chevalier is president. 


HORNSTEIN MADE FIELD SUPT. 
The Washington National Life of Chi- 
cago has made Adolph Hornstein field 
superintendent in the Newark territory 
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EMERGENCY LEGISLATION 
The 


sued a special bulletin bearing the title, 


American Life Convention has is- 


“Emergency Insurance Legislation in the 
Several States,” 


menting upon these acts which have re- 


and comparing and com- 


cently given to supervisory insurance of- 
ficials so much power over life insurance. 
It is an important document. In dis- 
cussing the question of constitutionality 
of those acts, which has so often of late 
attracted the attention of lawyers and 
others, the American Life Convention 
Says: 

“No extensive comment will be made 
on this subject, although there remain 
to be determined two questions of con- 
stitutional law common to all these acts. 
Is the State police power, exercisable by 
the legislature, sufficiently broad to sup- 
port temporary control of this class oi 
contract? Is there an unwarranted dele- 
gation of the legislative function in the 
authority imparted to the Commissioner 
of Insurance or Governor to dictate the 
form and extent of the regulations there- 
under ? 

“Undoubtedly this legislation addressed 
itself to a public emergency which af- 
fected the peace, health and safety of 
the people. It operates upon a business 
already classified by the United States 
Supreme Court as one affected with a 
public interest. Insofar as the acts in- 
voke the police power within the limita- 
tions of the emergency, their validity 
cannot well be questioned upon this 
ground. It may be assumed, however, 
that the protective measures authorized 


must be coterminous with the fact of 
emergency, or rather must not extend 
beyond a point where there is some 
tangible evidence remaining that the 


emergency still exists. If the temporary 
suspension of performance of the lesser 
covenants in the life contract is in any 
sense impairment of the obligation, then 
it is interference necessary to preserve 
and assure eventual performance of the 
whole contract: a temporary restriction 
to order the procedure of performance. 
\ reasonable opportunity for orderly per- 
formance is, perhaps, an assumption of 
the insurance contract. 

‘A more serious question, because of 
the broad, general character of the pow- 
ers imparted, is the one of delegation. 
In this instance, however, ii the power to 
regulate the insurance business in the 
manner in which the Commissioner is 
authorized by these acts resides at all in 
the legislature, then it must be delegable 
to the executive branch. It could not 
otherwise be exercised at all. The emer- 
gency conditions upon which it is based 
change rapidly in step with the mood of 
the people, suddenly heightened by hys- 
teria or modified by news from the mar- 
kets. The nature of the salutary regula- 
tion contemplated could not be predicted 
in advance of the need. No legislature 
could convene often or quickly enough to 
meet the changing situation. 

‘The constitutionality of these laws is 
much more likely to receive judicial sup- 


port today than it would have been 
twenty, ten years, or even one year ago. 
Internal national emergencies serve to 
nourish the growth of the police power, 
or the ‘law of overruling necessity,’ as 
it is sometimes called.” 


MORE OPTIMISM 
Expected rise in commodity prices is 


expected to save the situation for some 
of the weaker life insurance companies 


which have been worried by a frozen 
position. The outlook is much more 
cheerful than it was some weeks ago. 


There is a greater feeling of confidence. 
This the 
outlook but to Washington developments 


extends not only to business 
also. 

MAN’S INHUMANITY TO MAN 

One of the most disturbing aspects in 
the life insurance claim situation is the 
growing number of murders committed 
in order that insurance may be collected. 
\ short time ago the country was shock- 


ed by a gang which ran a speakeasy, got 
drunk 


periods, and then left them exposed in 


its victims during rainstorm 
open places hoping that they would con- 
tract pneumonia fatally. 

All of these murders for life insurance 
proceeds are unusually brutal or cruel 
Daily newspaper stories of the most re- 
cent case—the killing of Michael Malloy, 
a stationary fireman in the Bronx—tell 
of resort to four distinct methods of as- 
before a gang succeeded in 
him. His 
Malloy spent most of his time 


sassination 
killing policies aggregated 
$1,294. 
standing in front of a bar in a speakeasy 
drinking. Realizing his tendencies, the 
gang plied him with free drinks contin- 
uously in the hope of undermining his 
constitution, but apparently he remained 
healthy as ever. Then they resorted to 
wood alcohol, but unsuccessfully. Finally, 
when drunk he was placed in a road and 
a chauffeur is accused of driving the car 
times. Still his 


Next, when drunk, a 


over him several con- 


stitution resisted. 
gas tube was slipped into his mouth and 
that 
The members of the gang were finally 
arrested. He had two policies. One for 
$800 was paid; one for $494 was held up. 


conspiracy resulted in his death. 


BALTIMORE APPOINTMENT 

The Continental Life has appointed 
Sydney S. Cohen general agent for Bal- 
timore. He takes over the general agen- 
cy organization headed by the late 
George C. Lilly of Baltimore. The agen- 
cy’s offices are in the First National Bank 
Building, Baltimore. 
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DR. S. 


S. HUEBNER 


Dr. S. S. Huebner, University of Penn- 
sylvania, has been elected president of 
the newly formed American Association 
of University Teachers of Insurance. 
Ralph H. Blanchard of Columbia is vice- 
president. 

* * * 

James M. Carter, vice-president and 
treasurer of the general insurance 
agency of McPherson & Carter, Buffalo, 
has been appointed as one of a commis- 
sion of three members which will de- 
cide how much the Federal government 
shall pay for the site which it has pre- 
pared to condemn prior to the erection 
of a new $3,000,000 post office and Fed- 
eral court building in that city. 

x * * 

Alexander McNear, a local agent of 
Newark, N. J., was last week elected 
president of the Laymen’s Association 
and also of the Lay Conference of the 
Newark Conference of the Methodist 
Episcopal Church. 

* * * 

John §S. Fabling of Fabling & Fabling, 
Denver insurance man, recently returned 
from a World tour. 

* * * 

William R. Sheppard, a well-known 
local agent of Cape May, N. J., was re- 
elected mayor of that city in southern 
New Jersey last week. 

* * . 

Carl Appelgren, who is with the Skan- 
dia of Stockholm and is well known in 
the New York insurance district, is on a 
two months’ trip making a study of Ger- 
man insurance companies. 

* * * 

Capt. H. W. G. Avenell has been ap- 
pointed district manager of the Manu- 
facturers Life for Ceylon. He was with 
the company in India for a number of 
years. 

* * * 

W. P. Phelps, former manager and sec- 
retary of the Equity & Law Life As- 
surance Society, has presented to the 
s:itish Institute of Actuaries a council 
table and set of chairs. 

* = fe 

Eugene Brennan, district manager for 
the John Hancock Life at Hartford and 
thirty-five years with the company, re- 
sembles Vice-President John N. Garner 
in appearance. 

* * 

Stephen Wardwell Edwards is the 
name of a new son of R. S. Edwards, 
new Chicago general agent of the Aetna 
Life. 

* * * 

Dorothy M. Jamison is now associate 
actuary of the George Washington Life, 
Charleston, W. Va. 


F-ank B. Heller of the Schlesinger. 
Heller Agency of Newark, N. J., and one 
of the most widely known agents in Ney 
Jersey, celebrated his fifty-fifth birth. 
day last week. He has been affiliated with 
the agency for thirty years. After grad. 
uating from high school in Newark he 
became office boy for Henry F. Trimpi, 
insurance adjuster in Newark. Tyo 
yeais later he entered the employ oj 
the Merchants Insurance Co., where he 
earned promotion to assistant of the 
city department. He was connected with 
that company for eight years. Later he 
traveled for a business firm for a short 
while and then became connected with 
the agency of which he is now a partner 
He has been in insurance for about forty 
years. 

* * x 

E. J. O’Brien, director of Smyth, San- 
ford & Gerard, Inc., prominent New 
York insurance brokers, was campaign 
manager for Dr. Ellenstein in the recent 
Newark election for city commissioners, 
lr. Ellenstein polled the largest vote 
ever given to any candidate. Mr. O’Brien 
in the fire insurance field is widely rec- 
ognized as an authority on railroad in- 
surance. 

* * x 

Frederick J. Graves, insurance man of 
St. Catherines, Ont., near Buffalo, 
las been appointed sheriff of Lincoln 
County, in which he resides. 

* * * 

W. J. Burns, an agent of the State 
Mutual Life in Dayton, Ohio, is a nephew 
of the famous detective of the same 
name. 

:# » 

G. M. MclIndoe, marine secretary of 
the Universal and a director of Talbot, 
sird & Co., has returned from a short 
vacation trip to Florida. 

x * * 

John G. Stovall, well-known local agent 
of Richmond, Va., has come out as a 
candidate for the legislature. He says that 
he is in favor of legalizing the sale of 
beer in Virginia and of state liquor con- 
trol under local option if the Eigh- 
teenth amendment is repealed. 

x @ * 

Harold G. Hoffman, New Jersey state 
motor vehicle commissioner, has cau- 
tioned highway police to watch the “one- 
eyed car evil.” By that he means cars 
with only one headlight or with no tail 
light at night. Many accidents have been 
caused by these reasons. 

* * * 

Howa:d C. Lawrence, general man- 
ager for the Lincoln National Life in 
New Jersey, has been elected president 
of the Parent-Teachers Association 0! 
the Montclair High School. 

* * * 

P. R. Keiser, for six years payroll 
auditor of the Colorado compensation 1n- 
surance fund, has been named manager 
of the department, filling the office made 
vacant by the death of Howard W. Ret- 
ding. 

* * * 

G. H. Lofthouse, general agent of the 
Lincoln National Life at Detroit, has 
been laid up with scarlet fever. 

* *x * 

Miss Miziam Sachs, secretary to Wil- 
liam Alexander, secretary of the Equ’ 
table Life Assurance Society, had some 
paintings in the annual exhibit of stv- 
dents’ work at the Grand Central School 
of Art Studios, Grand Central, New 
York, last week. 

-s * 

William Mosenthal, of Mosenthal, 
Sons & Co., London merchants and 0! 
Adolph Mosenthal & Co., Port Eliza- 
beth, South Africa, and a director of the 
London & Lancashire, and the Marine 
Insurance Co., who died recently, ag 


72, left £750,263. 
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Ralph B. Ives 


It is reported in Hartford that Ralph 
B. Ives, president of the Aetna (Fire), 
will not accept the nomination for presi- 
dent of the National Board of Fire Un- 
derwriters at the annual meeting of that 
organization next week. Mr. Ives as 
vice-president of the National Board is 
next in rank for this position. 

* * x 


Publisher James E. Dunne and Asso- 
ciates Physically Assaulted 

Life is exciting in Chicago these days. 
Word has reached New York of a physi- 
cal assault on some members of the staff 
of the Insurance Index, following an 
issue of that paper in which a number 
of pages were devoted to severe criticism 
of some people in the business. These 
lambastings included an open letter to 
Governor Horner reprimanding him for 
the appointment of Ernest Palmer as in- 
surance commissioner, declaring the ap- 
pointment was “offensive to citizens of 
this great state,” and that the appoint- 
ment “proves yourself unworthy of the 
place with which we honored you, and a 
gentleman would resign.” 


There was also a long article discuss- 
ing Alfred M. Best, under the headline, 
“Is Best a Menace to Insurance This 


was an attack upon methods of ratings 
given insurance companies by the Best 
organization, “particularly the withdraw- 
al of ratings.” It discussed also the sale 
of some insurance companies in which it 
was charged that Mr. Best or represent- 
atives of the Best office had an interest 
as negotiators. Another article com- 
mented adversely on the American Con- 
servation Co.’s president. 

I sent a wire to Chicago asking James 
E. Dunne circumstances of the assault 
upon him and his associates. He wired 
as follows: 

“Thugs attacked three members of the 
Insurance Index staff on April 28. Dur- 
ing attack it was declared it was based 
on some article printed in that issue of 
the Insurance Index. Investigation not 
completed, but indications are facts will 
soon be known. My years of acquaint- 
ance with you and your knowledge of 
our integrity should compel fair treat- 
ment in your columns despite character 
assassins who are damaging insurance 
and attempting to throttle exposure of 
indecent insurance practices 


James E. Dunne and his ‘son, Charles 


D. Dunne, tip the scales at “bantam 
weight,” to use the Madison Square 
Garden vernacular. James E. is presi- 


dent and editor of the Insurance Index. 
Charles D. is vice-president and general 
manager, 

+. oe 


Lawyers Do a Big Job 


Hartwell Cabell and Wendell P. Bark- 
er, two of the most prominent of New 
York City insurance lawyers, did mighty 
fine work in the reorganization of the 
National Surety Co., which resulted in 
the formation of the National Surety 
Corporation to carry on the business of 














preserve the 


the old company and to 
plant and good will. When ways were 
being considered to find a method of re- 
habilitation the names of Messrs. Cabell 
and Barker were suggested to the New 
York Insurance Department for approval 
as consultant lawyers for the old com- 


pany (the National Surety Co.) in the 
reorganization situation. The Depart- 
ment approved the names and Messrs. 


Cabell and Barker worked steadily and 
constantly on the reorganization plans 
for more than two weeks “ ae 
with William B. Joyce, E. Allen, \ 

O. Garner (general ae H.. f. ee 
gren and other officers of the National 


Surety. 
Some idea of the magnitude of the 
work of reorganization can be gauged 


by the fact that there were 1,500,000 doc- 
uments. More than 70,000 forgery bonds 
alone were among the papers under con- 
sideration. At one time Mr. Barker had 
nine stenographers engaged simultane- 
ously on the work. Finally, in the court 
proceedings, Mr. Barker appeared for the 
National Surety Corporation and Mr. Ca- 
bell for the rehabilitator. 
* * * 
Miss Parrell’s Anniversary 
Miss Mabel Neilson Parrell, chief 
clerk, New York Insurance Department, 
has been with the Department 25 years. 
She is a New York woman who joined 
the Department as a young girl when 
Otto Kelsey was Superintendent. Her 
first job was as a stenographer in the old 
Bureau under the late Joseph H. Wood- 
ward. For eighteen years she was man- 
aging clerk and for the last two years 
has been chief clerk. In her department 
are twenty-two stenographers. She is re- 
garded as one of the most efficient per- 
sons who have been connected with state 
supervision. 
* * x 
Three Companies Write Credit Insur- 


ance in This Country 


The National Surety Corporation has 
not given up writing credit insurance. 
There are only three companies in this 


country writing that form of protection. 

The other two are the London Guaran- 

tee and the American Credit Indemnity. 

At one time the Ocean was in this field. 
+ 


Hugh Nettle’s European Investiga- 
tion Bureau 


Hugh Nettle, European manager of the 
National Surety Corporation, is also head 
of the European Investigation Bureau 
which operates for insurance companies. 
In describing the bureau and its concept 
he said to me this week: 

“Shortly after the World War I no- 
ticed that insurance companies located in 
the U. S. A. were paying claims on poli- 
cies and bonds they had running in Eu- 
rope, without investigating the same. 
Claims were often paid without any lia- 
bility existing. The result was the loss 
ratio on American business reached a 
and some companies 
European business was 
It never occurred to them that the 


prohibitive figure 
concluded that 
bad. 





management might be at fault. Why 
should a claim in New York, Philadelphia 
or Chicago be investigated whereas a 
claim arising in Paris, Constantinople, 
Berlin or in another city would be paid 


on the assured’s affidavit, without any 
investigation whatsoever ? 
“The time was ripe for the organiza- 


tion of an office that would investigé ite 
claims for American companies and | 
proceeded with the organization of the 


European Investigation Bureau. Since 
1921 we have been investigating claims 


of nearly every character, with the result 
that the loss ratio was brought down to 
a figure far below that on domestic busi- 
ness. 

“Added to the claim work was the in- 
vestigation of principals to prevent losses 
and this also has been a source of profit 
to the companies availing themselves of 
the service. 

“In these years we accumulated a vol- 
ume of very useful information which is 
available to all companies applying to the 
bureau. A record is kept of defaulters 
who come to our notice, and if a man 
has committed an embezzlement in Paris 
and applies for a position, and applica- 
tion is made for his bond years later in 
London or any other city, we immedi- 
ately inform the company applying. 
There is a certain class of employes with 
experience in American business who 
usually drift from one American concern 
to another, trying to find a position. By 
reason of this service we have been able 
to save the companies considerable 
money.” 

a 


Joel Rathbone’s New Post 


With the coming of prohibition the old 
Excise Reinsurance Agreement in this 
state had its demise. It consisted of two 
divisions: New York City bonds and New 
York State bonds. 

With the enactment of the beer legis- 
lation in this state the pool has been res- 
urrected and about twenty companies will 
participate. It has been approved by the 
New York Insurance Department and 
will be managed by Joel Rathbone, who 
has resigned as vice-president of the Na- 
tional Surety Corporation. 

The new licenses for selling beer be- 
come effective June 1. They are of two 
types. One, known as A, permits the 
sale at retail of beer consumed off the 
premises. The other type of license is 
for beer sold at retail to be consumed 
on the premises. A covers only drug 
stores and grocery stores; B > covers 
bonafide hotels, restaurants, beer gar- 
dens, clubs, railroad cars, ships. 

For years Mr. Rathbone has been an 
outstanding underwriting figure in the 
surety business. Very active on commit- 
tees, he is a man who has all details of 
surety and bonding at his finger tips. He 
is one of the hardest working and most 
conscientious executives in the business. 
Born in Newport, R. I., and educated at 
the Albany Military Academy, he went 
in Albany with the old National Com- 
mercial Bank where a fellow clerk was 
Charles H. Sabin, now with the Guaranty 


Trust Co. Mr. Rathbone became cashier 
for the Albany State Railway Co. and 
came to New York in 1895 to go with 


the old Lawyers Surety Co. as secretary. 
From there in 1903 he went with the Na- 
tional Surety as resident vice-president. 
He became general manager, vice-presi- 
dent and finally vice-chairman. 

* 


Turnout of 2,000 Enjoys Royal-Liver- 
pool Minstrel Revue 

Any employe of the Royal-Liverpool 
group of companies who was unable to 
be present at the sec -ond annual minstrel 
revue and dance held by these companies 
a week ago in the Hotel Commodore, 
New York, certainly missed a treat in 
the way of lively and enjoyable enter- 
tainment. The attendance, I am told, ran 
close to 2,000. In fact, there seemed to 
be almost as many unable to obtain seats 
as there were a year ago when the first 
successful revue was staged in the grand 
ballroom of the Commodore. Aside from 
the general satisfaction in putting on a 
performance which didn’t have a dull mo- 
ment those in charge of the affair are 








gratified that after taking care of all ex- 
penses a nice profit was made which will 
be used to augment the companies’ relief 
fund established some time ago. 

Again this year the coach was 
J. Doyle, Jr., a professional director of 
amateur performances of ability. Mr. 
Doyle not only selected and trained the 
choruses but arranged for the feature 
novelty numbers. One of the most ef- 
fective of these was the “Louisiana Hay- 
ride” featuring Charlie “Farmer” Mc- 
Dermott, payroll auditor of the three cas- 
ualty companies in the group. Another 
distinct hit was the burlesque rendition 
of the song “I Want To Be a Ballet 
Dancer” by Connie O’Shea, one of the 
endmen, who is special agent in the Roy- 
al Indemnity metropolitan department. 
An amusing skit on “At the Movies” 
with the scene laid in “the Bijou Theatre 
of Bennettsville, Mo.,” probably brought 
to the minds of many present (as it did 
to mine) the annoyance caused by in- 
cessant talking on the part of thoughtless 
people when the moving picture itself 
should be the center of interest. 

Claude Minor, manager, special service 
department of the fire companies in the 
group, handled himself well as the inter- 
locutor and good work was done by the 
endmen, who in addition to Connie 
O’Shea included “Farmer” McDermott, 
Moe Nelson and George Thomas. Mr. 
Thomas is deserving of special mention 
for having performed so well when his 
wife was sick at home with pleurisy. 

The sixteen dancing girls rendered four 
special numbers which would have done 
credit to almost any Broadway musical 


Alfred 


show, particularly the finale, “Snow 
Flakes,” which starred Vivienne Eldridge 
as the Snow Queen. I was told that not 


more than two of these girls had had 
professional training in dancing before 
receiving the benefit of Coach Doyle’s 
training. There was also a_ singing 
chorus of fifty-five. 

The general committee in charge of the 
affair included W. Brookmeier, G. J. 
Bruhn, H. J. Dougherty, D. Leese, H. R. 
Lohman, G. Snedecor, L. C. Wilsey and 
W. H. Wunner. 

Among the officials of the Royal-Liver- 
pool group who spent an enjoyable even- 
ing at the affair were Harold Warner, 
United States manager of the Royal and 
Liverpool & London & Globe; Frank J. 
O'Neill, president, Royal and Eagle In- 
demnity companies; Thomas J. Grahame, 
vice-president, Globe Indemnity; W. H. 
Galentine, general claim attorney, Globe 
Indemnity, and John F. O'Loughlin, met- 
ropolitan manager, Royal Indemnity. Mr. 
Warner had as his guests H. Marshall 
Robertson, United States manager, Gen- 
eral Fire of Paris, and A. Rendtorff, 
president, Sterling Offices, Ltd. 

> eS 


Radioed Not to Leave Table 

“Uncle Don” Carney broadcasts daily 
over WOR at six p. m. and incorporates 
birthday greetings to children. 

The wife of a prominent Newark fire 
insurance agent who has the habit of 
leaving the dinner table several times 
during the meal decided to play a joke 
on him last Friday night, which was his 
birthday, by sending in his name, but 


giving his age as five years, and noting 
his weakness. 
“Uncle Don” gave “the little boy” some 


advice, including a little experience of 
his own when he left the table during a 
meal and was not permitted to return, 
which cured him of the habit. 

* 


An Echo a Wild. Inflation 


I never heard a more impressive, dy- 
namic talk than one made at the Dutch 
Treat Club on Tuesday by Dorothy 


Thompson, who is Mrs. Sinclair Lewis 
Miss Thompson lived in Germany for ten 
years and was chief correspondent in 
Berlin of the New York Evening Post 
One of the principal reasons for the suc- 
cess of the Nazis, she said, was that in- 
flation ruined the white collar class and 
that millions of people in that class have 
been forced to live on an income which 
fell so low under inflation that they were 
submerged into the lowest rung of the 
proletariat. 
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Qualification Bill 
Approved by Agents 


CONSIDERED MODEL FOR STATES 





National Assn. Executive Committee 
Also Decides to Send Another Ques- 
tionnaire on Branch Offices 

Several important decisions were 
reached by the executive committee of 
the National Association of Insurance 
Agents at its three-day meeting in New 
York City this week. For one thing the 
committee approved the model agents’ 
and brokers’ qualification bill prepared 
by the National Association even though 
an agreement with the laws committee 
of the National Beard of Fire Under- 
writers has not yet been reached. 

Another questionnaire is to be sent to 
fire, casualty and surety companies with 
respect to their branch office operations, 
with requests that answers be directed 
to the National Association itself rather 
than to the Insurance Executives Asso- 
ciation or one of the casualty company 
organizations. Other action taken aims 
to protect local agents on _ overriding 
commissions in conformity with the non- 
overhead writing principle of the Na- 
tional Association which has been ap- 
proved by a large majority of the com- 
panies and to formulate a survey to learn 
the majority opinion of members of the 
Association as to the feasibility of auto- 
matic cancellation for non-payment of 
premiums. 

Those at Conferences 

Allan I. Wolff, Chicago, chairman of 
the committee, presided over the ses- 
sions which were held Monday, Tuesday 
and Wednesday at the Hotel Pennsyl- 
vania. In addition to President Charles 
L. Gandy, Birmingham, all members of 
the committee were in attendance with 
the exception of T. S. Ridge, Jr., of Kan- 
sas City, Missouri. Sitting in at the 
sessions were past President James L. 
Case, Norwich, Conn. chairman of the 
committee on automatic cancellation; 
past-President Thomas C. Moffatt, New- 
ark, chairman of the surety conference 
committee, and H. E. McKelvey, Pitts- 
burgh; Paul A. Colwell, Providence; 
Harvey W. Nelson, Jersey City; and 
William A. Retisert, Louisville, national 
councillors for their state associations. 

Members of the executive committee 
in attendance were past Presidents 
Percy H. Goodwin, San Diego, and Wil- 


liam B. Calhoun, Milwaukee; Frederick 
Hickman, Atlantic City; Matt G. Smith, 
Baton Rouge, La.; Sidney O. Smith, 
Gainesville, Ga.; Kenneth H. Sair, 


Greensburg, Pa. FE. J. Cole, Fall River, 
Mass., chairman of the finance commit- 
tee, was in attendance. 

Branch Office Problem 

As expected, chief interest in the dis- 
cussions centered in the production 
branch office question. It was the con- 
that the former questionnaire 
failed to present a true picture of branch 
office operations because the majority of 
the leading companies, members of the 
two large organizations, failed to make 
direct replies. Plans for future develop- 
ment of the movement were discussed 
fully, under leadership of Mr. Goodwin, 
chairman of the fire conference com- 
mittee. 

Under the general subject of overhead 
writing it was the opinion of the com- 
mittee that the immediate problem lies 
in the bonds of receivers and conser- 
vators of national banks, 
many agents are finding themselves with 
their own funds tied up in closed banks, 
on which they are not permitted to write 
the business Under the present ar- 
rangement, when a_ national bank is 
closed, the bond for its receiver auto- 
matically is picked up under a schedule 

(Continued on Page 28) 
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G. & R. Committee Gets 
Gratifying Responses 
ASSENTS 


COME IN’ RAPIDLY 
Rehabilitation Counnitine Has Until To- 
morrow Night; Security Values 
Show Gain of $5,000,000 


Gratifying response to the Globe & 
Rutgers reorganization plan is being re- 
ceived from all parts of the country, E. 
C. Jameson, president, said Wednesday 
in a letter to the company’s agents and 
brokers. Assents representing several 
millions of dollars in claims were re- 
ceived the first half of this week. 

“The plan of reorganization of the 
Globe & Rutgers has met with an ap- 
proval that is most gratifying,” said 
President Jansson. “Agents and brokers 
throughout the country are sending us 
signed assents daily, and our total is 
growing rapidly. More than 100 New 
York agents and brokers, meeting in 
New York last week, unanimously en- 
dorsed the plan, after they had heard 
Moses Tanenbaum declare it to be ‘in 
the best interests’ of policyholders and 
other creditors. 


Jameson is Confident 


_ “The short time granted by the Court 
for proving that our plan is _ feasible 
makes it imperative that we obtain the 
greatest possible number of assents be- 
fore the end of this week. From the 
encouragement thus far received, from 
every section of the country, I am con- 
vinced that this plan of reorganization 
will be accepted by an overwhelming 
majority of our policyholders and other 
creditors, once they have the plan pre- 
sented to them. All of us appreciate the 
difficulties involved in this task, and we 
are deeply grateful for the splendid ef- 
forts that brokers and agents have been 
making, and for the results they have 
achieved. I can only urge you to con- 
tinue those efforts, and remind you that 
we must have a very large number of 
signed assents in this office by Saturday, 
May 20, if this company is to continue. 

“Success depends upon united action 
by agents, brokers, and policyholders. I 
know we can count on your continued 
cooperation and I am confident that if 
all of us work together the plan for re- 
organization will be successful and the 
company will be saved from liquidation.” 

Among the large New York clients 
who have assented to the plan are John- 
son & Higgins, several of the Crum & 
Forster companies, Corn Exchange Bank 
Trust Co., Fox Film Corp. and the Endi- 
cott Johnson Corp. 
_ The House of Representatives Bank- 
ing Committee on Wednesday approved 
the Fletcher Bill to allow the R. F. C. 
to, buy up to $50,000,000 worth of pre- 
ferred stock of insurance companies. 

An increase of $4,816,444 in the value 
of security assets of the Globe & Rut- 











America Policy. 








Insurance Company of 
North America 


PHILADELPHIA 


and its affliated companies write practically every form of insurance except life. 





COPRORT WER BF PCO OF MCT Ane 


North America’s stability as reflected in its national advertising, 
backed up by the Company’s financial statement recently pub- 
lished in newspapers throughout the country, is planting in the 
public mind a timely significance to the name on a North 


See the North America full page adver- 
tisement in The Literary Digest, May 20th. 
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gers from March 25, when the company 
was placed in the hands of the New 
York State Insurance Department, to 
the market closing Friday, May 12, was 
announced in a statement issued by the 
reorganization committee this week. 

The securities portfolio of the com- 
pany, which has until tomorrow, May 
20, to prove rehabilitation possible 
through obtainment of sufficient assents 
from policyholders and other claimants 
to a plan calling for issuance of a $6 
cumulative dividend preferred — stock, 
consists of stocks and bonds of com- 
panies which represent a cross-section 
of American business, according to the 
committee. At the time of the Supreme 
Court order giving the State Superin- 
tendent of Insurance right to intervene 
in the company’s affairs, the portfolio 
appeared to have an abnormally low in- 
dicated market value. 

Characterizing the rise in the securities 
values as “auspicious” the reorganiza- 
tion committee nevertheless was em- 
phatic as to the need for the company’s 
500,000 claimants to submit their assents 


(Continued on Page 28) 











Head Office: 


J. A. Kesey, President 














STANDARD 


| INSURANCE COMPANY 


of NEW YORK 


80 John Street, New York 
G. Z. Day, Vice-President 
Statement December 31st, 1932 


C. L. Henry, Secretary 





CAPITAL $1,500,000.00 

PREMIUM RESERVE 1,186,730.41 

OTHER LIABILITIES 214,050.00 

CONTINGENCY RESERVE 1,142,045.90 

NET SURPLUS 1,922,578.39 

TOTAL ASSETS 5,965,404.70 
— a (ee _— 











National Board’s Annual 
Meeting on Next Thursday 
The National Board of Fire Under- 





writers will hold its annual meeting 
next Thursday, May 25, at the Wal- 
dorf-Astoria Hotel in New York. Be- 
cause of the importance of many com- 
mittee reports and the address of 
President C. W. Bailey the meeting is 
scheduled to open at 10 a. m. instead | 
of an hour later as heretofore. Lunch- 
eon will be served at 1 o’clock and | 
there will probably be no scheduled | 
speaker. One committee report which | 
will be listened to with great interest 
will be that of the committee on in- 
cendiarism and arson. 








April Fire Losses Down 
Over 36% From Last Year 


Prospects for underwriting profits this 
year in fire insurance were further en- 
hanced on Tuesday by announcement of 
the National Board of Fire Underwriters 
that fire losses for April amounted to 
only $27,825,970, over 36% less than for 
April, 1932, and the lowest figure for any 
month in the last five years. Last April 
the losses amounted to $43,822,233 and in 
April, 1931, they were $41,423,764. The 
losses for the first four months of 1933 
total $135,356,264, compared with $172, 
(060,762 in the same period last year and 
$171,364,626 for the first four months of 
1931. 





R. P. BARBOUR TO SAIL 


Robert P. Barbour, United States 
manager of the Northern Assurance, will 
sail for England on the Aquitamia 
May 27. ‘ 

L. A. WATSON JURY FOREMAN 

Leon A. Watson, manager of the New 
Jersey Schedule Rating Office, has been 
named foreman of the Union County, 
N. J., Grand Jury. 
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Means of Settling Fire Losses 
Without Controversy Considered 


G. W. Lilly and Other Speakers Before American Management 
Ass’n Say Knowledge of Insurance Needs, Mutual Con- 
fidence and Adequate Coverage Are Fundamental 


If an assured under a fire policy con- 
forms to certain fundamentals with re- 
spect to insurance it is almost axiomatic 
that a loss adjustment will be concluded 
satisfactorily and without delay, George 
W. Lilly, general manager of the Fire 
Companies’ Adjustment Bureau, Inc., told 
the members of the American Manage- 
ment Association on Tuesday at the Ho- 
tel Pennsylvania when discussing the 
subject of “Settlement of Losses Without 
Controversy.” Two other speakers, M. 
B. Dalton, vice-president of the Liberty 
Mutual, and H. A. Wiley of the Asso- 
ciated Factory Mutual Fire Companies, 
spoke on the same subject before this 
gathering of business men representing 
buyers of insurance. 

It is perfectly logical to suggest the 
importance to an assured of determining 
what is adequate coverage of his partic- 
ular subject and arranging such coverage 
to be in strict concurrence between his 
policies Mr. Lilly said. Likewise he 
should maintain a comprehensive al- 
though not necessarily elaborate record 
of his property and business in order 
to insure an adequate but not an exces- 
sive recovery and he should adjust his 
purposes and attitude for compatible 
dealing with the fire insurance adjuster. 
With these matters cared for in advance, 
the chances of controversy in loss settle- 
ments are very small Mr. Lilly asserted. 

Public Has Distorted Conception of 

Adjustments 

“It is quite evident to us that the insur- 

ing public have a rather distorted concep- 
tion of a loss adjustment and accept it as 
being in the category of the mysteriously 
involved and highly technical transac- 
tions,” said Mr. Lilly. “Contrary to this 
general belief, it is a very simple and 
ordinary matter of business dealing, 
based upon the earliest fundamentals of 
buying and selling, with the single excep- 
tion, perhaps, that the transaction is im- 
posed upon the parties by reason of con- 
tract. But for this obligation in law, to 
meet and agree, it is hardly to be dis- 
tinguished from normal business inter- 
course. 
_ “It is not with the thought of conced- 
ing ground to the adjuster that I suggest 
as the principal cause of controversy and 
unsatisfactory dealing in this work the 
attitude of apprehension on the part of 
claimants quite generally. Nor in this 
do I wish to imply that unpleasant con- 
troversy is at all the rule. It is in fact 
remote and very much the exception, as 
is evidenced by the payment of nearly 
$400,000,000 annually in over 1,000,000 
transactions by stock fire companies. 

“The proportionately few cases of dis- 
satisfaction pronounee themselves quite 
to the exclusion of the others. Perhaps 
this antipathy, so-called, is a logical car- 
ty-aver from the early period of loss 
adjusting. Stock companies have long 
recognized the importance of sound pub- 
lie relations and have availed themselves 
of various means for a better cultivation 
ot and an improved technique in their 
dealings with the public. 
aaa, hy Misapprehension Exists 
We discuss this public apprehension 
because we consider it a major factor in 
So-called controversy. This apprehen- 
sion manifests itself in many of our loss 
dealings, Undoubtedly, much of it may 
be allocated to the willingness of others 
with so-called experience, to disseminate 
their distorted ideas for the presumed 
Profit of a new claimant. It is this atti- 
tude that causes claimants to restrain 
‘commitment and in too many instances 
Prepare inflated and untrue claims. 

Obviously, this gives a bad start to 
— might otherwise have been a sim- 
ple transaction. We think it logical to 


say that such a start would cause unlim- 
ited controversy in any sort of a busi- 
ness deal and with but few exceptions, 
result in no transaction at all. Business 
relations must continue in this work, 
however, because of the contract obliga- 
tion; hence, we frequently have the pic- 
ture of two men forced to deal with each 
other and each lacking complete confi- 
dence in the other. 

“In over twenty years in the adjust- 
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ment work exclusively, I have never 
heard of a stock company instructing, 
requesting or even suggesting that a le- 
gitimate claim be disposed of for less 
than its value. Nor have I ever known 
of an adjuster deliberately attempting to 
settle for less than actual insured loss 
when dealing with an honest claimant. 

Companies Take Sympathetic Attitude 

“In considering this subject, I am im- 
pressed with the fact that it is not a 
time for a technical discussion of ways 
and means but rather a true exposition 
of the sympathetic attitude of stock fire 
companies toward the general public, 
their clients. Technical suggestions for 
the arrangement of insurance and pro- 
vision for adequate coverage can, in our 
opinion, be but a nominal factor unless 
the insureds have a true conception of 
the purposes and responsibilities of ad- 
justers. 

“Tf the insured can but understand that 
the adjuster is another human in honor- 
able endeavor, chosen for the work be- 
cause of his inherent honesty, industry, 
technical understanding and ingenuity to 
deal successfully and patiently with the 
vast variety of humans whom he must 
meet, that he is professional in his work 
with a genius to sense wrong-doing and 
appreciate honesty and frankness, then 
much of the so-called adjustment con- 
troversy will have been eliminated. 

“There are certain elementary princi- 
ples imposed upon an applicant for insur- 
ance and which should eliminate some so- 
called controversy and perhaps establish 
a predetermined basis of settlement. 1 
have in mind two principal factors: ade- 
quate coverage and complete concurrence 
of coverage between policies. It is an 
actual principle among stock insurers 
that adequate coverage be furnished, that 
the intention of the parties be clearly 
expressed and that all policies be con- 
current and subject to proper distribu- 


tion of the determined liability. 

“To carry out these principles, the stock 
companies have provided printed forms 
and placed them in the hands of all local 
agents for general use. It is no longer 
a difficult matter for an applicant to se- 
lect the form best suited to his require- 
ments and to provide for the attachment 
of that particular form on all of his 
policies. It impresses us as fair to sug- 
gest the importance to an assured that he 
interest himself in this question of ade- 
quate coverage and uniformity and that 
he assume the obligation to know that it 
has been provided. 

“The applicant for insurance should 
consider the value of his insurance from 
the standpoint of the amount thereof 
rather than the relatively small premium 
paid, and use the same degree of care 
and attention in arranging for that in- 
surance which he would exercise in any 
other business transaction of equal mon- 
etary importance. 

Assureds Should Be Advised by Their 

Agents 

“We believe it is generally presumed 
by an insured with a modest amount of 
insurance that it is unnecessary to do 
this. In responding to this attitude, may 
we not suggest that this modest amount 
of insurance may be of even greater im- 
portance to him than is the large amount 
of insurance to the large insured. We 
strongly advocate that all insureds carry- 
ing more than one policy maintain a sup- 
ply of the chosen form of coverage, either 
printed or multigraphed, headed with the 
correct name of the insured, whether a 
sole ownership, partnership or corpora- 
tion, and the correct location of the sub- 
ject to be insured. When applying for 
insurance, he need only hand a copy of 
the form to the agent and direct him as 
to the amount desired. Every applicant 
for insurance, however modest may be 
his requirements, will receive intelligent 
counsel in the preparation of his forms 
from any local agent, broker or field 
representative of every stock company. 

“Although we believe it beneficial to a 
claimant that he know his rights under 
the policy, we are not willing to say that 
such knowledge is entirely essential. 
Stock companies have for years urged 
upon insureds the importance of reading 
and understanding their policy contracts. 
Experience justifies the conclusion that 
we can expect but comparatively few in- 
sureds to read and to understand. We 
do emphasize that it is particularly essen- 
tial that they read the face of the policy 
to verify the salient factors; the name of 
assured, amount of insurance, term of 
policy and the coverage of the forms and 
effect of all endorsements. Obviously, 
this check-up should be made upon re- 
ceipt of the contract. In considering this 
subject, allow me to stress the fact that 
insurance companies are in business for 
business. Their relationship to their 
policyholders is not distinguishable from 
the relationship of every business insti- 
tution to its customers and clients. 

“In discussing the question: ‘Are loss 
experiences and continuity of insurance 
connection factors in satisfactory settle- 
ments?’ we need go no further than a 
discussion of what is a loss settlement. 
The purpose of insurance is to indemnify. 
It should neither fall short nor go fur- 
ther, except that in determining indem- 
nity it is an accepted rule of the busi- 
ness that honest claimants should have 
the benefit of reasonable doubt. When 
the amount of indemnity has been de- 
termined, it is by contract the amount 
due. Continuity of insurance connection 
certainly cannot be a factor in determin- 
ing the amount of loss nor the amount 
payable. Any other interpretation would 
destroy the principle of insurance, name- 
ly, indemnity and would be discrimina- 
tory. 

“Loss experience or individual loss his- 
tory is a factor for investigation. It is 
true that ‘repeaters’ are scrutinized with 
greater care and by a more intensive ex- 
amination than the ‘first timer.’ If their 
records are found to be clear, then it is 
an invariable practice to treat strictly 
upon merit.” 

Dalton of Liberty Mutual 


“Too often, either through lack of 


knowledge on the part of the buyer or 
through unreasonable reliance on the ad- 
vice of the seller, losses have been sus- 
tained before the need for protection de- 
signed to cover adequately the specific 
needs of the buyer was realized,” Mr. 
Dalton said. “The need for greater at- 
tention, more study, and a more compre- 
hensive knowledge of the kinds of pro- 
tection needed, on the part of the buyer, 
is apparent. The greatest need, there- 
fore, is for better trained insurance sell- 
ers and better trained insurance buyers.” 

The second fundamental, according to 
Mr. Dalton, after a mutual understanding 
as between buyer and seller has been 
reached, is a series of contract forms 
which as simply and comprehensively as 
possible cover each specific need. “Our 
changing industrial world has created 
vast new fields for insurance protection 
which have to a large extent been met 
by insurance carriers with adequate new 
policy forms. Much remains to be done, 
however, and the companies generally 
will welcome intelligent.and constructive 
criticism of insurance buyers to the end 
that cooperative effort may produce con- 
tracts mutually understandable and sub- 
ject to a minimum of controversy in the 
settlement of any loss thereunder.” 

In concluding his speech, Mr. Dalton 
said: “It still is necessary that there be 
a spirit of mutual confidence as between 
buyer and seller and that this confidence 
be based on the utmost good faith on 
both sides. Far too many insurance sell- 
ers have been interested too much in 
premium volume and far too many buy- 
ers have been interested too much in 
driving a sharp trade in a loss settle- 
ment. There appears to be too general 
a lack of appreciation on the part of 
buyers that in the last analysis the buy- 
ers as a group stand whatever losses are 
paid and that rates which are high can 
only be reduced by the prevention of 
loss.” 


Wiley of Factory Mutuals 


Mr. Wiley emphasized the fact that 
the usual disagreeable adjustment of cer- 
tain types of losses is largely due to the 
ignorance of the assured and to his sus- 
ceptibility to the plea that he will get 
more than his actual loss if he places the 
adjustment in certain hands. As a rule, 
no one is better acquainted with his busi- 
ness or his property than the assured, 
Mr. Wiley said. The assured cannot af- 
ford to turn his interest over to any other 
person in the event of a legitimate claim, 
he stated. 

“When one considers the number of 
insurance contracts issued annually and 
the thousands of claims made under 
them, the comparatively few cases that 
are litigated surely speaks well for either 
the wording of the contract or the fairly 
liberal interpretation of what was intend- 
ed,” Mr. Wiley went on to say. “There 
is little doubt but that many forms con- 
tain too much detail and the greatest 
trouble experienced by an adjuster is 
where the form attempts to name about 
everything from the kitchen sink to last 
year’s straw hat, or possibly from a hy- 
drant house’ to the Turkish rugs in the 
directors’ room. I recall one printed form 


covering about 3% items for various 
amounts and then a paragraph apart 
from the others read: ‘and all other 


property of the assured not otherwise 
enumerated.’ 

“The ideal form is one that states that 
the entire property of the assured, or his 
legal liability in property of others at a 
specific location, is covered against the 
hazards insured against with the excep- 
tion of ..., and then in bold type are 
stated the exceptions in as few words as 
possible and in terms that the average 
person not in the insurance business will 
understand. A policy should be written, 
not merely so that it can be understood, 
but also so that it cannot be misunder- 
stood.” 


CAIRNS HEADS PACIFIC BOARD 

E. T. Cairns, vice-president of the 
Fireman’s Fund group of San Francisco, 
was elected president of the Board of 
Fire Underwriters of the Pacific at the 
annual mecting recently at Del Monte 
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Says Insurance Buyers 
Seek Broader Coverage 


WANT I. U. B. FORMS EXTENDED 
Blanket Contract to Insure Buildings and 
Contents Desired American Man- 
agement Ass’n Is Told 

Buyers of insurance generally would 
like to have the multiple location con- 
tracts such as issued by companies be- 
longing to the Interstate Underwriters 
Board broadened to extend the same 
protection, terms and conditions granted 
by some non-board companies, T. G. 
Harrison, assistant secretary of the Air 
Reduction Co., told those attending the 
insurance conference of the American 
Management Association at the Hotel 
Pennsylvania in New York on Monday. 
At this annual gathering were many rep- 
resentatives of insurance buyers and 
many of those who spoke presented the 
buyers’ viewpoints. 

Mr. Harrison discussed the subject of 
insurance for fluctuating values. After 
telling of the development of general 
cover contracts and multiple location 
forms in response to the demand from 
assureds for broad and elastic forms, he 
said that the multiple location forms now 
used by I. U. B. companies should cover 
not only merchandise that have fluctuat- 
ing values but also the values of build- 
ings, machinery and equipment. 

Blanket Cover for Personal and 
Real Property 

“In other words, a blanket floater con- 
tract covering all real and personal prop- 
erty is the coverage most desired by 
large buyers of insurance,” said Mr. 
Harrison. “Under a blanket floater con- 
tract, values of both real and personal 
property at any one location could be 
reported in a total amount whereas un- 
der present contracts the values must 
be reported separately, as—(1) merchan- 
dise, (2) machinery, (3) equipment, (4) 
buildings. 

“Some of the chief executives of the 
old line or affiliated insurance companies 
realize that the present form used by 
the Interstate Underwriters Board is too 
restrictive, and it is understood that they 
are at the present time endeavoring to 
have a broader form approved to permit 
the insuring of all contents of manu- 
fecturine oln>ts which would be a ma- 


terial improvement and would success- 
fully compete with the so-called non- 
conference companies. The insuring of 
manufacturing plant buildings in this 
proposed broader form will not be per- 
mitted.” 

In concluding, Mr. Harrison said that 
buyers of insurance should use their in- 
fluence with their broker, the affiliated 
insurance companies and the Insurance 
Executives Association to obtain a blan- 
ket contract which will permit the insur- 
ing of buildings and contents of manu- 
facturing plants, or at least a contract 
which will permit the insuring of all 
contents of manufacturing plants. Dur- 
ing his address, Mr. Harrison enumerat- 
ed the multiple floater location forms 
that are now in effect and explained spe- 
cifically the uses of each form. He 
listed the risks that are eligible under 
floater contracts and those risks that are 
ineligible. 

Many insurance men believe there is 
merit in the speaker’s request that the 
Interstate Underwriters Board extend its 
operations to include manufacturing risks 
other than seasonal and to include ma- 
chinery and equipment as well as stock. 
On the other hand, there is almost com- 
plete unanimity in opposition to the sug- 
gestion to insure buildings under multiple 
location forms used by I. U. B. compan- 
ies. The principal reason is that there 
are practically no sudden fluctuations in 
building values and the changes which 
do occur can readily be taken care of 
through the facilities now provided. 

With respect to machinery and equip- 
ment there is an increasing amount of 
opinion in insurance circles in favor of 
including the fire coverage under I. U. B. 
coverage for the reason that the amount 
and value of an insured’s machinery and 
equipment do fluctuate, particularly if 
his business is seasonal. Likewise, for 
purposes of simplification and elimination 
of confusion, the fewer the number of 
policies required to protect a particular 
assured’s needs the more satisfied the 
buyer of insurance is likely to be. 


PROVIDENCE ARSON SQUAD 

Steps are now being taken to form an 
arson squad in Providence, R. I., accord- 
ing to the National Fire Protection Asso- 
ciation. Two detectives are to be as- 
signed for this work by the police de- 
partment. 


60 DAY LOSS RULE MODIFIED 


National Board Recommends That All 
Losses of Less Than $500 Be Except- 
ed; Also Certain Types of Claims 

After considering the operations of the 
now generally accepted rule that pay- 
ments of fire losses be withheld for sixty 
days in order to give companies time to 
investigate suspicious fires, the execu- 
tive committee of the National Board of 


Fire Underwriters last week recom- 
mended that the sixty day rule be 
amended to except fire losses of less 


than $500 and also to except other types 
of losses which obviously do not involve 
the moral hazard risk. Heretofore the 
exception on fire losses generally applied 
only to those of less than $100. General 
Manager W. E. Mallalieu sent the fol- 
lowing bulletin to members following the 
executive committee meeting: 

“The executive committee at a special 
meeting today considered this subject 
further and adopted the following, effec- 
tive May 15, 1933: 

“That this recommendation apply to 
claims in excess of an aggregate loss to 
the assured of $500 in lieu of $100 as 
heretofore recommended. 

“It was further voted that the recom- 
mendation shall not apply to automo- 
bile collision, property damage, tornado, 
windstorm, earthquake, hail, rain and 
conflagration losses. 

“It was also the opinion of our com- 
mittee that the recent Ellsworth, Me., 
losses be treated as conflagration losses 
and that application of the thirty-sixty- 
day rule be waived.” 





WIS. POLICY BILL KILLED 

The Wisconsin Senate by a decisive 
vote of 3 to 1 late last week killed the 
Corporations Committee Bill for estab- 
lishing a new standard fire insurance pol- 
icy in Wisconsin. Reconsideration was 
refused which definitely disposes of the 
bill for the session. The measure was 
introduced at the request of the legis- 
lative committee which investigated in- 
surance problems. 


WALLACE REID A DIRECTOR 

Wallace Reid, prominent New York 
City agent, has been elected a director 
of the Westchester Fire of the Crum & 
Forster group. Mr. Reid has represented 
this company for many years. 
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Insurance Company Limited 
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of Dondorn, England 


This is one of the largest English Companies doing business in the 
United States and writes all the hazards a Fire Insurance Company is 
The Eagle Star was the first Company to write 


Rain Insurance in this country. 
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Underwriting Profit 
Essential in Futur, 


RAWLINGS GIVES HIS Vigy 





President of Western Insurance Burea, 
Also Tells How Over-Capitaliza. , 
tion Aided in Crisis 





_With full realization of the difficy) 
times the fire insurance business has ex. 
perienced in the last three years, Ralph 
Rawlings, president of the Monarch Fir 
of Cleveland and also president of ¢f, 
Western Insurance Bureau, Inc, is a 
optimist. Speaking Wednesday before 
the annual meeting of the Bureau at 
French Lick Springs, Ind., he said, how- 
ever, that future success depends in large 
measure upon profitable underwriting ani 
that in turn can be achieved only if ade. 
quate premiums are obtained on risk 
underwritten. 

“The one lesson we must all learn froyy 
these times we have passed through i 
that the insurance industry, if it is to }y 
the final bulwark of the nation’s credit 
even when the banking system has brok. 
en down, must be built upon an evey 
sounder basis than in the past, and yj 
should not be hesitant about insisting 
that insurance, as insurance primarily 
and solely, is worthy of its hire,” Mr 
Rawlings said. 

“While it is true there is some money 
to be made from underwriting, such w- 
derwriting must be restricted to certain 
classes and risks, leaving thousands of 
the great general public unprotected, due 
to the fact that the rates on such risks 
will not carry their own burden. Th 
general average ratios of all companies 
prove this point, and if we are to face ; 
future where investment income is fur- 
ther divorced from underwriting income 
then the underwriting income must bh 
sufficient to carry not only the preferred 
business but the general business of the 
country. Otherwise the lack of protec- 
tion will seriously interfere with future 
credit construction. 

Over-Capitalization Has Been a Help 

“For some years it was said the fire 
insurance business was over-capitalized 
If this were true, the past three years 
have certainly rectified that condztion 
On the other hand, while immens 
amounts of fire insurance capital have 
been wiped out during this period it 
must be appreciated that it was only this 
capital which prevented a complete de- 
moralization of the entire structure. 

“The capital that was wiped out went 
to pay part of the enormous fire loss 
burden, which either would have been left 
unpaid, or which would have put sucha 
strain on other companies as to seriously 
affect their standing. The companits 
which have gone out of the picture have 
played their part in helping the rest ol 
us, so that even the propagandists should 
be ashamed to point to their brothers 
misfortune—if a propagandist has any 
shame.” 





SUBURBAN AGENTS’ MEETING 

The Suburban New York Association 
of Local Agents will hold its annual 
meeting next Tuesday afternoon at 1:4 
o’clock at the Hotel Astor in New York 
City. This meeting will be held in con- 
junction with the annual convention 0! 
the New York State Association of Local 
Agents. W. B. Dickinson of Elmhurst, 
L. L, is president of the suburban or 
ganization which is composed of agents 
living in the counties in this part of New 
York state other than Manhattan, Kings 
and the Bronx. 

SHOTWELL COMES TO N. Y. ©. 

Samuel T. Shotwell of Chicago, special 
agent of the automobile and inland m 
rine departments of the New York Un- 
derwriters Insurance Co., has been trans 
ferred to the home office here to assume 
larger responsibilities. He will continu 
to handle part of his work in the Wes! 
through trips to Chicago and the other 
part will be assumed by Executive Spe- 
cial Agent J. M. Clark and Western Spe 
cial Agent B. T. Holderman. 
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An Engagement Ring Policy 
is an excellent entering wedge 
toward securing their future 
insurance business. 


Rate 24% 


Minimum Premium - - $10.92 


A N\PROVED BY\ THE ACID TEST/OF TIME 77 ff 


The AMERICA FORE GROUP 


THE CONTINENTAL INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY 
FIDELITY-PHENIX FIRE INSURANCE COMPANY 
First AMERICAN FirRE INSURANCE COMPANY 


Eighty Maiden Lane, 


of Insurance Companies 


NIAGARA FIRE INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THE FIDELITY AND CASUALTY COMPANY 
ERNEST STURM. Chairman of the Boards 
BERNARD M. CULVER, Presidem 


; New York ,N.Y 


INSURANCI 
COMPANIES 
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Illinois Legislature 
Widens Palmer’s Powers 


SUPERINTENDENT WINS VICTORY 


Another Bill to Investigate Insurance 
Companies Is Defeated; Palmer 
Addresses Legislators 


Culminating less than five months of 
assiduous application to his tasks with 
more than three-fourths of his term yet 
before him, Ernest Palmer, Illinois In- 
surance Superintendent, had a satisfying 
day at Springfield last week. He wit- 
nessed two victories for his department 
and gained much needed power from the 
legislature and governor which, with sol- 
emnity, he realizes must be used wisely 
to the best interest of the public, whom 
he serves primarily, and for the safe con- 
duct of Illinois companies. 

Last week the two leyislative bodies 
passed to the governor for his signature 
a bill conveying to Mr. Palmer the au- 
thority to “adopt, promulgate, modify, 
enforce, or rescind from time to time 
such rules as may be necessary for the 
purpose of maintaining safe and sound 
methods” in the insurance business, with 
the added provision extending farm and 
homestead mortgages held by insurance 
companies. 

No one should imagine a docile legis- 
lature when picturing the speed with 
which this power was granted Mr. Palm- 
er. Tilts were frequent while the bill 
was being read, the atmosphere was 
warm, feathers flew and_ implications 
were tossed about the echoing halls. It 
was not new to Mr. Palmer to hear an 
irate representative or senator declare 
that the new superintendent was in the 
pay of an insurance organization, and 
one can imagine a look of amused sur- 
prise when one legislator got on his feet 
to declare and charge that the legislature 
had given the governor and Mr. Palmer 
“the dictatorial powers of a Mussolini.” 
Mr. Palmer heard these things first hand, 
standing in some obscure corner of the 
chambers. 


Palmer Addresses Senators 


One senator spied the commissioner 
and asked his removal by demanding that 
the floor be cleared of “men lobbying.” 
This must have been a tense moment in 
the career of the new insiirance commis- 
sioner. Another senator proposed that 
the insurance superintendent be called 
upon to defend himself from the insin- 
uations. Other senators interrupted to 
defend the commissioner, and amidst the 
clamor Ernest Palmer mounted the ros- 
trum, perhaps a bit scornful, but in com- 
plete possession of his diplomatic bear- 
ings. 

“T did not seek this job,” he said, 
plainly; “I went into it at the request 
of the governor because I thought I saw 
a real opportunity to be of service to the 
people and because I regarded the expe- 
rience as an investment for the future. 

“As for the charges whispered against 
me,” he continued calmly, “I expected 
them and I am unconcerned about them: 
I am not afraid of them. My record is 
an open book. I severed all connections 
with all insurance organizations when I 
took the job. Nevertheless I have been 
accused of a lot of things. That doesn’t 
worry me. I don’t give a whoop about 
such charges.” 

The second 


when the resolutior 


victory for the day was 
1 presented by Sena- 


tor George Maypole demanding a sweep- 
ing investigation by a legislative commit- 
tee into the affairs of Illinois insurance 
companies, remindful of 1905 and the 
Armstrong investigation, was thrown out. 
It had been the governor’s wish that the 
Illinois companies be carefully scrutin- 
ized, not by a group of politicians but 
by and under the supervision of Ernest 
Palmer himself, whose main objective 
since his appointment has been a con- 
structive rather than destructive conduct 
of insurance affairs in Illinois. 

Concluding his remarks made last week 
before the senate, Mr. Palmer showed 
his understz nding of his responsibility to 
the public and insurance companies when 
he said: “As to the investigation, I leave 
it to you gentlemen whether it will be 
wise to have the affairs of the companies 
aired in public, scaring thousands of pol- 
icyholders and beneficiaries, or to con- 
centraie our efforts on the ‘conservation 
of their assets. I urge vou to pass the 
bill before you and to kill the resolution 
for the investigation.” 





WILL HONOR ERNEST PALMER 


Testimonial Banquet To Be Given in 
Chicago May 31 During Meeting 
of Insurance Commissioners 

The date of the testimonial banquet to 
be given to Ernest Palmer, Insurance 
Commissioner of Illinois, during the an- 
nual meeting of the Nation: il Convention 
of Insurance Commissione ‘rs in Chicago, 
has been set for the evening of Wednes- 
day, May 31, at the Stevens Hotel. 

rr ge ome have been appointed to 
handle the various details of the affair, 
which is we cthae: to be one of the nota- 
ble insurance events of the year. L. E. 
Yager, president of the Chicago Board of 
Underwriters, is general chairman, and 
the committees represent all the various 
branches of insurance. 

Charles H. Burras of the National 
Surety Corporation is chairman of the 
committee on form of invitation and ar- 
rangements; Charles Buresh, of Fred S. 
James & Co., vice-president of the Chi- 
cago Board, heads the committee on in- 
vitation list; Lyman M. Drake, of Critch- 
ell, Miller, W hitney & Barbour, is chair- 
man of the committee on speakers ; Louis 
E. Yager heads the committee on pro- 
gram and entertainment, and T. R. Wed- 
dell of The Insurance Field the commit- 
tee on publicity. 

Invitations are being extended to the 
presidents of all the insurance companies 
licensed in Illinois, who are requested to 
designate those who will attend the af- 
fair, and the insurance commissioners 
will be guests of honor, the invitations 
going also to heads of insurance organ- 
izations, former commissioners and 
others. 


VERMONT AGENTS MEET MAY 23 

The spring meeting of the Vermont 
Association of Insurance Agents will be 
held next Tuesday, May 23, at the St. 
Johnsbury Country Club. The afternoon 
business session will be devoted to a 
round table open forum so that each 
member will be given an opportunity to 
discuss subjects which interest him. 
There will be a golf tournament in the 
morning and a dinner in the evening. 
BOROUGH AG'CY A APPOINTMENT 

The Norwich Union Indemnity has se- 
lected Mark, Creede & Elliott, Inc., 123 
William Street, New York, as its bor- 
ough agents for all casualty lines. 
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F. D. LAYTON, President 
Statement December 31, 
Admitted Assets 


Capital Stock ..... a 
Reserve for Unearned Premiums 
Reserve for Losses 

Reserve for Taxes and Other Expenses 
Reserve for Dividends ... 
Reserve for Contingencies (Special) ae 
Reserve for Contingencies (General) . . 
Net Surplus (Based on December 31, 


National Fire Insurance 
OF HARTFORD, CONN. 


7. to New York Insurance "Department 


LIABILITIES 


19 32, Market Prices ) 


Surplus Available for Protection of Policyholders 


Company 


S. T. MAXWELL, Vice-President 
$43,679,408.77 


% 5,000,000.00 
16,362,409.75 
2,249,811.28 
939,468.57 
250,000.00 
6,549,617.61 
1,700,000.00 
10,628,101.56 


—_—_————— 
$43,679,408.77 
$15,628,101.56 








Eagle Fire Insurance 
Franklin W. Fort 





Fire Reinsurance ‘Treaties 


Baltic Insurance Co., Ltd. 


18 Washington Place, Newark, N. J. 


(Denmark) 
Company (NewJersey) 


Thomas B. Donaldson 








Hall & Henshaw, New York Agents, 
Open Inland Marine Department 


Hall & Henshaw, prominent New York 
City insurance agency, has established an 
inland marine department under the 
supervision of John F. Murphy as under- 
writer and Arthur J. Huneke as manager 
of production. Mr. Murphy is a veteran 
marine underwriter who has had years 
of valuable experience in New York, hav- 
ing been associated with a number of 
the leading offices including the North- 
ern Underwriting Agency, Inc., and Wil- 
cox, Peck & Hughes. He joined Hall & 
Henshaw in February. 

Mr. Huneke, although a young man, 
has had a number of years of successful 
experience in production work. In addi- 
tion to knowing inland marine lines thor- 
oughly he has a most pleasant person- 
ality which is a big asset in getting new 
business. He started with Wm. H. 
McGee & Co. and traveled for that ma- 
rine office for several years as special 
agent. Then he joined the Harold Jack- 
son Co., Inc., and served as country- 
wide production manager for Mr. Jack- 
son. This work took him to many parts 
of the country. With Hall & Henshaw 
he will devote his entire time to servic- 
ing the brokers and further developing 
various marine lines. 

For marine insurance Hall & Henshaw 
represent the following companies: Alli- 
ance of Philadelphia, Equitable Fire & 
Marine of Providence and the Star of 


OFFICERS OF H. L. ROSE & CO. 

George E. Whittaker has been elected 
president of the independent fire adjust- 
ing firm of Henry L. Rose & Co. of Bal- 
timore to succeed the well-known Henry 
L. Rose who died recently. The firm 
will carry on under the old name. Other 
officers elected last week are: Vice-pres- 
Edward H. Carman, Jr.; secretary, 
McGovern, and _ treasurer, 


ident, 
Edward A. 





ARTHUR J. HUNEKE 

Also for fire lines the agency 
represents the Star, Scottish Union & 
National, Law nage & Rock and _ the 
Standard of New York. 


America. 


Troy F. Biddle. All the officers except 
Mr. Carman have been with the company 
since it was organized by Mr. Rose in 


1928. 


MONARCH REDUCES CAPITAL 

The Monarch Fire of Cleveland, O., 
has reduced its capital stock from $1,000,- 
G00 to $500,000 by lowering the par value 
from $10 to $5 a share. By this reduc- 
tion $500,000 is transferred to the net 
surplus account. 
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— FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 
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NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President 
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THE GIRARD FIRE AND MARINE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1853 
Qn NEAL BASSETT, President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. ye Vice Pres. ws R. M. — Vice Pres. 
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S, NEAL BASSETT, President 
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NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 
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SUPERIOR FIRE INSURANCE COMPANY 
| $ 1,000,000.00 Organized 1871 
NEAL BASSETT, Chairman of Board 
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THE CAPITAL FIRE INSURANCE COMPANY 
$ 300,000.00 Organized 1886 
| CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
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NEAL BASSETT, President 
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W.E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres W. W. POTTER, 2d V. Pres. 
ency WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres. 
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Connecticut Leaders Opposed 
To Insurers Taking Huge Lines 


Several Executives Tell Connecticut Legislative Committee 
Bill to Allow Mutuals to Write Large Sprinklered 
Lines W ould Be Harmful in Effects 


Several of New England’s leading in- 
surance personalities appeared before the 
insurance committee of the Connecticut 
legislature recently to speak in favor of 
or opposition to a bill designed to allow 
mutual fire companies to cover larger 
single sprinklered risks than the law now 
permits. United States Senator Felix 
Hebert of Rhode Island drafted the bill. 
Among those who spoke against the 
measure were President Frank D. Lay- 
ton of the National of Hartford, Presi- 
dent Richard M. Bissell of the Hartford 
Fire, Vice-President George C. Long, Jr., 
of the Phoenix of Hartford and Vice- 
President Guy E. Beardsley of the Aetna 
(Fire). The bill was supported by sev- 
eral representatives of manufacturing in- 
terests. 

Mr. Bissell made a comprehensive 
statement in opposition to the bill saying 
in part: 

“This bill, it is understood, has been 
introduced at the instance of non-resi- 
dent mutual insurance companies and is 
introduced in order that they may be 
given greater competitive opportunities in 
Connecticut than they now enjoy by rea- 
son of the fact that Bill No. 97 proposes 
to remove the limitation on the amount 
of liability which such companies may as- 
sume under their policies. It is true that 
the enactment purports to limit the writ- 
ings of such companies to 10% of their 
net assets, plus two and one-half times 
their total cash premiums or premium de- 
posits, but this limitation applies only 
to business which is not protected by au- 
tomatic fire extinguishers or sprinklers, 
as they are usually called. I think I am 
safe in saying that considerably more 
than 90%, probably more than 95%, of 
the properties which the companies in 
question insure in this state are protected 
by automatic sprinklers, so that what ac- 
tually is sought to be accomplished by 
this bill is to permit such companies to 
assume absolutely unlimited liabilities on 
practically all of the risks which they 
have been in the habit of writing in this 
state. 

Exposes Companies to Huge Losses 

“In its original form the bill, while giv- 
ing this unlimited privilege to mutual fire 
insurance companies, forbade it to the 
stock fire insurance companies. This was 
such evident and unfair discrimination 
that it has been found advisable to re- 
model the bill so that stock fire insur- 
ance companies also as regards risks pro- 
tected by automatic sprinklers would be 
permitted to write unlimited amounts on 
individual risks. 

“It is no doubt well known to the com- 
mittee that the values of many of the 
risks equipped with automatic sprinklers 
run into the millions, so that a company 
under the provisions of this bill, if it so 
saw fit, might expose itself to a loss of 
a million dollars or more upon a piece of 
property equipped with automatic sprin- 
klers without any let or hindrance so far 
as the laws of this state are concerned. 
In the case of the stock companies, how- 
ever, 1 pped with sprinklers con- 
stitute | 1 small portion of the business 
which they write. I am informed that 
there are practically no Connecticut mu- 
tual fire insurance companies which are 
actively engaged in the business of insur- 
ing properties equipped with automatic 
sprinklers, which class as above consti- 
tutes almost the entire business of the 
outside companies who are seeking this 
change in our laws. 

“The question arises as to whether it 
is wise for the legislature to strengthen 
the hands of competitors with the local 
stock companies in this way. The local 
stock fire insurance companies of the 


state of Connecticut, as well as the other 
stock insurance companies engaged in 
other lines of insurance, are very impor- 
tant factors contributing to the state’s 
welfare and importance. Taking the do- 
mestic insurance companies as a whole— 
fire, casualty and life—it is doubtful 
whether there is any other single inter- 
est in the state which has contributed 
and still contributes so much to the 
building up of the state’s resources, which 
employs so many of its inhabitants or 
which spends such large sums for taxa- 
tion as do the insurance companies. 


Taxes Paid by Stock Companies 

“A few figures referring to stock fire 
insurance companies and non-state mu- 
tual fire insurance companies may be 
worth the consideration of the commit- 
tee in this connection. The premiums of 
Connecticut stock fire insurance com- 
panies derived from risks located in Con- 
necticut during the year 1931 amounted 
to $2,670,771. The taxes paid by Con- 
necticut stock fire insurance companies 
in 1931 amounted to $1,557,900, or more 
than 58% of their fire premium income 
from Connecticut. Connecticut’s own 
mutual fire insurance companies collect- 
ed premiums in 1931 amounting to $812,- 
743 and were taxed a total amount of 
$7,327, which taxes, however, were not 
levied upon premiums and- amount to 
somewhat less than 1% of the premiums 
collected, but were levied upon their in- 
vestment earnings—their premium in- 
come not being taxed at all. 


“Non-state mutual companies took 


from Connecticut in 1931 premiums 
amounting to $1,458,469 (this figure in- 
cludes the premiums of all non-state mu- 
tual companies including a considerable 
number not chiefly engaged in the writ- 
ing of risks equipped with automatic 
sprinklers) and paid taxes to this state 
amounting to $20,520—equal to about 
1.4% of their premium income. 

“Taking all these things into account 
I have no hesitation in saying that it 
seems to me it would be unfair as well 
as unwise for the legislature of this state 
to pass an enactment whose purpose is 
to enlarge the opportunities for these 
outside companies to come into this state 
and deprive the stock companies of the 
privilege of insuring some of the most 
desirable properties in the state. 

“Among other things to be considered 
in connection with this legislation is that 
the companies proposing this bill are ad- 
mittedly among the very best and strong- 
est of the mutual companies in the 
United States. However, this legislation 
is of necessity general and if adopted 
will permit mutual companies of all other 
states, many of which are by no means 
as strong or as ably conducted as are 
the mutual companies represented here 
today, which might be admitted to Con- 
necticut, to write unlimited lines upon 
individual risks equipped with automatic 
sprinklers in this state.” 





LESS ARSON IN SYRACUSE 

Engineers of the National Fire Protec- 
tion Association report that the wave of 
arson from which Syracuse, N. Y., was 
suffering has been’ greatly reduced 
through the activity of the arson squad 
and with the co-operation of local banks. 
The practice of the latter to apply in- 
surance loss payments as a reduction of 
mortgages has proven effective in taking 
much of the profit out of incendiarism. 





E.U.A. MEETS MAY 24 


The Eastern Underwriters Association 


will hoid a meeting next Wednesday, 
May 24, at noon, in New York. 








Alliance National Advertising this month 
tells home-owners and landlords to ask 
the Alliance Agent for details about the 


advantages of Rent Insurance. 


See The Alliance advertisement in 
Saturday Evening Post, May 27. 





THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 


Head Office: 1600 Arch Street, Philadelphia 


The 











Fireman’s Fund Marks 
Seventieth Anniversary 


HOW THE NAME ORIGINATED 
Charity and Business Combined in Play 


of Sea Captain to Form an 
Insurance Company 


The Fireman's Fund, founded in San 
Francisco in 1863, this month celebrates 
its seventieth anniversary. William 
Holdredge, a retired sea captain, was 
not an insurance man _ but he fe. 
alized seventy years ago that the young 
city needed and would Os gg an insur- 
ance company. He had some rather 
original ideas and was able to persuade 
a small group of pioneer merchants to 
join him in launching a company that 
would write a general business in cities 
having fire departments and pay out of 
the profits of the company 10% to the 
charitable fund of the San Francisco fire 
department. 

Holdredge’s plan to make business 
help charity and charity contribute to 
business, accounts for the choice of the 
name—“Fireman’s Fund.” 

The company’s founders persuaded 
themselves that the worthy charity 
would commend the venture to the pub- 
lic and encourage property owners to 
support the fund by insuring in_ the 
company. It was also hoped that the 
financial interest of the volunteer fire 
department would guarantee special ef- 
forts toward preserving the properties 
insured by Fireman’s Fund—thus assur- 
ing the company of a favorable loss ex- 
perience. The profit-sharing plan was 
abanc doned a few years after the com- 
pany’s organization, a lump sum pay- 
ment of $5,000 being made to commute 
the obligation for all time. 

Capital Up from $200,000 to $7,500,000 

The Fireman’s Fund ranks as one of 
the largest and best known companies 
in the world and is leader of a group 
whose operations extend throughout the 
United States and Canada. The cash 
capital of $200,000, with which the com- 
pany started, has been increased from 
time to time and now stands at $7,500,- 
000. The annual statement for 1932 
showed total assets of $32,529,611 with 
policyholders’ surplus of $15,039,525. 

For the first few years the company’s 
operations were limited to the writing 
of fire insurance in the immediate vi- 
cinity of San Francisco, but as the man- 
agement became more seasoned the 
company enlarged its operations and was 
soon energetically writing marine insur- 
ance, as well as fire insurance, through- 
out its native state and along the entire 
Pacific Coast. ; 

As the years passed on new lines of 
insurance were written and the Fire- 
man’s Fund expanded its scope and en- 
tered wider fields. The Western depart- 
ment in Chicago was organized in 1872; 
the Eastern department in Boston was 
founded in 1885, while ten years later 
the Southern department in Atlanta was 
established. 

In 1905 with the advent of the auto- 
mobile the Fireman’s Fund pioneered 
the writing of this new line of insurance 
and was the first company to write auto- 
mobile business on a nationwide scale. 
Only one company doing a general fire 
insurance business in the United States 
wrote a larger volume of automobile 
business in 1932 than Fireman’s Fund. 

The Fireman’s Fund has had a most 
romantic career. Virtually wiped out in 
the Chicago and San Francisco confla- 
grations of 1871 and 1906, it met its vast 
obligations fully and honorably on each 
occasion, and emerged again to achieve 
a position of leadership. Today, after 
seventy eventful years, PO es which it 
has absorbed and survived almost every 
other company started in California, the 
Fireman’s Fund is known for strength 
and stability. 

ELIZABETH AGENT DIES 

William H. Ryan, one of the oldest 
fire insurance agents of Elizabeth, N. J. 
and a member of the firm of P. J. & W. 
H. Ryan, died last week at his home. 
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A policy with a Home 
Seal is a guarantee of 
sound insurance protection. 


ORGANIZED 1853 


59 MAIDEN LANE 


NEW YORK, N. Y. 


Strength 









































SOUND PRINCIPLES 





HE soundness of the underlying 

principles adopted by the foun- 
ders of “The Home of New York” 
have been demonstrated through its 
successful operations for 80 years to 
the satisfaction of its policyholders. 
@Their judgment, courage, foresight 
and faith laid the foundation of an insti- 


tution that has stood the test of time. 





¢ Reputation ° Service 
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Globe & Rutgers 


(Continued from Page 20) 
immediately to the _ claim-conversion 
plan. 

Brokers and Agents Approve Plan 

More than 100 fire insurance brokers 
and agents unanimously endorsed the 
plan of the reorganization committee of 
the Globe & Rutgers to rehabilitate the 
company through conversion of out- 
standing claims into a preferred stock 
issue in a resolution presented at a meet- 
ing last Friday afternoon in the board 
room of the New York Board of Fire 
Underwriters. FE. C. Jameson, president 
of the G. & R., presided. 

The resolution voicing the approval of 
those present, which was presented by 
Harry B. Cunningham, vice-president of 
Farjeon & Ballin Co., was as follows: 

“Resolved: That the insurance brok- 
ers and agents assembled in this meet- 
ing, representing a large group of hold- 
ers of policies in the Globe & Rutgers 
Fire heartily favor and endorse the plan 
to reorganize and rehabilitate the com- 


pany as outlined by the company’s re- 
organization committee, and: 
“Be it further Resolved: That this 


convinced that rehabilitation is 
preferable to liquidation, not only for 
the reason that rehabilitation will have 
greater benefit to policyholders than liq- 
uidation would have, but because reha- 
bilitation of the country’s third largest 
fire insurance company will have an im- 
portant effect upon business in general 
and will offer further proof that Amer- 
ican business is sound and can weather 
the economic depression if it is given 
an opportunity to do so.” 

Evidence that the reorganization com- 
mittee has given careful study to the 
plan of rehabilitation was attested to by 
Moses Tannenbaum, president of I. Tan- 
nenbaum Son & Co., who asserted that 
the time has come for full cooperation of 
the agents and brokers of Globe & Rut- 
gers in helping in its rehabilitation. Even 
city, state and national government have 
found it difficult, during the depression, 
to meet the problem of fearfully depre- 
ciated income, he pointed out, and the 
depreciation of Globe & Rutgers’ securi- 
ties, the major cause necessitating its 
rehabilitation, has been no fault of the 
company’s officers. 

In discussing the details of the plan 
Mr. Jameson thanked those present for 
the whole-hearted support they are giv- 
ing to the reorganization committee in 
its attempt to restore the company as a 
going concern. The reorganization plan, 
he said, provides simply for the wiping 
out of the company’s liabilities through 
the issue of preferred stock and would 
fully protect all creditors. 

“With a thirty-four year record of 
successful progress behind the company, 
and the plan for its rehabilitation so 
set up as to provide for the preferred 
stock issue to eliminate its liabilities, 
there is no reason why we cannot expect 
that the creditors will get 100 cents on 
the dollar within a comparatively short 
time,” Mr. Jameson stated. 

“The claim conversion plan is so much 
better than liquidation in that it will 
maintain in existence one of America’s 
oldest and most useful companies and 
at the same time prevent the delay and 
very probable loss to every one con- 
cerned which must necessarily go with 
enforced liquidation.” 

Newspapermen Attend Luncheon 

At a luncheon meeting of leading edi- 
tors of insurance periodicals and finan- 
cial writers on daily newspapers, H. Ed- 
ward Bilkey, vice-president of the com- 
pany, explained the reorganization plan, 
declaring it was intended as a measure 
for the protection and best interests of 
policyholders. The editors met for a full 


group is 


discussion of the plan, and its possi- 
bilities 

Mr. Bilkey said the company had re- 
ceived much encouragement from brok- 
ers and agents in all parts of the coun- 
try, and pointed out that these repre- 
sentatives were putting forth every ef- 


fort to obtain signatures of policyhold- 


ers to the assents before expiration of 


the time limit set by the court. Despite 
the difficulty of accomplishing this task 
is so short a period, Mr. Bilkey declared 
the response was gratifying and he ex- 
pressed the belief that sufficient returns 
would be received to prove that the plan 
of the reorganization committee is work- 
able and to the best interests of all 
concerned. 

Former United States Senator Joseph 
S. Frelinghuysen, a director and one of 
the largest stockholders in the company, 
told the editors the principal purpose of 
the plan of reorgé inization was to pre- 
serve the “integrity of contracts” with 
the company, and to prevent long delay 
and probable loss in the payment of 
claims that almost certainly would re- 
sult from liquidation. 

Frelinghuysen Praises Efforts 

“At a time when a new deal is 
claimed and new hope is promised, 
Senator Frelinghuysen, “and the whole 
policy of the Government is to save 
American institutions, it is respectfully 
submitted that this effort to preserve 
this great American company for the 
benefit of its creditors and policyholders, 
and to prevent a sacrifice by thousands 
ot policyholders, claimants and 
stockholders, and the diversion of Amer- 
ican business to foreign companies, 
shouid receive the most sympathetic at- 
titude of helpfulness from the govern- 
mental authorities charged with the duty 
of protecting and_ rehabilitating our 
American institutions. 

“The plan should succeed. 

“I have devoted years of my life to 
the insurance business. As a director of 
the company I can say our first concern 
in this matter is that creditors and poli- 
cyholders of Globe & Rutgers may be 
adequately protected. Approaching the 
question in this attitude I wish to state 
publicly that I believe the committee 
plan is in the best interest of all. It is 
not proposed in any selfish interest. It 
is honest in every detail and intent. The 
creditors through their preferred stock 
can control the company. 

“It seems to me far better that the 
creditors should receive preferred stock 
having a present value, and a reasonable 
prospect of retirement at $104 a share, 
than to have this company liquidated at 
a time of depression and receive pay- 
ments after years of delay.” 

World-wide Transactions 

An idea of the world-wide ramifica- 
tions of the Globe & Rutgers and of 
the consequent additional. delay involved 
if the company is forced to undergo liq- 
uidation rather than the rehabilitation 
sought for it, was indicated this week by 


pro- 
” said 


loss 


the reorganization committee, that the 
company had 100 foreign reinsurance 
treaties in effect when taken over by 


the New York Department. 

Each of the treaties represents rein- 
surance of a foreign company. Sever- 
ally, and in some instances individually, 
the contracts are world-wide in 
exclusive of the United States and Can- 
ada. All of them are operated through 
Henry L’Estrange Malone, the Globe & 
Rutgers London agent and attorney who 
during the past ten years has written 
an average of approximately $3,000,000 
in premiums annually. 


scope 





THREE CONVICTED OF ARSON 

The first conviction of arson by jury 
trial in Herkimer County, N. Y., since 
1904 was returned last Friday night. 
Three defendants, living in Herkimer, 
were convicted of arson in the second 
degree. Much credit is due District At- 
torney Carl W. Peterson of Ilion, N. Y., 
who prosecuted the case. A number ot 
fire insurance men helped prepare the 
evidence. 


MIDDLE DEP’T ASS’N MOVES 

The recently established Middle De- 
partment Rating Association, the major 
fire rating body for Pennsylvania, has 
moved into its new executive offices on 
the eighth floor at 401 Walnut Street, 
Philadelphia. The Middie Division, the 
Philadelphia Division and the Suburban 
Divison of the Assocation are in the 
one building. 


Dr. Diese of Gaseny 
Gets Nazi “‘Vacation”’ 





DR. ALFRED 


Dr. Manes 


(Continued from Page 1) 
actuarial or mathematical 
section; the insurance medicine section, 
and the insurance education section. 
These various sections frequently have 
meetings. At one of these meetings in 
December, 1930, consideration was given 
for changes in German insurance super- 
visory law and practice. 

The Society was three years old when 
Dr. Manes, then 25 years old, became its 
general secretary. He is a doctor of jur- 
isprudence and a doctor of philosophy. 
He had the urge to systematize insur- 
ance knowledge; to identify truth; to 
cure, or at least to remedy, insurance fac- 
tionalism, and to promote amiability 
among isolated adherents of different 
systems of insurance practice; but more 
than anything else he had the desire to 
inspire the young with lofty aims for 
service in insurance. He has frequently 
lectured at the University of Berlin and 
in other colleges. 


MANES 


insurance; the 





STATE OF PA. STATEMENT 


Large Surplus to Policyholders With 
Securities at Market Values; 
Total Assets $4,141,072 

President Gustavus Remak, Jr., of the 


Insurance Co, of the State of Pennsyl- 
vania has sent a letter to agents of the 
company showing that its financial posi- 
tion is strong in spite of the disturbances 
caused by the Globe & Rutgers difficul- 
ties. A financial statement as of March 
31, with bonds and stocks quoted at mar- 
ket values of May 11, shows assets of 
$4,141,072, capital of $1,000,000 and net 
surplus of $1,339,446. If bonds were val- 
ued on an amortized basis the assets 
would be increased $544,860. This state- 
ment reflects the reinsurance ceded to 
the American of Newark for which a re- 
serve of $675,929 is set up. 


In connection with this statement 
President Remak says: 

“The statement will assure you that 
our policyholders are amply protected, 


and that the company is in a financial 
condition to meet all its obligations in 
the future as it has in the past. From 
reliable sources of information, we are 
justified in stating to all agents, policy- 
holders or any others interested in this 
company, that the greatest possible loss 
to us from our claims against the Globe 
& Rutgers (even if its plans for rehabili- 
tation should fail of success), will not 
exceed $703,000,- which would leave the 
“State of Penn” a policyholders surplus 
of $1,630,440 at market values.” 


Agent’s Meeting 


(Continued from Page 20) 
arrangement entered into by the Comp. 
troller of the Currency with seven A 
eight chosen surety companies, which te. 
ceive the business in rotation, 

The executive committee instructed the 
surety conference committee to contact 
the surety companies carrying the sched. 
ule bonds, and undertake to secure their 
cooperation in the matter of preseryino 
the non-overhead writing agreement 
Chairman Moffatt said the committe 
would accept the assignment. 

The decision to make a 
membership opinion en the 
some form of automatic cancellation of 
policies for non-payment of  premiyn 
was the result of the earnest request of 
Chairman Case for definite instructions 
as to the future procedure of his Com. 
mittee. It being agreed that there jg 
wide dive:sity of opinion, the committee 
decided upon a survey of the entire 
membership, to be conducted from N3- 
tional Association headquarters in Ney 
York. 

Mr. Bennett reported on the results 
of his negotiations in Washington look. 
ing toward adoption of an amendment 


Survey of 
question of 


to the new Glass Banking Bill, which 
would procure divorcement of banking 
and insurance throughout the Federal 


Reserve System. The amendment hay- 
ing been incorporated in the bill now 
reported out of the Senate Committee 
on Banking and Currency, the commit- 
tee members expressed themselves as 
well pleased with the progress made, and 
authorized Mr. Bennett to proceed along 
his present lines of endeavor. 
Summary of Qualification Bill 

The draft of the agents’ and brokers’ 
qualification bill approved by the com- 
mittee is the fourth prepared since nego- 
tiations were started with the National 
Board for joint approval of some meas- 
ure satisfactory to companies and pro- 
ducers. It applies to agents, brokers and 
solicitors. The bill provides that any 
one seeking to be a producer shall ap- 
ply to the insurance commissioner of his 
state and pay an examination fee of $10. 
The application shall include a certifi- 
cate by a resident officer or representa- 
tive of a licensed insurer certifying that 
the applicant is a resident of the state 
or has his head office there, that he has 
had experience or instruction in insur- 
ance, and that he is of good _ business 
reputation. It is unlawful for an insur- 
ance company to pay the examination 
fee. 

On receipt of the application the state 
insurance department is to give the ap- 
plicant a written examination to ascer- 
tain his qualifications. One requirement 
is that applicants must be “principally 
engaged in the insurance business.” The 
annual fee to be paid for each license 
issued shall be $5 for a solicitor’s license, 
$10 for an agent’s license, $15 for a brok- 
er’s license and $25 for a non-resident 


broker’s license to be paid by the I- 
censee respectively. 
Premiums received by agents are de- 


clared to be trust funds and the insur- 
ance commissioner is entitled after ten 
days’ notice to revoke a license for fraud, 
illegal withholding of premiums or vi0- 
lation of any provision of the insurance 
laws. No commissions or brokerages are 
to be paid to producers not licensed nor 
shall any insurer effect or issue any 1 
surance policy except through a duly li- 
censed resident agent. The act does not 
apply to the life insurance business. 
Those convicted of violations of the law 
will be fined not less than $100 or moré 
than $500 for each offense. 

A group representing inland marine 
interests and including Douglas I Cox, 
Appleton & Cox, Inc.; Ray Marshall 
secretary of the Inland Marine Under- 
writers Ass’n., and A. G. Thacher and 

C. Charles, counsel, conferred with 
the agents on Wednesday. The agents 
named Mr. Goodwin and J. Smith o! 
Zweig, Smith & Co., New York, as 4 
committee to consider the marine prob- 
lems further. 
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During the 1790s the first bridge was built 
across the Hudson River at Glens Falls. It 
was not the first nor the largest bridge to span 
this river but it was one of the strongest. 
The old wood cut of this bridge shows that 
its piers were built of rock on rock—strong 
enough to withstand the ever increasing 
traffic which crossed the river at this point. 
Within a stone’s throw of the site of this 
sound and strong old bridge, the Glens 
Falls Insurance Company was founded 
on the rock of character. Even as this old 
bridge was later removed to make room 


for a more modern and better 








The fevst bridge across the Modion Beven at Wlens Fall 
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DURING THE GOLD RUSH DAYS OF ‘49 
THE GLENS FALLS MADE ITS BOW 
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structure, so has the Glens Falls been 
changed in outward form—increased in size, 
been strengthened and modernized io take 
care of the changing business conditions. 
The history of the Glens Falls Insurance 
Company is similar to that of the first 
bridge at Glens Falls. It was not the first 
company to span the hazards of the public 
with its insurance and it has not grown to 
be the largest—but its financial structure 
has been built to withstand the peak load 
of conflagrations and business depressions. 
The Glens Falls is proof that the largest is 


not always the strongest. 
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ALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








As an example of the “nerve” and 
tactlessness that some people display, 
the son of a prominent agent at Albany, 
N. Y., and a partner in the firm, told me 
that two young men walked into his of- 
fice some time ago and without further 
ado, asked him to call up a certain 
party, saying brusquely: “We are com- 
pany men.” Just as if that justified them 
in acting the way they did. 

The agent told them that they might 
use his telephone, as a matter of com- 
mon courtesy, but that was all they could 
expect from him in the way of service, 
whether they were company men or not. 
They left rather hurriedly without tele- 
phoning. I often wonder how such 
young roughnecks keep their jobs, and 
make good. They make a poor impres- 
sion on good agents and hurt the stand- 
ing of special agents as a class. It is, 
of course, a fact that a little authority 
causes some people to become “heady,” 
which attitude wears off gradually in 
time, after they have received rebuffs 
and straight talk from agents, and they 
find that they are on the wrong track. 

Years ago a special agent from a New 
England company, long since passed 
away, called on the Germania agent at 
Syracuse, N. Y., who had represented us 
for many years, practically on a_ sole 
agency basis, and to whom the Germania 
was a household word. He represented 
the company for over thirty years. 

Well, one morning this “peppy” field- 
man waltzed in, presented his card and 
assumed at once, not giving the agent 
time to come up to air, that the latter 
had accepted his company. “And,” he 
vociferated, “I want you to place me 
right next to the Germania.” This was 
too much for old Mr. Loehr, our agent. 
He got red in the face, rose from his 


Ellsworth, Me., Losses 
Estimated Around $900,000 


Insurance losses arising out of the 
conflagration at Ellsworth, Me., a week 
ago Sunday night are not expected to 
exceed $900,000 and may be smaller. It 
is believed that no company is involved 
for more than $50,000. The fire which 
destroyed many dwellings, mercantile 
buildings, and yachts, two churches and 
the city hall, was incendiary in origin. A 
farm hand, arrested last week, is alleged 
to have confessed. The first action of 
the city council after the fire was to 
pass a building ordinance prohibiting 
anything but fire-resistive or approved 
construction in the business district. It 
is estimated that the loss on boats 
burned, including two 75 foot cruisers, 
will amount to about $175,000. 





HANDLING LOSSES AT AUBURN 

William Bush, manager of the Fire 
Companies’ Adjustment Bureau at Port- 
land, Me., has opened a temporary of- 
fice at Auburn, Me., to handle the ad- 
justment of losses arising from the con- 
flagration in New Auburn. More than 
250 buildings, mostly tenements, were in- 
volved in the fire. 


ROBERT DUNHAM RECOVERING 

Robert Dunham, New York special 
agent of the Firemen’s and son of the 
late D. H. Dunham who was for years 
president of the company, is reported as 
well on the road to recovery from re- 
cent operations. 





chair to his full height of over six feet 
two inches and said (so he told me): 
“What do you say? You want me to be 
disloyal to the old Germania? You come 
in here like the wind, and I never saw 
you before, and talk foolish like that? 
You get right out of here, before I put 
you out.” 

This is one of the best examples of 
the absolute failure of high pressure 
salesmanship I have experienced. The 
agent told me this in his own way of 
speaking English, interspersed with his 
own idioms of English, as he was a Ger- 
man born citizen, who had never fully 
mastered English pronunciation. 

ea 


Leonard Saunders a True Friend 

One of the quietly efficient men, who 
goes about his valuable work without 
fuss and feathers is Mr. “Len” Saun- 
ders, chief “operator” of the Insurance 
Federation of N. Y. State, with head- 
quarters at Albany, N. Y. Mr. Saunders 
had a long career in politics in Madison 
County, having held numerous respon- 
sible county and state positions in that 
district and has had ample experience 
with men and matters. A very pleasant 
and sincere personality, he has managed 
to build up a friendly following among 
public men at Albany, who will listen 
to him on matters pertaining to insur- 
ance, because they have faith in him. 
He has done very valuable work for all 
concerned in the insurance business; 
companies, fieldmen, local agents and 
brokers, who constitute the membership 
of the Federation. We in the field, who 
have come in frequent personal contact 
with him, value his work and his per- 
sonal friendship when we have de- 
served it. 





Connecticut Holds Agents 
Should Not Pay Premiums 


Insurance agents should not guarantee 
the premiums written by them, the at- 
torney general’s department of Connecti- 
cut has informed Insurance Commission- 
er Howard P. Dunham. The opinion 
states that an agent “is licensed for the 
company which he represents, and if 
there is an unearned premium paid to 
the company through him, which is due 
because of the insolvency of the insur- 
ance company, the customer has a claim 
against the company.” 

For the agent himself to refund the 
unearned premium on the policy of such 
a company would be giving the customer 
a special advantage and something to 
which he is not legally entitled, the at- 
torney general holds. 





REINSURES SOUTHWESTERN 

The Liverpool & London & Globe has 
reinsured the outstanding liability of the 
Southwestern Fire of Phoenix, Ariz., and 
will automatically reinsure all the liabil- 
ity under policies issued by the latter in 
the future. Net premiums written by 
the Southwestern in 1932 totaled $43,500. 





PA. CODES POSTPONED 


As predicted, this session of the Penn- 
sylvania legislature did not enact the re- 
codified insurance and Insurance Depart- 
ment codes. The law-making body has 
postponed consideration of the revised 
codes until 1935, 
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London & Lancashire 
Had Good Year in 1932 


GROUP ASSETS ARE _  £27,448,506 





American Holdings Large; Pascoe Rutter 
Says Investment Losses Will 
Aid Underwriting 





At the recent seventy-first annual 
meeting of the London & Lancashire in 
London, F. W. Pascoe Rutter, governor 
of the company, read his annual report 
showing that the company had made an 
excellent world-wide record in 1932 and 
was in a strong financial condition. For 
the consolidated companies, including the 
transactions of the allied companies, the 
fire premiums amounted to £2,871,692 as 
compared with £3,040,000 the previous 
year. Net losses, paid and outstanding, 
were £1,312,159. The total fire fund sur- 
plus now stands at £3,549,000. 

The net marine premiums last year 
were £1,102,380 as compared with £1,296,- 
045. Net losses paid and outstanding 
were £831,317. The marine fund surplus 
amounts to £1,341,000. In the fire field 
the loss experience in Great Britain 
yielded a substantial profit and the for- 
eign field was satisfactory with the ex- 
ception of the United States. The total 
fire department profit was 11% and that 
for the marine business 144%. 


Large American Investments 


The balance sheet of the London & 
Lancashire group shows total assets of 
£27,448,506, including £10,884,658 of life 
insurance assets. Among the investments 
are a total of £4,230,255 in United States 
government, public utility, railroad bonds 
and stocks. 

In addition to the London & Lanca- 
shire this large group of British compa- 
nies includes many subsidiaries. Among 
them are the Marine of London, Stand- 
ard Marine, British Fire, Law Union & 
Rock, Law Accident, Orient of Hartford, 
Safeguard of New York, London & Lan- 
cashire Indemnity of Hartford, five com- 
panies in Canada, six in Australia, one in 
South Africa, one in South America and 
one in Holland. 

In his annual report Pascoe Rutter 
speaks at length about world conditions, 
including the United States. His remarks 
about this country will be published next 
week. This distinguished insurance lead- 
er’s views with respect to the insurance 
future are presented herewith: 

Pascoe Rutter on the Future 

“We British companies, trading 
throughout the wide world, have neces- 
sarily been subject to the world’s vagar- 
ies. The wonder is—and I think you 
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must agree—that we have done so well— 
or so comparatively well. 

‘But there are two factors which you 
should bear in mind. 

“I am inclined to believe that the evi- 
dences of prosperity or otherwise in the 
case of insurance, lag behind those of 
trade—that is to say, that we have not 
felt the brunt of the depression to any 
appreciable extent until after it had be- 
come apparent in trade and commerce 
generally. 

“Speaking of British insurance compa- 
nies in the aggregate, the soundness of 
the business is still unquestionable. The 
most difficult field at present is the 
United States, and the sooner that coun- 
try puts its house in order, the sooner 
and the more certain will be the return 
of British insurance companies to the 
halcyon times which we have been ac- 
customed to. 

“I am rather hopeful in this connec- 
tion. I have told you more than once 
that the affluence of many American 
companies in the past has been mainly 
consequent upon the appreciation in the 
value of their investments. They are 
now suffering the reverse. If, then, sur- 
pluses are being so reduced by deprecta- 
tion, it follows, as night follows day, that 
if that state of things continues much 
longer, the existence of many companits 
is at stake. But insurance must always 
be purchased. The world cannot do with- 
out it. And the logical consequence 0 
this depletion of funds and interest 1- 
come in America should, and I think will, 
be followed by such an improvement i 
the conditions of underwriting that prol- 
its can be made independently of, and 
without reliance upon, the fruits of im! 
vestment. P 

“What has happened in America 1s all 
object lesson for our own Government. 
The Insurance Undertakings Bill has 
been hanging fire for six years. It should 
be taken in hand again and pressed to an 
early conclusion, if our insuring public 
are to be protected against companies 
whose resources have become inade- 
quate.” 
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Propose Rules for 
Stove Oil Burners 


RECOMMENDATIONS OF N.F.P.A. 





Suggested Ordinances Also Cover Con- 
struction and Operation of Trucks 
for Flammable Liquids 





\ suggested form of ordinance regu- 
lating the installation of stove and range 
oil burners is being presented for tenta- 
tive adoption at the annual meeting of 
the National Fire Protection Association 
which is to be held in Milwaukee, May 
29-June 1, 1933. Also a suggested form of 
ordinance regulating the construction and 
operation of tank trucks and trailers for 
flammable liquids is to be presented for 
adoption. These suggested ordinances 
have been prepared by the N.F.P.A. 
committee on flammable liquids to fur- 
nish a standard which cities may follow 
in the making of reasonable minimum 
requirements for these equipments. 

The remarkable increase in the use 
of range oil burners in the past few 
years has shown that there are numer- 
ous misuses of these burners which have 
brought about situations hazardous to 
life and property, and the committee 
has found considerable demand for a 
suggested form of ordinance by cities 
which have been attempting to put into 
effect a variety of regulatory measures. 
The suggested ordinance calls for types 
of burners equipped with suitable auto- 
matic safeguards to prevent overflowing 
or flooding and lays down regulations 
for the storage of fuel used with the 
burners. 

The suggested ordinance on tank 
trucks and trailers is based on the 
N.F.P.A. good practice requirements for 
the construction and operation of auto- 
mobile gasoline tank trucks, which was 
adopted by the Association last year. 

The committee on flammable liquids 
has also presented a code of recommend- 
ed good practice on the construction, 
maintenance and use of gasoline blow- 
torches and plumbers’ furnaces. This 
code was prepared by a joint committee 
of the National Safety Council and the 
N.F.P.A. Another presentation of the 
committee is a progress report indicat- 
ing the nature of the more important 
changes that the committee has in mind 
for the N.F.P.A. regulations on oil burn- 
ing equipments (other than range burn- 
ers). A complete revision of these 
regulations is to be made during the 
coming year. 

The above items are included in the 
report of the committee on flammable 
liquids, an advance publication of which 
is available on request to the National 
Fire Protection Association, 60 Battery- 
march Street, Boston, Mass. The pro- 
cedure of the Association makes it pos- 
sible for all persons interested to sub- 
mit suggestions which may be made at 
the annual meeting when the report is 
presented and discussed, or in writing to 
the office of the Association before the 
meeting 





NEW CALIF. BUILDING CODE 

The Fireman’s Fund Record, publica- 
tion of the Fireman’s Fund group, says 
that a uniform building code has been 
under consideration in California for a 
number of years and from present in- 
dications will be completed within the 
next few months. “This code is a long 
step in the direction of earthquake- 
resistant construction,” says the Record. 
It is predicted that the code will be 
ready for presentation to the State 
Chamber of Commerce early in July. The 
recent earthquake in southern Califor- 
nia has stimulated interest in the matter 
of securing the construction of build- 
ings which will withstand earthquake 
shocks better than a number of school 
and other buildings did. 
JACKSON WITH HARTFORD FIRE 

Frank W. Jackson, connected with the 
New York City department of the Globe 
& Rutgers for twenty-seven years, has 
joined the local department of the Hart- 
ford Fire. 








FUMIGATION RISK REPORT 





N. F. P. A. Committee Has Prepared 
Suggested Form of Ordinance for 
Use by Cities 

A suggested form of ordinance for use 
by cities for the control of the fire and 
life hazards of fumigation operations is 
to be presented for tentative adoption 
at the annual meeting of the National 
Fire Protection Association to be held 
at Milwaukee, May 29-June 1, 1933. This 
ordinance has been prepared by the N. 
F. P. A. committee on fumigation haz- 
ards with the concurrence of the asso- 
ciation’s committee on laws and ordi- 
nances, 

The suggested ordinance applies only 
to the use of gas fumigants in buildings, 
vessels and other enclosed spaces. It 
provides for permits and certificates to 
assure that the fumigation is done by 
qualified individuals and prescribes that 
premises must be vacated and that pre- 
cautions against fire during the fumiga- 
tion process must be taken. The need 
for such an ordinance is explained by 
the occasional serious fire which occurs 
in a building or vessel, either as a result 
of the flammable nature of the gas used 
as fumigant or because the toxic quali- 
ties of the gas being employed prevent 
firemen and others irom being able to 
fight the fire. 

A draft of this ordinance is included 
in the report of the committee on fumi- 
gation hazards which is available in an 
advance publication on request to the 
National Fire Protection Association, 60 
Batterymarch Street, Boston, Mass. The 
procedure of the association makes it 
possible for all persons interested to 
submit suggestions which may be made 
at the annual meeting when the report 
is presented and discussed, or in writing 
to the office of the association before 
the meeting. 


N. F. P. A. PROGRAM ISSUED 





Bielaski Will Deliver Two Talks on 
Arson at Convention in Milwau- 
kee, May 29-June 1 
The National Fire Protection Associa- 
tion has issued its program for the thirty- 
seventh annual meeting at the Hotel 
Schroeder in Milwaukee, Wis., May 29- 
June 1. The convention opens with a 
meeting of the fire marshals’ section on 
Monday morning and afternoon. There 
will be six talks on fire prevention and 
arson campaigns, including one on “In- 
vestigation of Suspicious Fires” by A. 
Bruce Bielaski, head of the arson depart- 
ment of the National Board of Fire Un- 
derwriters. The first general session of 
the N. F. P. A. convention is scheduled 

for Monday evening. 

On Tuesday morning the N. F. P. A. 
convention will continue. That after- 
noon there will be a Chamber of Com- 
merce and Safety Council meeting, with 
Mr. Bielaski as one of the speakers. Fur- 
ther sessions of the N. F. P. A. are 
scheduled for Wednesday and Thursday, 
at which time committee reports will be 
presented and addresses made by various 
speakers. On Friday the Underwriters 
Laboratories will keep open house in 
Chicago for those attending the Milwau- 
kee convention. 


OPENS AGENCY IN BROOKLYN 

Paul W. Zuccaire has formed his own 
underwriting office in Brooklyn under 
the name of the Cairo Agency and lo- 
cated at 189 Montague Street. He will 
represent the Safeguard of the London 
& Lancashire group and the Minneap- 
olis Fire & Marine of the Phoenix of 
Hartford group. For the last two years 
Mr. Zuccaire was with the Brooklyn 
Franklin Corp. 


HUBBARD WAS A DIRECTOR 

The late Samuel T. Hubbard, Jr., New 
York cotton broker, who died recently, 
was a director of several insurance com- 
panies. These included the Eagle Fire, 
Norwich Union Indemnity and Sun In- 








demnity. He was also a trustee of the 
United States branch of the Sun In- 
surance Office and of the Atlantic 
Mutual. 


Urges City Planning 
To Cut Fire Hazards 


N. F. P. A. COMMITTEE REPORT 


Many Fire Losses Can Be Prevented If 
Proper Attention to Risks Is Given 
Ahead of Construction 





A brochure on city planning and zon- 
ing in relation to fire prevention and 
fire protection is being presented for 
adoption at the annual meeting of the 
National Fire Protection Association to 
be held in Milwaukee, May 29-June 1, 
1933. The brochure was prepared by the 
N. F. P. A. committee on city planning 
and zoning of which Rudolph P. Miller, 
consulting engineer of New York City, 
is chairman. Henry C. Klein of the New 
York Underwriters Insurance Co. is act- 
ing secretary of the committee. 

The purpose for which the committee 
has prepared the brochure is to bring 
influence to bear on city planners to 
give proper attention to certain features 
of fire defenses. The committee men- 
tions that attention to matters of fire 
hazard and fire defense by city planners 
has been given more or less unconscious- 
ly in working out general measures for 
the conservation and promotion of the 
public health, safety, and general wel- 
fare. The committee describes the ef- 
fect on the fire hazard of such features 
as street traffic, open spaces as fire 
breaks, and protective features such as 
the location of fire alarm central sta- 
tions and stations for fire companies. 
The importance of planning the water 
supply and telephone service in the mod- 
ern metropolitan community is empha- 
sized and attention is also called to the 
factor of overhead wires in obstructing 
fire fighting, the fire hazard of blighted 
areas of the city and the difficulties in- 
troduced by bridges and _ waterfront 
areas. A plea is made for the coordina- 
tion of the system of street names and 
house numbers in order to eliminate”a 
possibility of confusion which has often 
severely handicapped fire departments in 
fighting fires. 

Business Occupancies 

From statistics it has collected, the 
committee argues that the fire hazards 
of business occupancies even in the case 
of stores and dwellings are sufficiently 
great to warrant the exclusion of these 
occupancies from the dwelling house dis- 
tricts by zoning provisions. The statis- 
tics presented show that the loss per fire 
in occupancies which are combined store 
and dwellings is on the average two and 
one-seventh times the loss per fire in 
buildings occupied solely as dwelling 
houses. The records analyzed are those 
reported by twenty-eight municipalities 
with a population of 6,406,000 in the 
seventeen states of New York, Connecti- 
cut, Massachusetts, Pennsylvania, Mary- 
land, Illinois, Iowa, Wisconsin, Minne- 
sota, Washington, California, Arkansas, 
Tennessee, Texas, Louisiana, Oregon, 
and District of Columbia. 

The present report of the committee 
is available in an advance publication ob- 
tainable from the National Fire Protec- 
tion Association, 60 Batterymarch Street, 
3oston, Mass. The N. F. P. A. com- 
mittee responsible for the report espe- 
cially solicits suggestions and under the 
procedure of the association it is pos- 
sible for all persons interested to submit 
such at the annual meeting when the re- 
port is presented, or in writing to the 
office of the association before the 
meeting. 


BROKERS’ PLACING GUIDE 

The Insurance Brokers’ Placing Guide, 
issued by the Index Publishing Co. of 
206 Broadway, has published its 1933 edi- 
tion. It is a classified directory listing 
each kind of insurance and under each 
the names and telephone numbers of the 
company and agents in the New York 
metropolitan district writing that cover. 
It consists of 200 pages. Among the in- 
teresting sections are those covering avi- 
ation and those covering combination 
policies for those in the Government 
service. 





SEA HAD GOOD EXPERIENCE 





Marine Account Most Satisfactory Since 
1919 Annual Report Shows: 
Chubb & Son Commended ” 

The Sea Insurance Co. of Liverpoo| 
of which Oscar Prentice is general may._ 
ager, reported excellent returns from 
marine underwriting at the fifty-seventh 
annual meeting held recently in Liver. 
pool. A. H. Bibby, chairman of the com. 
pany, in his report praises not only the 
English underwriters of the company but 
also Chubb & Son of New York, agents 
of the company in this country, Mr 
Bibby said: , 

“Our marine account for 1931 shows 
an underwriting profit of £66,269, equal 
to 12% per cent. of the premium income 
compared with £40,363 on the previous 
year’s account, and is, in fact, the most 
satisfactory result we have attained 
since 1919. To this profit our head office 
and agencies generally have all contriby- 
ted, and we have to offer our cordial 
thanks to Willis, Faber and Dumas, Ltd. 
in London, Chubb & Son in New York. 
and to our agencies throughout the 
world, as well as to our general manager 
and sub-manager. This year is the fif- 
tieth anniversary of the foundation of 
the firm of Chubb & Son, our New York 
agents, and our general manager has just 
returned after a brief visit, made in or- 
der personally to congratulate them on 
the occasion, and express our apprecia- 
tion of the excellent sevice they have 
rendered to us throughout that period. 

“T must admit that our 1931 account 
kas had unusual good fortune, and so 
large a percentage of profit can only be 
made very occasionally. 

“The year 1932 was remarkably free 
from minor casualties, but -was severely 
hit by disastrous fires on three big liners, 
the Georges Philippar, P. C. Hooft and 
L’Atlantique, but in spite of the severity 
of these losses, the account remains in a 
good position to date. The slight increase 
in our income is due to currency from 
countries still on the gold standard. If 
it had not been for this, there would 
have been some depreciation in income, 
which is only to be expected in view of 
the large amount of tonnage laid up and 
the reduction in tonnages and values of 
cargoes shipped.” 





NEW AUTO FLEET RATE BASIS 

Amended rules for rating fleets were 
announced last week by the National 
Automobile Underwriters Association. 
Formula A, a new formula, for rating 
large risks is strictly on an experience 
basis. The information required under 
the new formula can be obtained more 
readily than before and the rate ascer- 
tained without delay. Quicker service to 
agents will be provided in addition to 
simplification of detail work. Formula 
B, which heretofore has applied to the 
larger risks, will apply to those risks 
which are not eligible for rating under 
Formula A. 


NEW AUTO SUPPLEMENT ISSUED 

The second supplement to the 1932 fire, 
theft, collision and miscellaneous risk 
manuals of the National Automobile Un- 
derwriters Association has been distrib- 
uted with changes made effective May 
15. It contains all data in the first sup- 
plement and rates on all 1933 makes and 
models of cars. In eastern and western 
branch territories the separate compre- 
hensive premium manual is withdrawn. 
For rules and premiums for issuing the 
comprehensive form information is com- 
tained in the new supplement. 


BRONX ASSOCIATION MEETS 

The Bronx Insurance Men’s Associa- 
tion held its annual meeting last week 
at the East 148th Street Restaurant and 
re-elected its officers as follows: presi 
dent, Charles J. Griffin; first vice-prest 
dent, Thomas W. Buckley; second vice- 
president, Henry G. Waltemade, Jr; 
third vice-president, George Hoffman; 
treasurer, Frederick Schumacher, a? 
secretary, Arthur C. Goerlich. Directors 
elected to serve three years were: Wm. 
J. O’Brien, Adolph Sternberg and Peter 
Schneider. 
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~ MARINE & AUTOMOBILE 





Changes in Building 
Risk Agreement Made 


LONDON UNDERWRITERS ACT 





All Around Advance In Rates Is 
Obtained on Merchant and 


Passenger Vessels 





The Institute of London Underwriters 
has amended the building risks agree- 
ment after the subject was considered 
thoroughly by the construction risks 
committee, causing an advance in rates 
on merchant and passenger shins. The 
minimum value to which the agreement 
applies is £350,000 while vessels of more 
than £1,000,000 are to be rated specifi- 
cally. Under the old agreement the rates 
applying to merchant ships were supple- 
mented by additional premiums attaching 
to coverage on vessels fitted with pas- 
senger accommodations or refrigerating 
machinery. The amended agreement ac- 
cepts the fact that vessels of minimum 
value and more will be fitted with pas- 
senger acconimodations and/or refriger- 
ation machinery so the additional pre- 
miums are included in the basic rates. 
These rates are increased by 25% in the 
case of values of £350,000 up to £500,000 
and 50% for values in excess of £500,000 
but under £1,000,000. 

The scale has also been modified to 
provide for a higher proportion of pre- 
mium attaching to shorter periods to 
meet the conditions arising when there 
is rapid construction. The rates under 
the amended agreement for vessels 
valued from £350,000 up to £500,000 are 
as follows: 

Rates Under Agreement 
Rate 
Period per cent 

Over 12 mos. and up to 15 mos.. 14s Od 
Over 15 mos. and up to 18 mos.. 17s 3d 
Over 18 mos. and up to 21 mos,.. 20s 3d 
Over 21 mos. and up to 24 mos.. 26s 6d 
Over 24 mos. and up to 27 mos.. 29s 9d 
Over 27 mos. and up to 30 mos.. 32s 9d 

Periods in excess of the maximum pe- 
riod of the policy are held covered at a 
rate of 1s 3d per cent per month. 

The basic rates for vessels valued at 
£300,000 to £1,000,000 are 20s per cent 
for 12 months, advancing 3s per cent for 
each period of three months up to a 
maximum of 30 months, when the rate 
reaches 38s per cent, after which con- 
tinuation is at the rate of ls 6d per cent 
per month. 

_The new agreement also makes pro- 
vision for cases where hull and machin- 
ery are built at different yards and sep- 
arately insured, and it is expressly stip- 
ulated that the value for the purpose of 
the agreement is the combined values of 
the two interests together. When hull 
and machinery are insured separately 
the basis of rating is obtained by taking 
the basic rate for hull and machinery 
combined and adding 25% to obtain the 
rate on the hull insurance alone, deduct- 
ing 25% to obtain the rate on the ma- 
chinery. 

In order to avoid uneven rates when 
applying this system, it is provided that 
the lowest fraction of any rate is to be 
taken as 3d. 

Rates for Naval Vessels 

The rating on naval vessels under the 
amended agreement remains unchanged 
except in the case of vessels built for a 
speed of 30 knots or more, when there is 
an additional premium of 5s per cent, 
which compares with 2s 6d per cent un- 
der the old agreement. The basic rate 
of all naval vessels is 7s 6d per cent for 
12 months, and an additional 1s 3d per 
cent each further period of 3 months 
up to 30 months, when the rate reaches 
I5s per cent. The continuation rate on 
all naval vessels irrespective of speed is 
Is per cent per month. The basic rate 
tor submarine craft is 12s 6d per. cent 





for a period of 6 months or less, increas- 
ing by 2s 5d per cent for each further 
period of 6 months up to 25 months, 
when the rate reaches 20s per cent, the 
continuation rate being 1s per cent per 
month as in the case of other naval ves- 
sels, but there is a special return of 2s 
Od per cent on these rates for vessels 
constructed in approved yards, 

Two other amendments to be noted 
are that whereas the old agreement pro- 
vided for “rates from the date of launch- 
ing,” the new agreement states more 
specifically “if not insured until the date 
of launching or thereabouts (but includ- 
ing launching) deduct 5% from the rates 
for the full contract period;” and under 
the paragraph “United Kingdom delivy- 
eries” the agreement now reads, “the 
rates set out are for delivery at the port 
of construction. Voyages for delivery 
elsewhere held covered at rates to be 
arranged, subject to an additional pre- 
mium of 2s 6d per cent for United King- 
com deliveries.” 





Automatic Cancellation 


To Be Tried by I. M. U. A. 


The Inland Marine Underwriters Asso- 
ciation will put into effect on July 1 
rules to effect automatic cancellation of 
motor truck cargo policies for non- 
payment of premiums. On annual poli- 
cies the new rules are effective upon re- 
newal of the risk. Policies written on 
a reporting basis must provide that the 
period covered by each report shall not 
exceed one month and that the due date 
as to all reports and payments of pre- 
mium shall be made to the company, or 
its agent, not later than thirty days from 
the date of the last day covered by each 
report. If the report is not given and 
the premium paid then the policy is can- 
celled without further notice to the as- 
sured. 

All policies written subject to flat pre- 
mium basis or not written on a reporting 
basis shall contain a clause stating that 
the assured agrees in case the premium 
is not paid within 60 days the policy 
shall be cancelled automatically. An- 
other rule is that no carrier’s policy shall 
be issued or endorsed to include any 
shipper or other party as an assured. 





B. B. WEAVER IN ENGLAND 

Benjamin B. Weaver, vice-president 
of Alan H. Bonito & Co. Inc., inland 
marine underwriters, sailed last Friday 
for London on a business trip. He is 
accompanied by Mrs. Weaver. 





TRANSFERRED TO NEW YORK 

Joseph Danaher has been transferred 
from the home office of the Fidelity & 
Guaranty Fire in Baltimore to New York 
to take charge of the marine office here. 





CHARTERED 1842 


ATLANTIC MUTUAL INSURANCE COMPANY 


HoME OfFice: 
Atlantic Bldg., 49-51 Wall St., New York 


BOSTON, PHILADELPHIA, CLEVELAND, CHICAGO, BALTIMORE 





MARINE INSURANCE 





INLAND —. bs T 
IISTRANCE COMLRANTY 









TRANSPORTATION 


The largest Company in the United States writing exclusively Ocean Marine, 
Yacht, Inland Marine and Transportation insurance on a Mutual Cash partici- 
Profits are shared with the assured. Policies are non-assessable, 
no policyholder being liable to the Company except for the payment of premium. 
Latest Dividend 15% 
Property Insured to the Value of Over $42,000,000,000 
Dividends of Profits to Policyholders of Over $120,000,000 
Losses Paid Over $188,000,000 


pating plan. 


A GOOD POLICY TO SELL 


Accepts business from brokers and pays commissions in the same manner 
as other companies. 

















BRITISH CLAUSE AMENDED 





Further Change Made in Disbursements 
Clause to Remove Chances of 
Misunderstanding 

When several weeks ago it was an- 
nounced in England that the Institute 
Times Clauses, Hulls, were to be amend- 
ed to make it clear that shipowners could 
insure amounts irrespective of the limi- 
tations of the Disbursements Clause, 
against both war risks and the risk of 
loss or damage caused by strikers, 
locked-out workmen, &c., the amend- 
ment was accomplished by altering the 
clause to read :— 

“Insurances irrespective of amount 
against :— 
“(1) Risks excluded by Clause 21 

(the Free of Capture Clause). 

“(2) Loss or damage caused by strik- 

ers, locked-out workmen, &c.” 

Since that announcement was made, it 
has been pointed out that, inasmuch as 
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this clause and the War Risks Clause 
(Clause 21) appear in the Hull Clauses, 
the amended paragraph (paragraph (g)) 
can only be held to refer to hull insur- 
ances against the risk of war and strikes 
In order to avoid this interpretation being 
placed on the clause, the: Technical and 
Clauses Committee, after taking legal 
advice, recommend that the opening 
words of the clause be amended to read: 
“Insurances on any interest irrespective 
of amount,” and the amendment will 
come into force from July 1 next. 

“The amendment means,” says the Liv- 
erpool Journal of Commerce, “that, 
whereas under the first wording it might 
have been held that shipowners could 
only cover amounts in excess of the Dis- 
bursements Clause against war _ risks, 
&c., on hull interests only, under the 
new wording they can cover the excess 
amounts on any interest, such as dis- 
bursements, freight, &c., but it must be 
borne in mind that the excess amounts 
can only be covered against the specific 
risks mentioned, i.e., the risks excluded 
by the Free of Capture Clause and loss 
or damage caused by strikers locked-out 
workmen, or persons taking part in labor 
disturbances, or riots or civil commotions 
and/or any persons of malicious intent 
The amendment is one more example of 
the necessity for extreme precision in 
the drafting and amendment of clauses, 
and also of the manner in which the 
Technical and Clauses Committee exer- 
cises that vigilance which is so necessary 
to the protection of underwriters’ in- 
terests.” 


60 YEARS UNDER THE RINMANS 

The Swedish General Marine has is- 
sued its sixtieth annual report. During 
all the years the company has been in 
business it has been under the leader- 
ship of the Rinman family. Captain S 
E. Rinman was the head for thirty-five 
vears and for the last quarter of a cen 
tury Axel Rinman, one of the world’s 
leaders in marine insurance, has been 


at the helm. 
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1932 Casualty Results 
Reported by Beha 


VOLUME 20% OFF, LOSSES DROP 
National Bureau Members Get High 
Spots of Busy Year; Officers Re- 
elected; Committee Changes 


filled with 
activity due to the many 
problems presented by the depression, 
the National Bureau of Casualty & Sure- 
ty Underwriters held its annual meeting 
on Wednesday at the Waldorf-Astoria 
Hotel, New York, with an attendance of 
close to 100 company executives. All 
officers of the Bureau were re-elected, 
James A. Beha as general manager and 
counsel; William Leslie and Albert W. 
Whitney as associate general managers; 
KE. E. Robinson as secretary, with Chas. 
J. Haugh as actuary and Robert ¥. 
Roundtry as comptroller. 

The executive committee of the Bureau 
was brought up to its full strength of 
twenty members by the addition of the 
Continental Casualty and United States 
F. & G. The Glens Falls Indemnity and 
Standard Surety & Casualty were added 
to the legal committee while the Fidelity 
& Deposit and Royal Indemnity went on 
the statistical committee succeeding the 
Concord Casualty & Surety and St. Paul- 


Completing a year more 


than usual 


Mercury Indemnity, resigned. To the 
publicity governing committee were add- 
ed the Fidelity & Casualty and Hartford 


Accident. 
Beha’s Annual Report 

The annual report by General Mana- 
ger Beha was one of the high spots of 
the gathering. Calling attention to the 
annual Casualty Experience Exhibit of 
companies doing business in New York 
state Mr. Beha said the country-wide 
premiums of these carriers amounted to 
$625,631,620, which is 20% less than the 
1931 volume. He stressed: “When it is 
realized that the premium volume _ in 
1929 was $811,168,000 not much else need 
be said to indicate the nature of the 
conditions with which the Bureau and 
its members had to contend during 1932. 
The fact that Bureau companies have, 
on the whole, withstood the strain of 
the past few years so well demonstrates 
the wisdom of the policies and practices 
which those companies have established 
and followed through the National Bu- 
reau.” Mr. Beha felt that these trying 
circumstances have strengthened the 
bond existing between Bureau members; 
have intensified and strengthened the 
spirit of co-operation and mutual help- 
fulness. 

Compensation Loss Less; Profit in Auto 
P. i. and FP. BD. 

Pointing to tangible results of the past 
year which indicate that the develop- 
ments were not altogether unfavorable 
Mr. Beha was glad to report that not- 
withstanding the difficulty in adjusting 
operating expenses to fit reduced volume 
as well as many underwriting problems, 
the stock companies reporting to the 
casualty exhibit of the New York Insur- 
ance Department showed an underwrit- 
ing loss of only 58% for all lines com- 
bined as compared with a 9.2% loss for 
1931 \lso more encouraging was the 
1932 underwriting loss in compensation 
of 182% as compared with 19.1% for 
1931, referred to by Mr. Beha as the 
first sign of diminution in loss on com- 
pensation business since 1928. And par- 
ticularly gratifying was the net under- 
writing profit of 2.1% for 1932 shown for 
automobile public liability and property 
damage pol. m0 inasmuch as the auto- 
mobile business has produced a net un- 
lerwriting loss in every year since 1925, 
except 1928 

Mr. Beha said these 
underwriting results 


improvements in’ 
“may be attributed 





Elect C. B. Morcom President 


Clifford B. Morcom, vice-president, ; 
Aetna Casualty & Surety, was elect- 
ed president of the Association of 
Casualty & Surety Executives at its 
annual meeting on Wednesday. J. 
Arthur Nelson, president, New Am- 
sterdam Casualty, was clected vice- 
president and F. Robertson Jones re- 
elected general manager. Mr. Jones’ 


annual report was read and favor- 
ably received. 

The United States F. & G, Em- 
ployers’ Liability and Ocean Acci- 


dent whose terms as executive com- 
mittee members were expiring were 
re-elected for three-year terms. The 
Maryland Casualty was added to this 
committee to fill a vacancy. 











in part to the efforts of the companies 
and the Bureau staff to adjust rates and 
underwriting practices sufficiently to 
catch up with the upward trend in losses, 
and in part to a decrease in the upward 
trend in losses, at least in some lines.” 
Optimistically he thought such signs in 
the insurance business together with 
signs of slight improvement in other 
lines, furnished some basis for the belief 
that “the worst may be over” and that 
in the not far distant future the com- 
panies may again show a net underwrit- 
ing profit. 
Other Lines Showing Profit 

It was also revealed by the Casualty 
Experience Exhibit that an underwriting 
profit was made last year in plate glass, 
$524,762; burglary and theft, $3,497,190: 
boiler, $679,164; machinery, $956,868 ; auto 
collision, $770,327; property damage and 
collision other than auto, $559,045; credit, 
$154,612, and sprinkler, $244,977. The 
surety experience, however, reflected the 
full force of the depression. Total net 
premiums earned in this line were $35,- 
384,008 on which the underwriting 
was $18,689,013. A better showing was 
indicated in the fidelity line which pro- 
duced premiums of $41,201,794, only 
slightly below the 1931 volume, on which 
the loss was $634,320 as compared with 
$894,427 in 1931. 

Activities in Va ious Departments 

In his report Mr. Beha gave in detail 
automobile department activities of the 
past year. He pointed to revisions in 
private passenger, commercial public and 
property damage liability rates made for 
the majority of states in the early part 
of the year, saying that most of these 
changes represented increases “as might 
have been expected in view of the fact 
that the automobile casualty business has 
resulted in substantial underwriting 
losses during several preceding years.” 
Among other things a new Virginia bu- 
reau was organized and was successful 
in contending for representation on its 
governing committee in proportion to the 
volume of business written by stock and 
mutual companies in the state; the po- 
sition of the Bureau companies in West 
Virginia that the commissioner had no 
authority to disapprove new rates and 
order them to return to old rates under 
threat of license revocation was sus- 
tained: a new underwriting basis for 
writing automobile fleets was introduced, 
replacing the payroll and automatic cov- 
erage bases, and changes were made in 
coverage on trucking risks due to un- 
favorable experience. 

In the burglary field Mr. Beha pointed 
out that adverse underwriting conditions 
together with an increasing number of 
crimes resulting in losses covered by 
burglary, robbery and theft policies dur- 
ing 1932 “have been responsible for more 
cautious selection of risks and greater 
jon sis of present methods of insuring. 
To cope with existing conditions an un- 
usual number of committee meetings 


loss 
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A Broker For 40 Years 
Friends Dine Bussing 


MANY CLIENTS ATTEND AFFAIR 





F. Highlands Burns, Maryland Casu- 
alty President, Talks; Guest of 
Honor Active in Accident 


Prevention 
In New York Charles L. Bussing is a 
chubby and jolly broker who looks not 


unlike those Mr. Pickwick drawings 
which formerly dotted the Dickens book 
although he’ hasn’t so much girth. He be- 
did well 


came a broker forty years ago; 





-CHARLES L. 


BUSSING 
time 
convert to 


beginning, and after a 
such an enthusiastic 


from the 
became 
accident prevention that he has sent out 
literature on the 
innumerable times in 
plants he insures and other places; and 
plume, “Al B. Careful.” 
His father was president of the Grocers 
Association of Brooklyn and he 
ways kept up particularly close relations 
with the grocery, meat and allied trades. 

Nearly sixty of Mr. Bussing’s clients, 
business associates and other friends 
gave him a dinner at the Montauk Club, 
Brooklyn, Wednesday night in honor of 
his four insurance decades. F. W. Meyer 
was toastmaster. President F. Highlands 
3urns, Maryland Casualty, came: from 
Baltimore to make a talk. Others who 
spoke were clients of Mr. Bussing’s. 
Several gifts were given Mr. Bussing, 
including a desk ornament, containing a 
clock and fountain pens. Among those 
present was Julian Lucas who has known 


more than a ton of 


subject, lectured 


has a nom de 


has al- 





Pa. Now Has Financial 
Responsibility Law 
EFFECTIVE DATE JANUARY 1, 1934 


Directed Primarily Against Drivers With 
Accident Record; 4 Classes Must 
Show Proof of Responsibility 


Pennsylvania joined the states having 
motorists’ financial responsibility laws on 
Monday when Governor Pinchot signed 
the Buckman bill, passed by the recent 
Pennsylvania legislature. It becomes ef- 
fective January 1, 1934. Unlike financial 
responsibility measures proposed in pre- 
vious legislative sessions it does not re- 
quire proof of ability to pay damages 
as a prerequisite to all motor vehicle reg- 
istrations. 

The new law is directed primarily 
against those drivers with an accident 
record. The proof of financial responsi- 
bility must be furnished by four classes: 

1. Operators who within twelve months 
are involved in two or more accidents, 
due wholly or partly to their negligence, 
resulting in injury to persons or property 
damage totaling more than $200. 

2. Operators whose licenses have been 
revoked or suspended for violations of 
the motor code. 

3. Operators guilty of motor law vio- 
lations for which licenses can be sus- 
pended, but whom the Secretary of Rev- 
enue will permit to continue to drive if 
they show proof of ability to meet future 
damage claims. 

4. Operators or owners who fail to sat- 
isfy judgments for injury or damage 
within fifteen days after judgments be- 
come final. 

All persons in these classes are re- 
quired by the new law to furnish proof 
of financial responsibility in order to ob- 
tain new licenses, and revocation of ex- 
isting operating licenses and registrations 
of vehicles is mandatory until proof is 
supplied. 

To obtain new licenses they must file 
certificates showing ability to pay per- 
sonal injury claims of $5,000 for one per- 
son or $10,000 for more than one, and 
also $1,000 property damage. Ability to 
pay damages may be proved by an in- 
surance policy, a surety bond, or a de- 
posit of $11,000 in cash with the state 
This proof must be maintained continu- 
ously by the motorist, although the Sec- 
retary of Revenue may relieve him after 
three years if his accident record has 
been satisfactory meanwhile. 





Mr. Bussing from boyhood. Other in- 
surance or safety engineer men present 
were these: 
William Schiff, 
C. Dameron, H. 
ce. care 5. & 


Thomas H. Allen, L 
Jensen, J. J. Mahoney, 
Jarton, D. C. Dorney, 
T. F. Cooke, N. K. Howard, S. Weber, 
Ir., Alfred Tharp, Louis B. Ward, A. ©. 
Carruthers, J. M. Baker, E. K. Cathcart, 
Otto Kaufman. 
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Central Research Bureau Suggested 
To American Management Meeting 


Favored by P. D. Betterley, Graton & Knight Co., as Clearing 
House of Educational and Public Relations Activities; 
Makes Other Suggestions 


P. D. Betterley, assistant treasurer, 
Graton & Knight Co., who is vice-presi- 
dent of the American Management As- 
sociation in charge of its insurance divi- 
sion, brought before the annual gather- 
ing this weck in the Hotel Pennsylvania, 
New York, the suggestion that a central 
research bureau be established as a place 
where registration would be made of 
suggestions and complaints with the idea 
in mind of formulating uniform policies 
and methods. He felt that such a bu- 
reau would serve to stabilize insurance 
practices ; that it could be considered as 
a clearing house of educational and pub- 
lic relations activities. It was further 
urged that users of insurance be invited 
to submit their problems to this clear- 
ing house. 

In presenting his address “Insurance 
Security in a World of Changes” Mr. 
Betterley outlined how management 
could economically use insurance to a 
greater degree and thereby obtain the 
best results. The speaker recommended 
the following methods by which this 
goal could be attained: 

“1. Acquiring reasonable knowledge of 
insurance, thereby obtaining coverage to 
sound limit of insurable value, avoiding 
extravagance in protection. Buy on 
merit and not through business expedi- 
ency or friendship. 

“2. Co-operating with sellers in the 
purchase and application of insurance. 
Surely buyers cannot obtain the greatest 
results for each unless individually and 
collectively they have the best of feel- 
ings toward the insurance fraternity. 
Neither is it conceivable that misfortune 
will come to either group if they com- 
pare opinions, and help to develop con- 
structive plans in harmony. 

Centralize Prevention Activities 

“3. Stop switching our insurance car- 
rier loyalty, if such it may be called, and 
give our present underwriters a chance 
to correct those conditions which are not 
satisfactory to us as policyholders. Too 
often they are given no opportunity to 
defend themselves. 

“4. Accomplish prevention at the 
source, instead of wasting so much effort 
in endeavoring to stop losses already 
started. In other words, we spend large 
sums for fighting fires, prosecuting crim- 
inal activities and attempting to correct 
conditions after much damage has been 
done. 

“5. Centralize the prevention activities, 
the purchase of insurance and the adjust- 
ing of losses.” 


Changes in Existing Methods 

Among changes or amplifications of 
existing methods suggested by Mr. Bet- 
terley were the following: 

“Insurance contracts couched in more 
simple and understandable language 
which in our opinion would result in less 
controversy and errors. 

“Basis of settlement established when 
the contract is issued, adjusted to own- 
er’s interest and use. We would elimi- 
nate as far as possible the establishment 
of loss values through forced sales and 
certainly favor equal rights of appraisal. 

“Segregation of risks is favored to es- 
tablish rates equitable for each insured. 

“A general adoption of the plan of 
Prompt partial payment with other in- 
stallments following periodically with a 
fixed time limit, say six months, is ra 
mitted for consideration. The claimant 
does not need immediate reimbursement 
in full and the additional time would 
give the insurers a better opportunity to 
meet the requirements of a large loss or 
series of losses, with least possible dis- 
turbance of assets. Such a plan would 
Presumably act as a deterrent in unrea- 


sonable claims and it is our opinion that 
it would be preferable to the 60-day wait- 
ing period in recent effect. 

“Uniformity of laws regulating insur- 
ance is everybody’s goal. The spread of 
business activities beyond state lines 
calls for comprehensive policies without 
‘fences.’ This is one of the most annoy- 
ing features for the purchaser of insur- 
ance and a comparison of standard 
forms now required by various states 
shows variations which are incompre- 
hensible.” 

Mr. Betterley viewed as the responsi- 
bility of management to guarantee the 
conservation of existing assets and to 
maintain production income, insofar as it 
is possible, through prevention of cas- 
ualties or protective covers. He was 
frank in stressing that when business 
made up its chart of management activi- 
ties the subject of protection usually oe- 
cupied an unimportant position, if men- 
tioned at all, and yet the entire assets 
of the business are involved, as well as 
much of the future earning capacity. 
Therefore, he felt that the insurance 
activity of a business is of major im- 
portance and should be under executive 
supervision, 





LOUISVILLE APPOINTMENT 

The Standard Surety & Casualty has 
appointed the recently organized Flem- 
ing-DeLeuil agency of Louisville as its 
general agents. This agency also rep- 
resents the Western Casualty & Surety 
of Fort Scott, Kan. 


N. Y. EXCISE POOL FORMED 
Joel Rathbone Its Meneaer; Member 


Companies Draw Up Reinsurance 
Agreement to Handle Beer Bonds 
The Excise Bond Underwriters was or- 
ganized in New York City this week by 
a group of casualty and surety com- 
panies who will participate in a reinsur- 
ance agreement to write the bonds re- 
quired of dealers in legal alcohol bev- 
erages under provisions of the excise tax 
law. This pool, which will operate very 
much the same as the old excise pool of 
pre-prohibition days, will be managed by 
Joel Rathbone, who was vice chairman 
of the National Surety Co., and thirty 
years with that company, assisted by an 
executive committee composed of offi- 
cers of the member companies. Opera- 
tions will begin at once with headquar- 
ters here and offices in Brooklyn, the 
3ronx and other boroughs of New York 
as well as at other points in the state. 
The companies which have already 
signed up as members of the pool are: 
American Surety, Royal Indemnity, Fidelity 
& Deposit, Globe Indemnity, Great American In- 
demnity, Massachusetts Bonding, Seaboard 
Surety, Standard Accident, United States F. & 
G., United States Guarantee, National Surety 
Consolidated Indemnity, Glens Falls In- 


Corp., 
demnity and Aetna Casualty & Surety. Others 





are expected to join shortly. 


Under the terms of the agreement, 
drawn up after much study and discus- 
sion of requirements under the new ex- 
cise law and after conferences with the 
New York Insurance Department, each 
member of the pool will take a certain 
percentage of each beer bond written. All 
premiums must be paid on delivery of 
the bonds; the brokerage will be 10%. 
Rates have already been promulgated by 
the Towner Bureau. Bonds issued prior 
to July 1 take one full annual premium 
plus a prorated premium for one year. 

The bonds will be required as of June 
1 and will run for thirteen months until 
June 30, 1934. Beginning next year they 
will be renewable on July 
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Nat'l Bureau Meeting 


(Continued from Page 34) 

were held and strenuous efforts made to 
refine the available coverage and provide 
new forms. Bank robbery rates were in- 
creased; office and store :obbery rates 
in some localities raised; a new policy 
to cover jewelry of private individuals 
kept in safe deposit boxes was intro- 
duced to meet a demand for limited cov- 
erage at a low premium; changes wer¢ 
made in the crime, fraud and merchants’ 
protective bonds, the innkeepers’ statu- 
tory liability policy and blanket railroad 
form. In addition study was given to 
robbery protective devices as well as to 
protection of show windows. 

The Bureau general manager pointed 
to increased activity in the boiler and 
machinery department, referring to rule 
changes pertaining to rating of public 
risks which increased the scope of these 
rules and rating work done for the com- 
panies. Complaints to the department 
increased, he said, because of extremely 
sharp competition in the field. The gov- 
erning committee of this department re- 
vised again the rules of the engineers’ 
conference and effected numerous rate 
changes, the most important being 
amendments to the part time and sus- 
pension rules. A new coverage, called 
outage insurance, was developed. 

Mr. Beha viewed the claim department 
as furnishing increasing evidence of a 
better understanding among companies 
regarding claim problems. He noted that 
as a result of a survey of the situation 
in reference to index bureaus on a na- 
tion-wide basis ten central bureaus were 
established at strategic points th:ough- 
out the country. He pointed to the,sat- 
isfactory results being shown by the 
Massachusetts claim investigation: said 
that the actual disbarment of ten attor- 
neys had already taken place; declared 
that the whole claim and legal situation 
in that state is gradually receiving a 
badly needed housecleaning 

As to compensation and liability ac- 
tivity Mr. Beha stressed that the major 
part of that department’s work last year 
had been in presenting and defending 
the stock company program for the writ- 
ing of compensation risks. He hailed 
the outstanding accomplishment of the 
department as being the publication of a 
revised manual of liability insurance, rep- 
resenting a complete rearrangement ar 
improved method of presenting the sub- 
ject matter. 

Conservation and Publicity 

Turning to the conservation work of 
the Bureau Mr. Beha said the most con- 
spicuous and significant development was 
the bringing of the agents into the field 
of traffic safety. Not only was a well 
organized program of safety activity pre- 
sented before both the mid-winter and 
annual meetings of the National Asso- 
ciation of Insurance Agents but a pam- 
phlet was prepared presenting this | 
gram in detail. It was distributed t 
16,000 agents. Thereafter the Bureau's 
staff was kept exceedingly busy in help- 
ing to take care of demands coming 
from the agents. Addresses were deliv- 
ered before twenty-five or 
associations and many local 
campaigns for local groups were worked 

ut and in many cases developed on the 


ir 


more state 


associati ms: 


spot; thousands of pieces of literaturs 
in the form of programs, sample 
spe eeche s and interviews were distributed 
e good work of the publicity depart- 
ment of the Bureau was stressed. Du 
ing the year 316 separate releases wert 


made. to daily newspapers, news associ 
tions and insurance trade papers; eac 
' : tah 
release timed to appear immediately 
advance of and concurrently wit! 
announcement of rate or rule changes or 
the conduct of conservation and oth 
Bureau activities. A syndicate of sat 


articles, signed by twenty motor veh 
commissi ners was carried by 400 news 
papers for five consecutive months, 
model addresses on a variety of ins 
ance questions were prepared and suj 
plie 1 to agents for lelivery by them he 
fore civic organizations and oth 
groups 
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On the Production “Firing Line” 








Producers Must Play 
Strong Hand in New Deal 


BEHA TELLS ROCHESTER BOARD 





Bureau Gen’! Manager Outlines Agent’s 
Part in Recovery of Insurance From 
Effects of the Depression 





Casualty insurance agents must play a 
strong hand in the new deal to American 
business, according to James A. Beha, 
general manager and counsel, National 
Bureau of Casualty & Surety Underwrit- 
ers. Talking before the Underwriters 
Board of Rochester on the River Campus 
of Rochester University a week ago Mr. 
Beha outlined principles which the pro- 
ducer must use as a guide in aiding stock 
company insurance to recover from the 
effects of the depression. 

In the speaker's opinion the agent must 
establish a closer alliance with his com- 
panies and watch selection of risks in 
order to preserve the companies’ funds for 
desirable policyholders. Furthermore, he 
must co-operate in accident prevention 
and the elimination of fraudulent claims. 
He must help to rid the field of unnec- 
essary brokers and agents. He must 
fight against false and malicious rumors 
about companies. In general, Mr. Beha 
said, taking a text from the motto of the 
Rochester Underwriters Board, the agent 
must so conduct himself that his business 
“shall merit and retain the confidence and 
respect of the insuring public.” 


Return of Confidence Important 


Mr. Beha pointed out how much de- 
pends upon the resurrection of confi- 
dence at the present stage of world af- 
fairs. “This, it is believed, can most 
readily be brought about by a new con- 
fidence originating in America and 
spreading from here throughout the 
world.” He pictured the world as “wait- 
ing and watching for indications of a re- 
turn of confidence in America as a hope- 
ful sign of the approach of better con- 
ditions everywhere.” Then he said: 

“The fact that so much public atten- 
tion is focused upon the importance of 
confidence in business affairs in general 
only serves to emphasize its particular 
significance in the business of insurance. 
While the successful conduct of all busi- 
ness is dependent upon the confidence of 
men in each other, and in the financial 
institutions they have built, the insurance 
institution is built upon confidence to an 
even greater degree than is business ac- 
tivity in other fields—not excepting bank- 
ing. 

“The insurance contract involves an ad- 
vance payment for a promise to pay, 
generally at some time in the indefinite 
and uncertain future—that is, in the 
event only of losses on the risk insured. 
The very basis—the standard—of such a 
business must be confidence. The public 
must have confidence in the soundness 
of the insurance contract, faith in the 
ability and honesty of those managing 
this business, holding in trust the funds 
of policyholders until such time as they 
are to be paid out. 

“On the other hand, the success of this 
business is dependent to a greater extent 
than other business upon a prevailing 
spirit of integrity and honor on the part 
of the public. In the surety business, for 
example, the honesty, the reliability of 
employes is the subject of the fidelity 
contract; in workmen’s compensation the 
honesty of both the insured employer and 
his employes is an important factor—if 
the employer is not honest the insurance 
company may not be able to determine 
the correct payroll and receive the prop 
er premium; if the employe is not honest 
claim conditions will be bad. In automo 
bile public liability and in all forms of 
third party insurance the companies are 


tremendously affected by the integrity or 
lack of integrity of the public in claim 
matters.” 


20% Premium Drop in 3 Years 


Reaching the heart of his talk Mr. 
Beha quoted statistics showing that na- 
tional income had dropped from 85 bil- 
lions in 1929 to 40 billions in 1932, repre- 
senting a decline of more than 50%. “The 
agent naturally has suffered along with 
everything else,” he said, “but insurance 
premiums have not dropped 50% as has 
the national income. Casualty premiums 
have fallen off from 1929 to 1932 in the 
neighborhood of 20% which is serious 
enough. 

“The countrywide casualty premiums 
for companies entered in the state of 
New York amounted to $811,168,000 in 
1929, but by 1932 this figure had dropped 
to $625,632,000. The 1929 countrywide 
premiums for the fire and marine com- 
panies entered in New York State were 
about $1,082,000,000 in 1929, but for the 
year 1932 this figure had dropped to 
$736,761,000, representing a decrease of 
32%. 


Greater Care in Risk Selection 


“During the past year or so there has 
been a tendency on the part of the com- 
panies to take greater care in the selec- 
tion of risks. They have frequently said 
‘No’ to agents and brokers. It seems 
likely that this will have to go on in the 
future. I know that this has been some- 
what of a shock to some producers. But 
when risks are bad and you know they 
are bad and the prospective assured is 
not co-operating, you should not even ask 
your companies to take such risks. The 
companies feel in duty bound to take 
measures to guard their solvency, in or- 
der to protect the insurable risks which 
they accept. 

“A one-sided bargain is never for the 
best interests of anyone. It must be fair 
to both sides. The companies cannot and 
will not and should not be expected to 
continue to take business on which they 
are sure to sustain underwriting losses. 
The companies cannot and will not and 
should not be expected to continue to 
pay commissions to agents and brokers 
on business which is sure to produce loss. 
What we would like, however, would be 
to make more business acceptable by 
getting rates established which are com- 
mensurate with the risk involved.” 

Mr. Beha said he noted improvement 
in the agency point of view on the ques- 
tion of rates. “The attention of the 
thinking agent is no longer centered 
solely upon rate reductions,” he declared. 
“He has seen that that is not the proper 
attitude. In rating matters both agents 
and companies must be interested in get- 


(Continued on Page 38) 





Depression Factors Which Have Aided 
A. & H. Selling Pointed to By L. M. Kuh 


Lloyd M. Kuh, district branch man- 
ager, disability division of the Conti- 
nental Casualty in New York, in a re- 
cent lecture before a group of agents 
and brokers made the significant state- 
ment that the present depression has 
done more than twenty-five years of so- 
liciting in ordinary times to educate the 
public to the needs of accident and 
health insurance. He told how the acute 
unemployment situation had_ indelibly 
impressed upon people the ill effects of 
being without an income; how homes 
have been broken up which otherwise 
would have continued together happily; 
how standards of living have been re- 
duced. 

The public, said Mr. Kuh, realizes that 
as bad as this is, it is much worse if in- 
come is lost due to illness because then 
in addition to the invalid’s regular living 
expenses continuing he has the added 
burdens of medical attention, with per- 
liaps nurse, hospital, operation, recupe- 
ration and other almost prohibitive ex- 
penses. Thus, the speaker intimated, 
every employed man and woman should 
take the precaution of preventing the 
loss of income due to accident or sick- 
and because of the increased ne- 
cessity for such protection Mr. Kuh told 
his audience “we can look forward to a 
new cra of expansion in the accident and 


less, 


LOSES SLANDER SUIT 

\. Newman, former agent of the 
Travelers Indemnity at Rochester, lost 
his $100,000 slander suit against that 
firm’s Rochester branch in a Supreme 
court action last week. A jury held the 
company had not damaged the plaintiff, 
although it was shown that a revocation 
notice had been sent to a policyholder 
who had paid his premium through Mr. 
Newman. The latter charged the com- 
pany with conveying the impression that 
he had withheld the premium. It was 
shown that a clerical error was responsi- 
ble for the notice, for which apology 
subsequently was made. 


Carl 


NEW POST FOR WITSCHEN 

William J. Witschen, who has been 
with the Norwich Union Indemnity since 
January, 1932, as its production depart- 
ment manager, has been selected by the 
company to be manager of its New York 
City office succeeding C. E. Anderson, 
resigned. 

Mr. Witschen is thoroughly capable of 
assuming his added responsibilities hav- 
ing had considerable experience in a 
similar capacity with the Indemnity In- 
surance Co. of North America before 
joinine the Norwich. 
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health insurance field in the immediate 
future.” 
The “Psychological Devil” 

One big point made by Mr. Kuh was 
that the salesman should put up a stig 
fight against “letting the psychological 
devil get the better of him.” This cap 
be prevented in the speaker’s opinion by 
relishing the fight of overcoming today’s 
obstacles. He emphasized that the 
“greater the obstacle, the greater yoy 
must fight—and the sweeter the victory. 
Be like the aviator. When a pupil or 
seasoned pilot crashes, if he is not jn- 
jured so badly as to prevent it, he im- 
mediately secures another plane and goes 
flying again. He does this to guard 
against the psychological devil, fearing 
only that if he allows himself time to 
think over what had happened and how 
badly he may have been crippled and 
how long disabled, he would make a 
poor pilot the rest of his life.” 

Applying this thought to the accident 
and health business Mr. Kuh suggested: 
“When you expect to sign up a prospect 
for accident and health and you ‘flop’ or 
become discouraged, be like the aviator; 
go as quickly as possible to the next 
prospect and then to the next, and keep 
on harder than before. You will then 
be a master pilot in the art of selling 
accident and health and in the produc- 
tion of sizable commission checks.” 


MALPRACTICE LIABILITY 








Large Uncultivated Field for This Line, 
Wilson’s Aetnagram Points Out; 
Newspapers Give Leads 
Attesting to the large uncultivated 
field which exists for selling malpractice 
liability insurance the Aetnagram, pub- 
lished by the W. G. Wilson agency of 
Cleveland, calls attention to leads ob- 
tained from Cleveland and Cincinnati 
newspapers. In one case a well known 
physician and one of the best reputed 
hospitals of the city were involved ina 
suit for $35,000 in which it was alleged 
that a nurse had injected the wrong fluid 
into a patient’s body with fatal results. 

Another item told about a suit for 
$20,000 against a druggist who had given 
a patient chloride of mercury (Hydr. 
Chlor. Cor.) instead of calomel (Hydr. 
Chlor. Mit.) and did not discover the 
mistake until after the patient had taken 
it and died. Still another was a suit 
for $12,500 against a druggist who, it is 
claimed, used too large a proportion of 
belladonna in filling a prescription with 
the result that the patient’s eyes were 
badly injured. : 

Says the Aetnagram: “Claims against 
medical men and hospitals are increas- 
ing rapidly, with certain attorneys now 
specializing in this form of damage suits. 
It is therefore the agent’s duty to see 
that every doctor, dentist, druggist and 
hospital is provided with malpractice lia- 
bility insurance.” 





Cc. §S. COBB OPENS AGENCY 

C. S. Cobb, who for some years was 
president of the Southern Surety, has 
gone into the agency field in St. Louis 
as head of the Cobb Insurance Agency, 
Inc., which represents a number of lead- 
ine casualty and fire companies. Asso- 
ciated with Mr. Cobb is E. H. Engel- 
mann, who has been in the fire insurance 
business for about forty years and had 
been operating his own agency. 





FRANK A. UNGLES IN NEW WORK 
Frank A. Ungles, who served many 
years as vice-president of the Southern 
Surety and has had a home office and 
field career of more than twenty-five 
years, has opened a_ reinsurance and 
surety underwriting office of his own m 
Des Moines. Mr. Ungles’ last company 
connection was with the National Union 
Indemnity as vice-president. 
















May 19 
——— 


New! 
Sur 


DECISIC 


Applicati 
Set A 


What 
block to 
the Nat! 
late last 
tice Lou! 
cation of 
a credito 
plan. th 
Valente 
take und 
whether 
should b 
erection 
itors of 1 

It was 
two prin 
habilitati 
are tran 
without < 
of credit 
that the 
for the si 
and dire 
fact. A: 
garded it 
generous 

“The : 
Surety ( 
held for 
out disct 
tected b: 
stock of 
the pote: 
realize,” 
opinion | 
in decid 
plan was 
not was 
so far ha 
good wil 
if a verc 
of this g 
agency { 
rehabilit: 
could be 
Justice | 


R. F 
It was 
any poss 
the turn: 
approxin 
by the 
Terming 
tribution 
by the ] 
one to q 
for thes 
National 
old com 
the Supe 
tire issu 
which t] 
turned ¢ 
the othe 
Referr 
lected p: 
tional Si 
Justice 1 
out ques 
the old 
be virtt 
bonds fc 
be cance 
the enti 
portion | 
of realiz 
As to 
the new 
lion of s 
pany, it 
they rey 
tion for 
further | 


E 
“The 
suring t! 
assumpt 
mortgag 
ls One | 
some of 
Would s 









Cuh 
mediate 


uh was 
a stiff 
ological 
1S Can 
nion by 
today’s 
at the 
er you 
victory, 
upil or 
not in- 
he im- 
nd goes 
guard 
fearing 
ime to 
nd how 
ed and 
nake a 


ccident 
vested: 
rospect 
flop’ or 
viator; 
e next 
d keep 
Il then 
selling 
yroduc- 


Y 


s Line, 
Dut; 


tivated 
ractice 
1, pub- 
ncy of 
ds ob- 
cinnati 
known 
eputed 
d ina 
alleged 
ig fluid 
results. 
it for 
| given 
(Hydr. 
(Hydr. 
er the 
| taken 
a suit 
0, it is 
ion of 
n with 
; were 


igainst 
icreas- 
'$ now 
e suits. 
to see 
st and 
ice lia- 


J 

“S$ was 
y, has 
Louis 
gency, 
F lead- 
Asso- 
Engel- 
wrance 
d had 


VORK 
many 
ithern 
e and 
ty -five 
and 
wn in 
npany 
Union 








May 19, 1933 





Freee ee 
ama at 


Es 
SS 





Spee 











THE EASTERN 
“UNDERWRITER 2 


a 













New Setup of National 
Surety Upheld by Court 


DECISION BY JUSTICE VALENTE 


Application of Kenlon Coal Company to 
Cet Aside Rehabilitation Plan De- 


nied; Reasons Given 


What looked at first like a stumbling- 
block to the successful reorganization of 
the National Surety Co. was_ removed 
late last week when Supreme Court Jus- 
tice Louis A. Valente denied the appli- 
cation of the John T. Kenlon Coal Co., 
editor, to set aside the rehabilitation 
plan. In rendering his opinion Justice 
Valente declared that the court would 
take under advisement suggestions as to 
whether certain technical modifications 
should be made in the plan, such as the 
erection of safeguards to protect cred- 
itors of the old company. 

It was held by Justice Valente that the 
two principal objections against the re- 
habilitation plan (1) that the good assets 
are transferred to a new corporation 
without any protection to a certain class 
of creditors and policyholders and (2) 
that the entire reorganization is a scheme 
for the sole benefit of the present officers 
and directors—are without foundation in 
fact. As to the latter objection he re- 
garded it as “not only unjustified but un- 
generous.” 

“The frozen assets of the National 
Surety Co., according to the plan, are 
held for the benefit of all creditors with- 
out discrimination, who besides are pro- 
tected by the assets represented by the 
stock of the National Surety Corp. and 
the potentiality of profits that stock will 
realize,” Justice Valente declared. In his 
opinion he held that the need for haste 
in deciding whether the rehabilitation 
plan was to be permitted to continue or 
not was very great because the company 
so far has preserved its agency plant and 
good will, both of which might dwindle 
if a verdict was long delayed. Because 
of this good will and the National’s large 
agency plant “the prospects of complete 
rehabilitation were bright if the company 
could be maintained as a going concern,” 
Justice Valente said. 

R. F. C. Collateral Action Upheld 


It was not felt by Justice Valente that 
any possible objection could be made to 
the turning over to the new company of 
approximately $5,000,000 of collateral held 
by the Reconstruction Finance Corp. 
Terming this as a “public spirited con- 
tribution” he said it was done voluntarily 
by the R. F. C. and that there was no 
one to question its propriety. In return 
for these assets, it was pointed out, the 
National Surety Corp. turned over to the 
old company through its rehabilitator, 
the Superintendent of Insurance, the en- 
tire issued stock of the new company 
which the Superintendent on his _ part 

*, C. to replace 


a cr 


turned over to the R. F. 
the other collateral. 

Referring to the $4,000,000 in uncol- 
lected premiums turned over to the Na- 
tional Surety Corp. by the old company 
Justice Valente said: “It appears with- 
out question that upon the liquidation of 
the old company these premiums would 
be virtually uncollectible because the 
bonds for which premiums are due would 
be canceled in the event of liquidation of 
the entire business and on the expired 
Portion there would be very small chance 
of realizing anything but a fraction.” 

As to the third type of asset held by 
the new company, the two or three mil- 
lion of semi-liquid assets of the old com- 
pany, it was held by Justice Valente that 
they represented “additional considera- 
tion for the risks assumed.” The decision 
further pointed out: 


Exceptions in Reinsurance 
“The new company is virtually rein- 
suring the old risks, excepting from such 
assumption funds covering guarantees on 
mortgages and on bank deposits, and this 
'S one of the grievances expressed by 
Some of the objectors. Prima facie it 


Would seem that the new company re- 





ceived a consideration equal to the ex- 
pense involved in the assumption of cer- 
tain outstanding policies together with 
the risk of loss involved. The assump- 
tion of risks on the two discontinued 
types of business of the old company, 
guaranteed mortgages and guaranteed 
bank deposits, would not presumably pro- 
tect the new company by the measure of 
assets transferred. 

“If the entire assets of the old com- 
pany had been transferred to the new, 
the objectors would have had a_ valid 
grievance by reason of the exclusion of 
certain risks from the liabilities assumed 
by the new company. Besides, the col- 
lateral in the form of mortgages under- 
lying and protecting the guarantee of the 
surety remains for the benefit of the 
holders of the guaranteed mortgages and 
it is not at all improbable that the mort- 
gages will ultimately be liquidated with- 
out any loss to the holders. Provisions 
for the liquidation of such mortgages in 
due course is provided by the plan. 

Rebuked For Assailing Officers 

“The second objection—that the whole 
reorganization is a scheme of which the 
sole beneficiaries are the present officers 
and directors—is not only unjustified but 
ungenerous. The officers and directors 
have no interest in any of the stock of 
the National Surety Corporation, the en- 
tire stock being virtually trusteed for the 
benefit of all the creditors. Their sal- 
aries, too, by the plan, are limited to a 
maximum in any case of $17,500. The 
chairman of the board, who was _ the 
chairman of the old company, has de- 
voted nearly a lifetime, or thirty years, 
to the building up of a great business 
which even today is probably the greatest 
of its kind and which has become frozen 
by circumstances beyond control.” 

Those who gave arguments in support 
of the rehabilitation plan at the hearing 
before Justice Valente were Hartwell Ca- 
bell and Wendell P. Barker, representing 
the National Surety Corp.; Edward Mc- 
Laughlin, counsel to Superintendent Van 
Schaick; Charles A. Roberts, R. F. C. 
attorney, and Senator John A. Buckley, 
representing a committee of holders of 
mortgages guaranteed by the National 
Surety. 

Decision Elates W. B. Joyce 

Commenting upon Justice Valente’s de- 
cision William B. Joyce, chairman of the 
National Surety Corp., said: 

“Of course, the decision is pleasing to 
me, particularly the reference made to 
me and my many years of work in the 
interest of the old company. In turn I 
wish to express my appreciation to the 
court and to the public for the almost 
unanimous approval of the plan. Hun- 
dreds of thousands of patrons of the old 
company have approved, and more than 
7,000 agents. 

“It is not expected the case will be 
appealed because, for the protection of 
the stockholders of the new corporation, 
a very large bond indemnifying the new 
corporation against any damages no 
doubt would be required before such an 
appeal would be permitted. The Kenlon 
case did considerable damage and it must 
not be repeated.” 





ADVISORY COMMITTEE FORMED 


To Act in Interests of National Surety 
Bondholders; Pledges Support to Com- 
missioners; C. H. Berets, Chairman 

A further stabilizing step in the re- 
habilitation program of the National 
Surety was taken late last week with the 
formation of an advisory committee of 
investment firms, headed by C. H. Berets 
of C. H. Berets & Co. and the Eastern 
Investors Co., New York, which will act 
in the interests of holders of bonds car- 
rying the guaranty of the National. This 
committee has pledged its support and 
co-operation to Superintendent Van 
Schaick as rehabilitator of the company 
and the insurance commissioners of other 
states in working out plans for the ben- 
efit of such bondholders. 

It.is pointed out by Chairman Berets 
that his committee not only holds, owns 


CANADIAN UNIFORM AUTO ACT 


Property Damage Exclusion Amendment 
Embodied In It; Approved for All 
Provinces June 1, 1933 
R. Leighton Foster, Ontario superin- 
tendent, who is chairman of the com- 
mittee on automobile insurance forms of 
the Association of Superintendents of In- 
surance of the Provinces of Canada, has 
advised all companies doing business 
there that the uniform automobile insur- 
ance act will become effective on June 1, 
1933, in Alberta and on October 1, 1933, 
in Prince Edward Island, although it is 
not known yet if and when the act will 
come into force in Quebec. Since Sep- 
tember 1 it has been operative in the 

other six provinces. 

Superintendent Foster points out that 
the amendment to clause (e) of section 
20 of the uniform act, known as the 
“property damage exclusion” amendment 
has been embodied in the Alberta and 
Prince Edward Island acts and also ap- 
proved in all other provinces. He adds: 
“In most provinces the amendment comes 
into force upon proclamation of the lieu- 
tenant-governor-in-council. The com- 
nittee has recommended that the proc- 
lamation date of June 1 be selected and 
that this date has been recommended to 
all provinces with every prospect that it 
will be adopted.” 

Official notification is also given that 
the standard policy forms approved June 
3, 1932, and effective September 1, 1932, 
are amended as of July 1, 1933, by in- 
serting in clause (a) of subsection 2 of 
section (a) of the insuring agreements 
the following after the word “automobile” 
—“or owned by, or in the care, custody 
or control of any person insured by this 
policy” provided always that a later ef- 
fective date is not proclaimed in any 
province. 

Feeling that most companies will not 
wish to reprint their policies until their 
present supply is exhausted Superintend- 
ent Foster has aproved on behalf of his 
standing committee on automobile forms 
the use of a temporary standard endorse- 
ment te be attached to such policies. 





EIGHT YEARS FOR DR. KAUFFMAN 
Rochester Man Found Guilty of De- 


frauding Companies in Automobile 
Accidents; Goes to Auburn 

The Appellate division of the New 
York state courts has just unheld the 
conviction of Dr. Samuel H. Kauffman 
of Rochester on a charge of grand lar- 
ceny, first degree. As a result of this 
decision Dr. Kauffman is just starting an 
eight year term in Auburn prison. 

The doctor is the man who directed a 
group of twenty persons who for many 
months defrauded insurance companies 
up-state through a series of fake auto- 
mobile accidents, it was shown during 
his trial. Many awards were made for 
supposedly serious accidents as the re- 
sult of his activities, it was established 
during the trial. 





and represents a good percentage of the 
National Surety mortgage guarantee 
bonds outstanding but it has during the 
past few years distributed a good many 
millions of dollars worth of these securi- 
ties. He explained: “In view of this 
fact the committee has for its primary 
purpose the intention of protecting the 
bondholders to the fullest extent by the 
most expedient method and with a mini- 
mum of time, effort and expense.” 

It is further stressed that prominent 
investment bankers, banks and dealers 
throughout the country will augment the 
committee and assist in its operation; 
that an active and aggressive campaign 
to enlist the co-operation of all dealers, 
distributors and holders of these bonds 
will be undertaken. 

Serving with Mr. Berets on the com- 
mittee are W. G. Riley of W. G. Riley 
& Co., 1 Wall Street, New York, and 
Lawrence K. Harper of the Colonial Bond 
& Share Co. of Baltimore. Senator John 
L. Buckley of New York and Parker & 


Carey of Baltimore are counsel. 
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Chicago Program Of 
H. & A. Und. Conference 


ASSOCIATION IS 32 YEARS OLD 


C. W. McNeil, President; Reduction of 
Underwriting Expense One Subject 
of Round Table Discussion 


One of the first of the insurance con- 
ventions to be held about the time the 
Chicago world’s fair opens is that of the 
Health & Accident Underwriters Con- 
ference, which is 32 years old. It will 
be held at the Edgewater Beach Hotel. 
C. W. McNeill, president, Massachusetts 
Accident, will call the convention to or- 
der Tuesday, June 6, and the convention 
will be welcomed by Oscar A. Kropf, 
Chicago lawyer. President Garfield W. 
3rown of the commissioners convention 
will make an address, followed by Dr. 
Preston Bradley, pastor, Peoples Church 
of Chicago. The rest of the program fol- 
lows: 

Report of entertainment, membership, 
manual, legislative and public relations 
committees. 

“Medical and Hospital 
Dr. R. G. Leland, director, 
Medical Economics, A. M. A. 

“Accident and Health Reinsurance”— 
Frank P. Proper, assistant secretary Em- 
ployers Reinsurance Corp. 

“Group Accident and Health Insur- 
ance”’—Paul W. Watts, manager group 
department, Washington National. 

Round Table Discussion, “The Reduc- 
tion of Underwriting Expense,” intro- 
duced by John M. Powell, Loyal Protec- 
tive. 

Round Table Discussion, “Reimburse- 
ment for Loss Other Than Time,” intro- 
duced by Cary Groton, Pacific Mutual 
Life. 

Round Table Discussion, “Our Increas- 
ing Loss Ratios,” introduced by James 
E. Powell, Provident L. & A. 

Round Table Discussion, 
Methods.” 

Visit to Century of Progress Exposi- 
tion with luncheon. 

Many of the members of the conven- 
tion will arrive in Chicago Monday, June 


5, and there will be a golf tournament 


at Olympia Fields Country Club. 
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RICHMOND RULING 


Made-Work Employes Paid Out of Re- 
lief Funds Come Under City’s Com- 
pensation Insurance Plan 

James E. Cannon, city attorney of 
Richmond, has ruled that persons given 
made-work by the city and paid with un- 
employment relief funds come under the 
city’s plan of carrying compensation in- 
surance for its regular employes on a 
self-insuring basis. The ruling was made 
when the question came up as to whether 
the city might not be sued for damages 
by such persons in the event they were 
injured in the course of their employ- 
ment. The city is now giving employ- 
ment to nearly 2,000 men from the un- 
employed list, the men working on the 
streets, parks and alley crews from one 
to three days a week. 





FRANK A. SMITH DEAD 


Frank A. Smith, associated with Lloyds 
Plate Glass, Lloyds Casualty and Lloyds 
of America for thirty-nine years, died 
at his home in Maplewood, N. J., a few 
weeks ago of pneumonia. He is survived 
by his wife. Mr. Smith, who had a host 
of friends in the business, began as an 
office clerk in Lloyds Plate Glass in 1894, 
passed through various departments in- 
cluding underwriting and claims and for 
many years past had been special agent 
for the company in New York. 





NEW ORLEANS APPOINTMENT 


Arthur Mendes & Co., New Orleans 
agency, has been appointed general 
agents of the Phoenix Indemnity for cas- 
ualty lines and the inland marine depart- 
ment of the Eagle Star & British Do- 
minions, 


P. H. Guilfoil Joins 
Bankers Indemnity 


AS V.-P. AND GENERAL COUNSEL 


Held Similar Position With Norwich 
Union Indemnity; H. D. Loose Re- 
turns to New York 


Paul H. Guilfoil, formerly vice-presi- 
dent and general counsel of the Norwich 
Union Indemnity, has been appointed to 
a similar position with the Bankers In- 
demnity of Newark by H. P. Jackson, 
Mr. Guilfoil 


will have charge of the home office claim 


president of the company. 


department. H. D. Loose, who has been 

















man ee 
PAUL H. GUILFOIL 


filling the position temporarily since the 
death of Ben C. Ticknor, now returns to 
his important post as claim manager for 
the New York office. 

Zorn in Hartford in 1886, Mr. Guilfoil 
is a graduate of Trinity College with 
degrees of A. B. and A. M., and also 
from Columbia University Law School. 
He was admitted to the New York State 
sar in 1911. 

Entering business in the legal depart- 
ment of the Travelers in 1911 Mr. Guil- 
foil served until 1913 when he became an 
attorney for the Workmen’s Compensa- 
tion Publicity Bureau in New York. In 
1914 he was made manager of the claim 
department of the Employers Mutual of 
New York where he remained until 1916 
when he became claim examiner for the 
Globe Indemnity. : 

From 1918 to 1924 Mr. Guilfoil was 
again with the Travelers as claim exam- 
iner and supervising adjuster. In the 
latter year he went with the Norwich 
Union Indemnity, serving in turn as 
claim department manager, assistant sec- 
retary and finally vice-president and gen- 
eral counsel. 

He is a member of Phi Gamma Delta, 
Phi Delta Phi Legal Fraternity; the 
Drug and Chemical Club and the Casual- 
ty & Surety Club of New York. 


Cc. E. ANDERSON STARTS NEW JOB 
Now Resident V.-P. of Bankers Indem- 
nity in N. Y.; Has Had 18 Years’ 
Experience in Business 

C. E. Anderson, formerly vice-president 
of the Norwich Union Indemnity, started 
his new duties on Monday as resident 
vice-president of the Bankers Indemnity 
in charge of its New York office. Mr. 
Anderson has been eighteen years in the 
business, starting with the Travelers in 
1915 in its New York payroll audit de- 
partment. He served successively the 
Ocean Accident as metropolitan payroll 
auditor, the Maryland Casualty as an un- 
derwriter and the Standard Acciderit in 
a similar capacity. 

Mr. Anderson Norwich 


joined the 


Union Indemnity as a special agent trav- 


MUST INCREASE VA. DEPOSITS 
Corporation Commission’s Order Affects 
Companies Writing Compensation 
and Surety Lines 

Companies writing workmen’s com- 
pensation and fidelity and surety bonds 
in Virginia have been ordered by the 
corporation commission of that state to 
make additional deposits with the state 
treasurer by June 1. This action was 
taken after George A. Bowles, state su- 
perintendent of insurance, had recom- 
mended the requirement of additional 
security deposits “in view of the present 
unsettled conditions, particularly in so far 
as casualty and surety companies are af- 
fected, and to aid in restoring public 
confidence in such companies.” Approx- 
imately forty companies are affected by 
the order. 

Under the law companies are required 
to deposit bonds with the state treas- 
urer valued at not less than $10,000 nor 
more than $50,000. Heretofore it has 
been the practice to require only the 
minimum deposit of $10,000. The new 
order requires a deposit of not less than 
$25,000 from companies writing either 
workmen’s compensation or fidelity and 
surety bonds. Those writing both forms 
of coverage must make deposits of 
$50,000. 

Certain qualifications, however, are 
provided in the event a company has a 
low net premium income or the business 
is not written direct. Companies which 
write both workmen’s compensation and 
fidelity and surety bonds but confine 
their business to the reinsurance of 
risks are required to deposit only $25,000. 
No increase is required of companies 
writing either workmen’s compensation 
or fidelity or surety bonds, or both, if 
the total net premium income in Vir- 
ginia during the preceding calendar year 
amounted to not more than $10,000. 





TO PROTEST OKLA. INCREASE 


47.5% Compensation Rate Jump Not Jus- 
tified Under Present Conditions 
State Industrial Commission Holds 

When the new Oklahoma law estab- 
lishing a state insurance fund and author- 
izing the state industrial commission to 
write compensation insurance becomes 
effective July 21, the 47.5% increase in 
compensation rates allowed by the state 
insurance board will be protested, ac- 
cording to Judge Thomas Doyle, chair- 
man of the commission. The request 
will be made that the rates be reduced 
to the figure prevailing before the in- 
crease was allowed more than a year 
ago. “Wages have decreased more than 
33 1/3% and the maximum award of 
$18 a week is seldom made because of 
this decrease in wages paid,” Judge Doyle 
said. 

Since the new law was passed less than 
a month ago more than 100 applications 
for state compensation insurance have 
been received by the commission. There- 
fore, the $25,000 fund provided by the 
state to finance the writing of compen- 
sation insurance will not be necessary 
to get the movement started. Ten per 
cent of premiums received will be set 
aside to create a $250,000 emergency 
fund. 

Jess G. Read, state insurance commis- 
sioner, has voiced his opposition to de- 
creasing the compensation rates upon the 
ground that companies writing this line 
in Oklahoma showed a loss of 156% in 
1932 despite the recent increase in rates. 

Contest of the rate increase is cur- 
rently pending before the state Supreme 
Court upon protest of the Associated 
Industries of Oklahoma. 





eling New York and New Jersey. In 1922 
he was graduated from the New York 
Law School and in 1924 was brought into 
the metropolitan department of the Nor- 
wich as its assistant superintendent. The 
next year he was promoted to superin- 
tendent of that department, and by rea- 
son of his careful management was ad- 
vanced successively to assistant secretary, 
and vice-president in 1930. 


Beha’s Talk 


(Continued from Page 36) 
ting premiums based upon adequate and 
reasonable rates. If our rates are tog 
high, business will be lost, if interferen 
by state authorities does not force then 
down soon enough; if rates are inade. 
quate the security back of the insurance 
contract may be impaired. This is mygi 
more serious. That broad principle of 
co-operation—that only in recognition of 
dependence one upon the other is it Dos- 
sible to achieve individual advantage 
that principle could scarcely be bette 
illustrated than in the joint interest of 
companies and agents in supporting rate. 
making organizations in their efforts 
establish and maintain proper rates.” 

Too Many Agents and Brokers 

Directing his attention toward felj 
representation, Mr. Beha said that {o; 
many years past the number of broker 
and agents has been too great. “Ther 
have been more than the business coy 
properly support. Some have actyalh 
been supported by the business who hay 
rendered no service. The reduction jy 
premium volume has made this situation 
more acute. The insurance business js 
not a creative business but a distributive 
business. If there are more producers jy 
the business than are necessary to rep. 
der the service incident to the distriby. 
tion and the prevention of loss, the re. 
sult is excessive costs. There may als 
be too many insurance companies in the 
business or even too many bureaus byt 
certainly the business is asked to Suppor: 
too many brokers and agents. By this 
I mean that there are some agents ani 
brokers who do nothing to earn the com- 
missions they receive, but just horn i: 
and take the commissions which ma 
have been earned in whole or in part by 
someone else, or may even not have beer 
earned at all. I think you will all agree 
with me that such agents and _ brokers 
should be out of the business. Help ir 
this. 

“In the new deal I hope to see only 
sound companies—companies which wil 
maintain proper rates, insist upon ade- 
quate rates with favoritism for nobody- 
companies which will meet their obliga- 
tions fairly, treating all assureds squarely 
and with fairness. I hope to see only 
genuine agents and brokers who will be 
properly paid for the services which they 
render, that these producers will be loyal 
to their companies and their assureds 
rendering real service to both and thus 
‘meriting the confidence and respect of 
the insuring public.’ ” 





Five Lien Law Amendments 


Approved by Gov. Lehman 


Governor Lehman of New York has 
approved five Stephens bills amending 
the lien law in relation to mechanics 
liens. One bill provides that in a prose- 
cution to enforce a mechanics’ lien the 
action may be maintained in the county 
in which the improvement is situated or 
in which the defendant has his place o 
business. A second measure adds a new 
section to the lien law providing for ex 
amination of books of a contractor of 
sub-contractor after expiration of sixty 
days from date of docketing of a judg: 
ment for improvement of real propert) 
or a public improvement. 

A third bill makes an agent as well a 
contractor and sub-contractor who ¢: 
verts funds guilty of larceny and declares 
funds entrusted to a sub-contractor for 
improvement of real property to be trust 
funds. A fourth bill amends the lien la" 
to declare specifically that funds received 
by a sub-contractor and contractor for @ 
public improvement are trust funds. 

The fifth bill amends the lien law rel 
tive to books and statement thereof a0! 
deposit of funds in case of mechan'‘t 
liens. Books of entry must show whl! 
such funds were received, name and at- 
dress of bank or depositary, amounts 
paid to each person and when payments 
were made. 
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